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A Winning Combination 


To Take Care of 
Any Child 


FOR CHILDREN, MISSES AND JUNIOR MISSES 


In-stock No. 286 


In-stock No. 906 
Babys White Plain Toe Blucher. — - " ; 
2. ei 8 te EF \ Brown Raised Seam Moccasin 
6% to 8 A to EE aT aaa Oxford with Allenite Tip. 


8, to 12 Ato € 
12%, to 3 Ato € 


For that winning combination you'll find them 
all in Kali-sten-iks — the 100% Goodyear Welt Shoe for 
babies, infants, children, misses and senior misses. 
Kali-sten-iks are a capital asset in any store. 


THE GILBERT SHOE CO., THIENSVILLE, WISCONSIN 
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IS because 
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SNES always a ditferent person /y 
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SHE HAS A WARDROBE FULL OF MOODS CASUALS, SPORTS AND DRESS 


Don't try to analyze her just have all hinds of shoe 





and you're more likely to sell her more pairs, All kind 
A lot of different lines? No, that’s where markdown 

+ 
grow But, ONE GOOD COMPLETE LINE that answer 


all need is Casy to stock, advertise promot 
~-™ 


yA rt turn over, Such a line is American Girl 
5 FP No.1 in the $6.99 to $9.99 retail price field 


CHICAGO 


+ UIERICAW Gipe a 


RED LACQUER ROOM 


288 A Street, Bost Massachusetts 
Div: Consolidated National Shoe Cor 


toclay more than ever America’s standard of value 





we tell her in our national advertising, “for every you, for all you do there is an American Girl shoe” 
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WON’T 


2 


@ smoke anything but one brand of cigarettes 
@ read but one newspaper 
@ miss a particular TV show 


YET SOME PEOPLE will buy thousands of 


dollars worth of white shoes without making sure they 
are getting “THE WHITEST WHITES.” 


ial 


CALF and CABRETTA 


so much more ‘aint value 


without any premium in cost 


G. LEVOR & CO., INC. 
Gloversville, N. Y. 
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BLUSH 


Black Suede 

Black Calf 

Navy Calf 

Red Calf 

Briarwood Calf 

Avocado Green Calf 

New Wedgewood 
Biue Calf 

Black Patent 


$6.35 


18/8 


/ \ FEMINA 
Black Suede 
Black Kid 
$5.85 


BIG DOLL 

Black Suede 

Black Calf 
$6.25 


SMOOTHIE 
Black Suede 


VENUS BUCKLE 
Black Suede 
Black Calf 

$6.35 


MOC SOFT 


Black Suede 
$5.75 


Benedictine Analine Calf 
$5.85 


MELODY 
Black Suede 
Black Calf 
Navy Calf 
$6.35 


Black Calf, Navy Calf 


$6.35 


SOFT CHATTER 


Medium and Light Grey 
Suede Combination 
White Cat's Eye 


Maple and Coppertone 
Suede Combination 
Amber Cat's Eye 


All Over Blue Suede 
Smoke Cat's Eye 
All Over Black Suede 
Smoke Cat's Eye 


$5.85 


PLEAT FLAT 


Black Suede 
Black Kid 
$4.75 


SOFT BLUES 


Medium and Light Grey Suede 
Combination—White Pearl Dumbells 


Maple and Coppertone Suede 
Combination—Amber Pearl Dumbells 


All Over Blue Suede 
White Pear! Dumbells 


All Over Black Suede 
Smoke Pearl Dumbelis 


$5.85 


&) 
AAAA AAA AA ” 6 


6-10 5%-10 44-10 4-10 3-10 
TERMS — 2%-30 DAYS 


All Stock Orders should be sent 
direct to Washington, Missouri 


SHOE CO. Ine. 


Washington, Missouri 


SALES OFFICES: ST. LOUIS, NEW YORK, DALLAS, LOS ANGELES, BIRMINGHAM, CHICAGO, PHILADELPHIA ~ 
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The most colorful th 


to see at the 
TIONAL SHOE FAIR... 


(PALMER HOUSE, CHICAGO—OCTOBER 23-27) 
! 
| course: 


ril be theres 


yol 


There’s only one place in the whole world where you can find such 
a wide variety of new ideas for building profits in the shoe industry 
—at the National Shoe Fair! No wonder so many shoe people are 


ylanning to attend. 
r 


And speaking of new ideas, nothing in the shoe business has brought 
so much new activity, new styling and new excitement as the colored 
Crown NEOLITE Soles. “Colored soles to match the shoes” —a 
breathtaking idea that’s capturing the imagination... and winning 


sales for manufacturers who feature it in their lines. 


But that’s only part of what NEOLITE has to show you at the Fair. 
When you visit the NEOLITE booths you'll also see some very inter- 


esting facts about other Goodyear NEOLITE shoe products . . . the 


light-stepping, long-wearing soles and heels that all America prefers! 
g pping, long g 


Goodyear, Shoe Products Division, Akron 16, Ohio. 


... and be sure to visit the 


GOOD/ZYEAR EXHIBIT 
(Booths 7, 8, 9, Exhibition Hall) 


... hear the full story of the NEOLITE Merchandising Plan! 


NEOLITE SOLES 


ONLY BY GOODZYEAR 


SEOLITE, 48 ELASTOMER #E8IH BLERD. T THE GOOOYEAR TIRE & RUBBER COMPANY, AKRON, ONO 
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COLORED 
CROWN 
NEOLITE 
SOLES 


... for the triumphant new trend 


in shoe styling! 


@ Available in 27 beautiful colors to match or 


harmonize with shoe uppers! 


@ Colors go all the way through... won't wear off 


or fade off! 


e Unmatched comfort, thanks to Crown NEOLITE... 


so flexible. so light! 


Featured 
in full color 


UM... 


See the NEOLITE Showcase, Goodyear TY Playhouse, NBC, 


alternate Sunday evenings... also, full-page ads in Charm, Parents’ and Esquire 
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Make sure you are, too, because this little fellow 
represents the legion of young ladies and gentlemen 

in your area who will be getting ‘first shoes” 
soon. Sell them the ones with the built-in qualities 

that bring customers back year after year for 


that profitable repeat business. Sell them. 





SEE US AT THE NATIONAL SHOE FAIR, PALMER HOUSE, ROOMS 904-905 
EBY SHOE CORPORATION e EPHRATA, PENNA. 


New York City Sales Office: 465 Marbridge Bidg. 
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ODERN STYLING 


TRADITIONAL VALUE & QUALITY 


A cordial invitation to visit 
Rooms 707-708 Palmer House, 


during the 





NATIONAL SHOE FAIR Chicago 


October 24 thru 27. 











208 Brown 
207 Black 























236 Brown 
235 Black 
237 Wine 


die LL { 
EeLUCEY CO.,Inc. 


Wit 





Se a © Bb 
SOLES 


CUSH-N-FOAM SOLES 


are color-keyed to Spring accessories 


Don't shake your head over Fashion’s whims. She’s giving you a 


break. She’s telling women their Casuals are costume accessories . . . 


that they must have more pairs of Casuals in their wardrobes. The authentic 


fashion colors of Du-Flex Cush-N-Foam Soles will sell more Casuals for you. 
Give this new Impetus to sales of high stvle and sports shoes. too. 


lor dress shoes, use colorful Du-Flex Avonite, for active sports styles. 


gay Cush-\-Crepe.* We'll be glad to send you Spring color swatches 


of all three Avon Soles. 


p20 Feex bu-Forx. [i Du-Frex | 
aCUSTN -TOAN A\ NORE Cust A GREPE: 


P.TENTER 


AVON SOLE COMPANY, Avon, Massachusetts 


For forty-five years specialists in fine sole materials. 


*Reg. U. S. Pat. Off 
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not on all shoes... 
just the best ones 
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A GREAT NAME IN coduols 


A GREAT NAME IN 


M 


AGAIN SELECTS 


VELOUR SUEDES 








A joy to touch .. . a joy to wear! 
That’s why Viners specify luxurious velour 
suedes by Gordon-Gruenstein. Uniform in color 
. soft and supple . . . full-bodied for extra 
stamina, longer wear— these leathers build sales 
appeal, insure customer satisfaction. Viner Lu- 
cerne’s tremendous success is due in large measure 
to careful selection of fine materials ... and we 
are proud indeed to be one of Viners’ major 
suppliers! 


GORDON-GRUENSTEINwnc. 82 FULTON ST., NEW YORK 38, N.Y. 
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.. . first name in first shoes. 
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<pe Buntees moccasins are hand lasted, constructed 
like America's first baby shoe. Buntees incorporate 
all the best features of true moccasin construc 
tion plus refinements that result in handsomely 


designed, comfortable baby shoes 


Write 
for 

full 
color 
catalog 


“~@ ‘ 
IS 


No. 4030 R. J. POTVIN SHOE CO. 


Brockton 26, U.S. A 





Hand sewn and hand lasted, the Venetian Moc 
is an international blend of comfort and ease in soft 
black or teak brown crushed grain... with extra 
flexible specially treated soles .. . precision fitted 


to regular shoe sizes. 


[ STYLE SHOES | 


No. 1207 Black ‘: Pie Visit us al the 


No. 4207 Teak : National Shoe Fair 
Palmer House 
Rooms 639-40-41 


PLYMOUTH SHOE CO., MIDDLEBORO, MASS. 
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... with MID- 
D-STATES Brand Name Shoes 


- 
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|-TOMIC 


corrective SHOES FOR CHILDREN 


AKE a good look at the names you 
see on this roll. Then come up and 
take a look at 
cople who design and 
in Suite 1048 W-49W- OW 
53-W at the Palmer House 
Shoe Fair 
All of these 

Wisconsin towns and villages 
by people with generations of shoe mak 
ing in their blood. These workmen také 
something ¢ xira into ca h 


the shoes — and meet the 
market them — 
51W 52W 


during the 


made in small 
_ crafted 


shoes are 


the time to put 
That something extra 15 pride 11 
in these 


shoe 
the product It 1s there because, 
it is the chief 
community 


towns, product of the 


Take this quality minded manufactut 
ing then mux if 4 ith retail 
minded thinking — and you ve got the 
hottest combination 1 the American shoe 


Dont forget Suite 1048W- 
49W-50W-S1 w-52W-5IW 


See the Mid-States’ lines 
They may be your key 


organization, 


at the Shoe Fair 
to bigger and better 
profits in 1956! 


combination that 5 
really gem rating kind of get ul 
and-go you Il apprecialt 
Y ou Ii find Mid-States 
spe jalized he ld ol 


today. Its 4 
the 


busin ss 


alesmen trained 
shoe 
merchandising not just manufacturer > 
or slick high- pres sales 
but practi al men train d in the 
successful yetail shoe 
You ll find them mor than 
. the y 
to offer mé rchandising help 


in the highly 
theorists, sur 
artists 

yealities Ol mer 
chandising 
just salesmen - are men prepared 
and advice 
to accelerat¢ the movement of thet shoes 
market 


at the Shoe 


in a competitty' 

So, when you ré 
the Palmet Hous 
tenth floos and mect the men 
and sell the brands that ar 


tomorrow - 


bait ith 


come On ul} to the 
who make 


headed fot 


ad today 


mMID-STATES SHO 
MILWAUKEE 12, WISCONSIN 


The Hovse of Crosby Savore 
ideal Shoe mig. Co 





Every so often a really hot line in casuals 
steps out and takes it all. 
Brother — in ’56 it’s Wellco... 
FOAMTREAD Summer Casuals for 
women, men and children in the most 
sensational spectrum of colorful styles 
ever offered! 48 different, buy-appealing 
styles! Every one dressy enough for 
any summer occasion...every one with the 
soft,easy comfort demanded in a casual. 
No other line of comfort-soled casuals 
can compare in variety of style and color. 
No other line can compare in fit, 
wear, washability, comfort and price! 
It’s a wrap-up, all right! 

One customer—or a million customers 


from now—you'll make a quicker sale 
when you show a pair of 


Sg 


See us at the Chicago show 
PALMER HOUSE 
1,574,582 


. 7 
> , , , 4 U.S. Patents 2,168,243, 2,484,743, 2,57 82; other pat 
Rooma 983W, 934 W, 935 ents, design patents and foreign patents pending 
©1955 w.s4 


WELLCO SHOE CORP., Waynesville, North Carolina 


In Canada, “FOAMTREAD” Casuals are manufactured exclusively by the Kaufman Rubber Co., Kitchener, Ont. 
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OUTLOOK 


When Insurance Cannot Protect 


Time runs fast and memories are short. Atlantic 
north of 


Hurricane lone made its abrupt right turn seaward 


states the Carolinas breathed easier when 
late last month. Nevertheless, those few anxious days 
served to recall vividly to the minds of everybody along 
the north and middle Atlantic seaboard the disaster and 
devastation that followed in the wake of two preceding 
hurricanes hardly more than a month before. 

There were many who did not need to be reminded, 
and not a few of them were shoe people. Stores in 
towns like Torrington and Ansonia, Connecticut, were 
filled with 
“practically a complete loss.” TV reports as well as 


water and one or two were described as 
pictures in newspapers and news magazines produced 
a graphic impression of ruin and desolation in which 
shoe stores could be plainly identified. Some towns in 
Pennsylvania suffered hardly less from flood damage, 
and shoe stores were among the business places that 
were affected. 

In few if any of these cases were the losses covered 


by insurance, because flood insurance is almost im- 
possible to obtain and if obtainable the cost is practical 
ly prohibitive. This fact was brought out in the report 
on August flood damage and its effects on the footwear 
industry published in the September 1 Recorper 
(Headlines and Footnotes, page 17.) 

Describing the plight of some retail stores in the 


flood 


Glass, of Fayber Footwear, Inc., New Britain. estimates 


area, a Connecticut shoe merchant. Bernard I. 


that the damage in that general locality must have 


run into hundreds of thousands. He told the Recorper 
Field Editor: 

“We were most fortunate in not having any damage 
in our stores. But | have seen the damage in other 
shoe stores. It is impossible to describe the havoc in 
this section. I am suffered by these 
flood 


American Red Cross and other agencies have, of course, 


sure the losses 


people were duplicated in other areas, The 
done a marvelous job in aiding the flood victims. 
However, their work is in the field of food, clothing, 


As far 


there is no agency to provide such help as is needed 


shelter and other emergency needs as | know 


by these people if they are to be able to restore their 
businesses. 


“The Federal Small Business Agency will provide 
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assistance in the form of credit and loans to these 
people, and while that is necessary and helpful, the 
primary need is cash, rather than credit, Loans are 
helpful, but of course they have to be repaid and 
within a specific time limit, It will take longer for some 
of these merchants to get back on their feet.” 

The retailer whose comments are quoted above has 
submitted to Boor AND SHOE RECORDER an interesting 
and praiseworthy proposal that should commend itself 
to the good will of a great number of our readers. “| 
“in the hope that 


am writing to you now,” he says, 


your organization may be interested in helping to 
promote a national drive among shoe people in all 
phases of the industry with the purpose of providing 
direct financial aid for these people who have suffered 
such terrible losses. 

“T am well aware of the many problems connected 
with such an undertaking, but if the interest is there 
| am sure that something worth while can be a 
complished. Perhaps it might be the beginning of a 
permanent industry-wide organization somewhat along 
the lines of the 210 Associates, but aimed at handling 
problems such as this, rather than personal hardship 


cases, 


Here is a proposal that should command the sympa 
thetic consideration of the entire shoe fraternity. It is 
a call for help in an emergency that will enlist the 
sympathy, understanding and good will of all shoe 
people. There have been other emergencies that brought 
disaster in other areas, and there will be more such 
emergencies as time goes on. Should not the shoe trade 
now consider whether it is possible to evolve a plan 
to help meet such crises and render such aid as may 
be needed and found practical? 

This suggestion has been offered in good faith by 
a retailer who has seen the effects of storm and flood 
devastation at close hand. The Recorper is glad to 
convey the message to the trade at large and to refer 
the proposal especially to those national and regional 
associations of the industry that are in the best position 
tu decide its merits and practicability, At the same time 


the Kecorper pledges its aid publicity-wise, pro 
motionally and in any other practical way in which we 


may be called upon to help 








Stepping pon 
handsomely 


Gallun’s Clyde Calf 
sets the pace 
that sells shoes 


to your prestige trade 


Voot-cradling comfort and eye-appealing appearance are 
quickly apparent when you show fine footwear fashioned from 
famed Clyde Calf. Smoothly mellow in finish 

ist a hint of grain, this superb tannage 1s created for the 
man who must always put forth an immaculate appearance 
And plump, full-bodied Clyde Calf pampers his feet 
It's flexible and highly resilient, and it resists scuffing to 


help shox s keey that “just bought” look 


When you stock and sell honest quality you invariably 


ittract a chentele from far and wide that appreciates 


finer things and is prepared to pay well for them. That's why 
it’s sound business to check the Gallun numbers in your 
orders to leading footwear manufacturers. A. Ff. Gallun and 


Sor j tion, Lanners, Milwaukee, Wisconsin 


de 


chrome tanned 


OTHER FAMOUS GALLUN TANNAGES 


NDIE CALI . ORWEGIAN CALI 
i CALS 


po Oe he 
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CHICAGO Oct.24-27 

National Shoe Fair 
Suites 706 — vos 
PALM ER HOUS 











DALLAS 
Southwestern Spring Shoe Show 
Nov. 6-9 


ADOLPHUS HOTEL 
ATLANTA Nov. 6-9 


Spring Shoe Show z: 
WENRY GRADY HOTEL 


a a aM De 
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No. 655 So Ay No. 658 Ee No. 600 
“The GATOR” ‘The SPEEDBOAT" “The SABRE” 


Black is 
Your Ace of 


Protitwise Dealers say your 
Best Bet is 








We'll Be in Suite 791 
792-793 at the 
PALMER HOUSE 




















No. 676 No. 631 Me = =—-No, 656 
“The SCORPION” “The JAGUAR” “The GATOR” 
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WMEND 
Oct SH 


y, MAGALINE . 


SEE THE ROYAL CADET LINE AT 


ROOM itera: ' THE PALMER HOUSE 
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Calfskin — candidate for promotion 


Candidates for promotion are usually chosen for outstanding 
performance and smart appearance, And chances are they 
rely on outstanding calfskin shoe comfort and smart good looks 
to help them feel better appear better every day, all day. 

Calfskin is an ideal “candidate” for promotion with your 
customers, It combines the best in shoe leather subtle supple 
soltnes long-lasting ruggedness texture that glows with a 
luxurious mellow look as it ages, that feels forever friendlier 
with wear 

Lawrence's Polo Calf®, Saxon, Tweed and Braemore 
calfskins build better shoes and a better customer follow 


ing. That's why they will build better profits for you 700 cAepsey 


A. i LAWR E NC E LE ATH E R CcoO., Peabody, Mass. 
c-ndiabii ae kee almaiiekis’ —T Howard & Foster in lustrous A. C. Lawrence A-17 Char- 
; coal Grey Polo Calf® ...as featured at the F squire 
Magazine Fashion Forum. It is a plain toe, three hole 
blucher tie, hand-lasted in the modern low-ankle pattern 
for distinguished custom comfort. 
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Ra To Retail $10.95 to $17.95 


The ONE and ONLY Weather-Sealed Shoes! 


Customers demand wet-weather foot comfort and only ETONIC has it! For soles 
ams all ETONIC All-Weather Shoes are vulcanized by a special p ‘ 
uard against moisture seepaye up through the sole 
Only ETONIC gives maximum comfort and support, maximum protection 

"t now, sleet or slush No wonder custome) 


ETONIC by name buy ETONIC again and again! 


@ ETONIG STRAT-O-JETS 
’ “———- 
a BPs ia, 
STURDY SUPPORT city selected lathe 
re oe eal a ES A. EATON CO., BROCKTON, MASS 
mass “eae connie LLULU—“‘“ S'S iw iinet Ghee 4 876 


SEE US AT THE PALMER HOUSE, CHICAGO, ROOM 704 
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_ WORLD OF FRESH, —_ COLORS FOR THE 


@ SUPER SOFT 
@ SUPER LIGHT 
@ SUPER FLEXIBLE 
@ SUPER TOUGH 





_— 















... and it’s 


Wonderful! 





LET WINTER WINDS BLOW .. . these new, new, new Pfeiffers will warm your 
heart with their profit prospects for Spring and Summer! Slippers and casuals 
so delightfully feminine they’re simply irresistible. And Pfeiffer dealers know 
that Pfeiffer originality, Pfeiffer workmanship, build business that grows and 
grows! Season after season, Pfeiffers are tops in popularity. See all the very 


newest in Rooms 910-942, Palmer House, at Chicago. 


NATIONALLY ADVERTISED in CHARM and GLAMOUR 


Worcester 8, 






at the PALMER HOUSE Massachusetts 
ROOMS 910-942 See the Pfeiffer’s Holiday Slippers 
NATIONAL SHOE SHOW In-Stock for Immediate Delivery 





















Headlines and kootnotes 


Important Trade News and Trends of the Fortnight 


fs Reported by RECORDER Correspondents 





Sound Credit Conditions: Fewer Failures 


Delinquencies on Installment Indebtedness Running Lower than for 


Several Years Past, While Number of Retail Failures Is 


Tue National Foundation for Consumer Credit re 
ports that outstanding instalment credit is in sounder 
condition now than at any time since the end of World 
War Il. 

Delinquencies are running at a lower rate than they 
have for several years, the Foundation adds. 

“It is untrue that retailers and financial institutions 
generally are dealing with fringe and unsound credit 
risks,” “Credit 


loans are more closely watched and credit more care 


declares the Foundation. sales and 
fully checked than ever before. 

“Hardship cases are at a lower percentage than at 
any time since World War II, because never 
has employment been as stable and pay as high as 
today.” 

Referring to the $32 billion total of all consumer 
debt, the group noted that disposable income of indi 
viduals is than $26] 
only $70 billion in 1939, 

“Millions of 


customed to using their credit in family budgeting,” 


more billion annually, against 


families only now are becoming ac 


the report adds. “Consumer debt totals are destined to 
rise as this trend continues.” 
* i * 


The Federal Board says that the nation’s 


department stores in July did 19 per cent more instal 


Reser ve 


ment business than during the like month of 1954. 
Total sales ran 5 per cent higher, while charge sales 
increased 4 per cent, according to the report. 
The Cleveland Federal Reserve District showed the 
increase 


biggest climb in instalment volume with an 


of 33 per cent over last year. 


Instalment sales rose 15 per cent in the New 
District. 


Federal Reserve 


Fewer Failures So Far in °55 


Tue number of retail failures in the United 


for the first seven months of 1955 dropped to 3,240 


States 


from 3,317 casualties in the same period last year. A 


October 15, 1955 


before 
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A New Recorder Feature 


Hi NDREDs of the nation’s shoe retailers have 


monthly Panel or “forum” 
high 


importance to all shoemen. 
selected list 


agreed to serve on a 


dealing with topics of current interest and 


These retailers consist 
of a carefully They represent small, 
medium and large volume operations; stores in big 
men’s women’s, children’s 


cities and small towns 


and family shoe stores: shoe chain stores, depart- 
ment stores, and independent shoe stores; and stores 
from every part of the country. In short, the Panel 
comprises an excellent cross-section of retail shoe 
business in America. 

Watch for the first Shoe Retailers Panel report 
November 1 the Boor AND SHOE 


thereafter. 


in the issue ot 


Recorper—and each month 





by Dun & Bradstreet, Ine shows that the ag 


gvregate of all business failures eased off to 6,487 


Survey 
from 


last year’s 6,634 


In terms of dollars, the liabilities of this year’s retail 
at $70.3 million, off sharply from the 


liabilities 1954 


failures stand 


$91.5 million in incurred by the 


casualties 
he survey also notes that among retailers the highest 
infants’ and 


this 


failure rate during 1954 was marked by 
children’s wear stores. The failure rate for 


106 for 10,000 stores. 


group 
was each 

Shoe stores displayed a failure rate last year of 55 
per each 10,000 stores, The rate of casualties among 


Back in 1940 


10.000 


shoe stores in 1953 was 46 per 10,000, 
the casualty rate for the group was 143 per 
according to Dun & Bradstreet 

In 1954, California reported the largest failure rate 
145.4 for 10,000 cor 
cerns, In second place was Nevada with a rate of 126.5 
followed by New York with 


ol any state; its rate was every 


103.5 








During the first six months of 1955, New York City 
led in number of failures with 1,091, the survey re- 
ports. Los Angeles came second with 192, while Chicago 
was third highest with 149. 

The average failure rate last year across the nation 
was 42 insolvencies for every 10,000 concerns. This 
stands as the highest casualty ratio since 1942 when 
the failure rate was 45 per every 10,000. 


Changed Relation between Prices 
Of Raw Stock and Shoes 
Tue National Shoe Manufacturers Association, Inc., 


notes in its news bulletin to members that the close 
correlation between the movement of hide prices and 
shoe prices that was once evident does not now hold 
true, 

“Hide and skin price levels are still an important 
factor to be considered in the pricing of shoes,” the 


Association states, “but they don’t hold the supreme 
spot that they once held.’ 

Pointing out that pre-World War II shoes were made 
primarily of leather, the bulletin says the introduction 
of synthetics in the past decade has tended to have “a 
stabilizing effect on the hide and skin markets. 

“Another very important factor in the price of shoes 
is labor and overhead costs,” the bulletin adds. “For 
example, in 1942 the average hourly wage paid to shoe 
workers was 65.6 cents. In 1954 the average wage was 
$1.33 per 

“This 


change in production technology has increased the 


hour—a 100 per cent increase. 


increase in wages without any significant 
labor cost per pair of shoes. In addition to these labor 
cost increases, the $1.00 minimum wage next year will 
be reflected in still higher labor costs for shoes. Over- 
head costs have also continued to rise.”’ 


Delivery Disappointments Must Be 
Factor in Realistic Buying 


Tue president of Independent Retailers Syndicate, 
Inc., says that the number of special price promotions 
scheduled by retail merchants will increase sharply in 
October and November. 

Cohn that 


displaying greater interest in dressier merchandise. 


Bernard G. also notes consumers are 

Looking ahead to favorable retail prospects this 
autumn, he says that “it is timely to invest in more 
planning and more activity in building fashion ac- 
cept ance.” 

However, Mr. Cohn points out: “For the first time 
in many months, store business has been hurt by bad 
both better 


Initial fall buying included little cushion for delivery 


deliveries—in and volume price lines. 
disappointments . 

“In medium and low end price lines, too many stores 
do not make purchasing allowances for continued 


delivery disappointments, Stores expect good business, 


but are not buying realistically. They are not taking 
into account the strong likelihood of continued poor 
delivery during the next 60 days.” 


* * * 


Mail Order Houses Plan 
Extensive Expansion Programs 


SEARS, Roebuck & Co. announces plans to spend $56 
million in 1956, mainly on the expansion and improve- 
ment of its retail stores. 

This will bring Sears’ total outlays on retail con 
struction since the end of World War II to $400 
million, 

Included in the expansion are seven new stores at 
the following locations: Nashville, Tenn.; New Orleans; 
Detroit; Washington; Rockford, Ill, and 


Fresno, Calif. 


Baltimore; 


Montgomery Ward & Co., the nation’s second largest 
mail order house, announces plans to open about 100 
new catalog buying offices before the end of 1956. 

Ward currently has 267 mail order outlets. 

Management also said it plans to improve the chain’s 
retail stores and is looking into real estate sites for 
possible new stores. 

The nation’s major mail order firms sell at a markup 
averaging 35 per cent, yet pre-tax profits range from 
4 to 10 per cent, according to George W. Cullinan, 
vice-president of Aldens, Inc. 

Department stores, he added, have a markup of 38 
to 42 per cent and pre-tax earnings of 3 to 6 per cent 

Mr. Cullinan told the annual convention of the Direct 
Mail Advertising Association: “The time lapse between 
the customer’s placing the order and his receipt of 
the merchandise should be reduced to a week or less. 

“Two weeks is too long. Three weeks or more is 
impossible.” 

Meanwhile, department store sales for the week ended 
Sept. 10 rose 11 per cent above the year-earlier volume, 
Government reports show. 

The Philadelphia 
Districts tied for first 


Federal 
the 


and_ Boston Reserve 


gainers, each 


last 


spot among 


increasing sales volume 22 per cent over year. 


Every Federal Reserve district displayed an increase 
1954 sales. 


For the four-week period ended Sept. 10, 


over 
nation- 
wide sales of department stores rose 9 per cent over 
last year. 


Summer Inventories Down 


Reva inventories dipped slightly during July, the 
Commerce Department announces. They declined to 
$22.7 billion from June’s $22.8 billion. 

A year 
$21.8 billion. 


All manufacturing and trade inventories came to 


ago, the nation’s retail inventories totaled 


$78.3 billion in July, equalling the June figure. This 
total compared with $76.8 billion a year earlier. 
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ales Trends and Trade Outlook 


Sales Increase for Shoe Chains, 
Mail Order and Department Stores 


S ALES by five shoe companies showed a composite 
gain in August of 8.2 per cent over the similar month 
in 1954, according to a survey by “The New York 
Times.” 
totaled 

hy 


The five firms, whose August sales 
Bros., Melville Shoe, 
Shoe Corp. of America and Kinney Shoe. 


million, are Edison 


Sears, Roebuck & Co. report record-breaking sales 
both for the month of August and for the 7-month 
period ended Aug. 31. 

August sales climbed to $293 million, or 17.4 pe 
cent above year-ago figures. 

The 7-month total of $1.866 billion rose 
cent over the like period of 1954. 


7 * . 


LZ. ) pe 


J. C. Penney Co. reports a 9.5 per cent gain in sales 
during the first 8 months of 1955 over the similar 
period of last year. Volume for the period rose to 
$682.9 million from $623.5 million. 

In August, sales registered a 13.9 per cent gain over 
last year, climbing to $102.1 million from $89.7 million 

At the same time, the number of Penney stores rose 
to 1.655 from last 1,639, 


. * . 


year s 


The nation’s biggest department store group, Allied 


Stores Corp., announces record sales for its second 


quarter, which ended July 31. Allied has 77 units. 


Sales for the three-month period totaled $126.7 


million for a 6.9 per cent gain over the similar 1954 


quarter, 


karnings rose to nearly $1.7 million from $1.3 


million a year earlier. 


City Stores Co. reports its sales for the 52-week 


period ended July 30, 1955. established a new peak 


Sales rose to $246.5 million for a 6 per cent increase 
over the previous year. 

totaled $5.9 
P . . , e227 
against the preceding year’s $3.7 


a * * 


Karnings for the 52 weeks million, 


million. 


The volume of wholesaler sales in July amounted to 
$9.650 billion, compared with $10.1 billion in June, 
reports the Commerce Department. 

However, the July total exceeds the $9.5 billion 
figure for the same 1954 month. 

Durable-goods sales in the wholesale category during 
July ran 2 per cent higher than the previous month, on 
a seasonally-adjusted basis, department officials note 


Substantial gains were posted by electric appliance and 
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home furnishings sales during this Summer month. 


Inventories for all wholesalers at the end of July 


stood at $11.640 billion, against $11.5 billion a year 
earlier. 


Firms to Increase Outlays 
For Plant and Equipment 


Retail trade and wholesale firms expect their outlays 
lor plant and equipment this year to run almost 15 pet 
cent ahead of 1954, businessmen report to the Com 
merce Department and the Securities and [xchange 
Commission. 

Meanwhile, 


industrial facilities are scheduled to reach a new peak 


total expenditures on business and 


during the fourth quarter of 1955. Outlays will hit an 


annual rate of $29.7 billion, after allowance for sea 


sonal factors. The previous high rate was $28. 


§ billion 
reached in the third quarter of 1953 


1956 for both business and 
Arthur O 


Financial Corp. 


An excellent year in 


consumers is forecast by Dietz, president 
iG } s. 
He cites 


record expenditures for plant and equipment by dur 


growing outlays for highway building, 


able goods industries and other favorable factors 
Mr. Dietz says that the repayment record of con 
umer credit users has been outstanding 


“American consumers,” he notes, “have for many 


years demonstrated their ability to use credit widely 


and conscientiously, but during the current year they 
are making the best record of all time.’ 


\ group of 26 top business executives predict that 
by the year 1975 the work week will drop to 34.5 hous 
from the present 40.5 hours 

The executives also forecast a 25 per cent boost in 
wages over the next two decades and an increase in the 
employment total from 65 million to 85 million 

The predictions were assembled by Hugh W Long 
& Co., investment company underwriters 


Bb. Earl Puckett, chairman of Allied 


expects the physical quantity of production to at least 


Stores 


Corp 


double its current levels. 


The businessmen look for a population total of 213 
million by 1975, compared to the current 162 million 


in circulation climbed by $84 mil 


Sept 14, 


The total money 


lion in the week ended according to the 
Federal Reserve Board 
During the past year, money in circulation——which 


posted a gain of $447 


million, Government statistics show 


now amounts to $30.5 billion 











L. S. Rubber Executive Predicts 
New Record for Industry 


Tue nation’s rubber industry, whose products range 


from shoe soles and heels to sofa cushions, will set a 
new record of at least $5.250 billion in sales this year, 
predicts a leading executive. 

EB. A 


Co., says that certain 


Luxenberger, vice president of U. S. Rubber 


items will show a sales gain as 
high as 20 per cent over last year. The present sales 
record of $5 billion was set in 1953. 

Mr. Luxenberger, who is general manager of his 
company's Footwear and General Products Division, 
predicts that consumption of new rubber this year will 
run almost 1.5 million long tons, or 11 per cent more 
than in 1953 

A new five-year contract covering pensions, insurance 
and severance pay has been signed by United States 
Rubber Co. and the United Rubber, Cork, Linoleum 
and Plastic Workers of America, CIO. 


which covers 33,000 of the company’s employes in 19 


The contract, 


plants, is effective August 1 and is openable after three 
years, 
The 


which makes employes eligible for a pension after 15 


contract includes an improved pension plan 


years of service instead of after 20 years as formerly 
Che minimum pension, which had been $125 a month 
including social security, is now figured at the rate of 
$1.80 per month for each year of service up to 30 years 
at age 65, exclusive of social security benefits. Normal 
monthly pension payment will still be figured at the 
rate of 1 per cent of the average salary for the highest 
10 consecutive years of service, multiplied by total 
years of service 

Minimum pension for disabled employes is increase: 
from $60 to $80, with the added provision that at 
age 65 it will be converted to a normal pension. 

Group life insurance paid for by the company is 
increased from $3,000 to $4,500 under the new con 
tract. A $4,500 accidental death and dismemberment 
insurance policy, paid for by the company, is added 
under the new contract. 

The new contract also provides for an improved 
hospital, medical and surgical insurance plan. This 
plan covers full payment without limit for miscellane 
ous hospital service, free ambulance service, free 
diagnostic X-rays and laboratory tests and X-ray and 
radium therapy. 

Numerous other minor improvements in pension 
severance pay, life insurance and health insurance are 
ilso covered by the new contract. 

The following plants are covered by the contract 
four tire plants located in Detroit, Mich.; Chicopee 
Falls, Mass.; Eau Claire, Wis., and Los Angeles, Calif 
four footwear Milan, Tenn.; Mishawaka 
Ind.; Naugatuck, Conn., and Woonsocket, R. I.; three 
plants manufacturing industrial rubber products in 


Fort Wayne, Ind.; Philadelphia, Pa., and Passaic, 


plants in 


30 


N. J.; a chemical plant and a synthetic rubber plant in 
Naugatuck, Conn.; a tube plant in Indianapolis, Ind. ; 
a wire plant in Bristol, R. [.; a plant manufacturing 
golf balls and Lastex yarn in Providence, R. I.; a rain- 
wear plant in Washington, Ind.; a plastics plant in 
Chicago, Ill, and a latex storage plant in North Ber- 


on, N. J 


oe 
r 
* * * 


Retail Participation Needed 
In Civie Community Activities 


Retail 


extending 


have responsibilities 


thei 


merchants of today 


beyond the confines of own stores 


greater among communities, 


Dickinsor 


State 


because of 
kdward 7 
of New York 

The “mobility” of the 


suburban 


competition 


Commerce Commissione! 


says 


dollar, togethe 


heightened the 


consume! 


with trends, he notes, “has 


competition which the merchant must meet-—-not only 
from next door, but also from the next town and from 
metropolitan areas 50 miles away.” 

Retailers are forming a closer relationship with the 
affairs, the Commissioner told the 


New York State 


This affinity, he 


community In civic 


meeting of the Council of 


Merchants 


annual 
Retail 


heavy share of responsibility for sparking 


adds, “carries a 


civic move 


ments of all types 


Credit Restrictions May Induce 
Moderate Trade Decline 

A LET-UP in the record rate of business activity is 
forecast by Dr. Marcus Nadler, New York 


ec onomist 


University 


Credit restrictions will be a ke¥ factor in the moderate 
decline which business faces, he told a meeting sponso! 
ed by the New York State Bankers 


\s indications of the economic let-up, he pointed to 


\ssociation. 


the declining rate of housing starts, the accumulation 
of business inventories and the improbability of pres- 
f auto production continuing indefi- 


ent high rates 


nitely 


A STUDY by Harvard 


apparel and accessories account for the biggest single 


Business School shows that 


share of sales volume in limited-price variety chain 


stores, 


This category rang up 32.1 per cent of all dollar sales 


last vear, against 32.2 1953 and only 28.5 


per eent in L940 


per cent in 


In second place last year came dry goods and do- 


mestics with 10.5 per cent of all sales. 


° * * 
The Commerce Department says that retail sales in 
the apparel field totaled $6.326 billion in the first eight 
1955. This 


$6,023 billion in sales posted in the same 


months of represents a 5 per cent gain 


over the 
period of last year 
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Leacthet tt bat... 


FOR BUSY LITTLE SHOES 


Long experience tells us that leather, by 


nature is firm yet ictive youn 


feet co Mo pand normally 


At the same time, leather 


pliant supy young bones require 


Thats why mochers who the best tor then 


Children preter all-leather footwear like these fla 


fords tashione 


seam Walk-In moccasin o» 


ot Rueping s full grain KIN KIN Samples of 


this po} ular leather at your request 


SHOES: By WALKIN SHOE CO. 

SCHUYLKILL HAVEN, PA. Style No. 4914 

LEATHER: Rueping’s Kin Kin Mid Brown Che Iimcat Juvenile 
Sal H 
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Insoles after shoes were worn |0 month by “ 
factory worker. Unretouched photograph 


shows Poron insole (top) as goo as new 
Hardening and cracking of the other insole is 
evident. With Poron roughness and distortior 
that cause foot discomfort are avoided. socks 


are tree of stains 





AND DRYING 


10 YEARS 
















Poron is a new, modern insole material, the result of long search 
and development. It provides all the qualities of nature’s 
traditional materials plus improvements 

Poron for insoles is a superior material that is far more pliable, 
more absorbent, more durable The insole is the foundation 
of both the shoe’s structure and the wearer’s foot comfort 


Poron makes a better insole and better shoes. 


PORON STAYS SMOOTH 


Even after months of wear, Poron insoles remain as good a 
new. They will not crack, dry out, stiffen, or lose their shape 
Because of Poron, shoes hold their original shape better. 



















THOROUGHLY TESTED 
More than 250,000 pairs of shoes have already been made with 
Poron. Wearing qualities, effect on foot comfort, and High al rate 


adaptability to shoe manufacture have all been carefully studied Vor 


PORON IS FLEXIBLE ee 
Not only do shoes made with Poron insoles give improved wear, 
comfort, and appearance, but they are more flexible, another 
valuable selling feature. 


Lower shoe of this pair 
was made with Poron. 
Observe the improved 
shape and reduced wrin- 
kling of the upper in this 
shoe, Toe curl was elimi- 
nated. Shoes worn ap- 
proximately 9 months, 


FREE 


Ask about merchandising tags for consumer 
identity and United's complete package pro 
motion to help both manufacturer and re 
tailer sell more shoe 





UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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a style...a color...for every type shoe 


Casual shoes, once limited primarily to summer wear, have become big business the 
year ‘round . . . because they fill a growing demand for 
distinctive, colortul styling and relaxing comfort. Rajah soles and 
heels are perfectly in tune with this profitable trend. Available 
in a rainbow of fashion-cued colors for men’s, women’s, boys 
and girls’ casuals—-they enhance every style . . . add new comfort . 
wear longer. Shown above are foam, composition and nuclear soles in 
just five of the many Rajah colors, There’s a Rajah sole that’s just right 


for your new casual style. Write us today! 


Kajah ¥aig SOLES 


ALFRED HALE RUBBER COMPANY 
Division of Gro-Cord Rubber Co. 
LIMA, OHIO 
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the road to good grooming... 


and more sales...leads to 


BATES — 


BATES SHOE COMPANY, 
WEBSTER, MASS. 


Manufacturers of Bates Originals, 
Phi Bates and the new J.V.’s for boys 
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as [3 AT [: S creates 
“the finishing touch” 


the footwear that completes a smart outfit 





YOU ARE CORDIALLY INVITED TO VIEW 
“the finishing touch” 


AT THE NATIONAL SHOE SHOW IN CHICAGO 
WE ARE LOOKING FORWARD TO SEEING YOU 


AT ROOM 701, PALMER HOUSE 














PRIVATE DINING ROOM 17, Club Floor 


Palmer House 
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Consistently 
NATIONALLY 
ADVERTISED 





WOHL SHOE COMPANY 
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ROOMS 928W, 929W, 


THIS t, ‘apes Palmer House 
WANG 
_ PLEASE 
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Natural Reise 




















SAINT LOUIS, MISSOURI « A Division of Brown Shoe Company 
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Whatever ONCO wants. 
ONCO gets! 


... from SOLKA 


HiCH is to say, whatever qualities you want in 
your ONCO Innersoles, Solka Fibres provide 
them. 


“Solka” is a world-famous trade name for Brown 
Company’s line of cellulose fibres. Over 28 years of 
scientific research have gone into the development 
of these fibres, enabling us to blend them in just the 
right way for ONCO Innersoles. 


Here is the perfect balance of qualities that results: 
@ Flexibility 


@ Comfort Depth 
@ Transverse Rigidity 


@ Strength 
@ Uniformity 
@ Breathe-Ability 


Brown Company alone makes the unique pulps 
that meet exacting insole requirements, Thus, your 


38 


ONCO Insoles are one-company controlled—from tree 
to scientifically formed fibres to finished product. 


For nearly three decades, manufacturers, retailers, 
and buyers have been getting exactly what they want 

with ONcCO—in well over 2 billion shoes! Specify 
ONCO for your shoes! For samples and information, 
write Dept.CA10, 
our Boston office. 
Brown Company, 
New 
Hampshire. Gen- 
eral Sales Office: 
150 Causeway 
Street, Boston 14, 
Massachusetts. 


Berlin, 
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See Vul-Cork’s complete line 

at the National Shoe Fair 

Room 605, Hotel Morrison, Chicago, Ill. 
Oct. 24 — Oct. 27, 1955 


VUL-CORK 


VUL-CORK MICRO-CELL CUSHION NEOPRENE SOLE 


Extremely light weight —40% Doubly insulated air-cell 
ighter than ordinary neoprene structure 


soft and resilient — with 
hardness sufficient for good 
titching 


esists oil, greases, caustics 


eee e Will not absorb oil, water or 
Flexible foreign matter 
Slip resistant 

Non-marking 
Gripping surface of hundred 


f tiny vacuum cups Rugged wearability 


‘new plus value 


that builds 


repeat sales... 


FLL CUSHION NEOPRENE 


Here’s what it is — a completely new, extremely 
light weight soling material consisting of a 
honeycomb structure of thousands of minute, 
totally sealed, nitrogen-filled neoprene cells. This 
new material is, on the average, 40% lighter than 
conventional neoprene composition soling material 
These properties build repeat sales —~ first of all, 
cushioned pneumatic comfort provided by the 
gas-filled cellular structure. This same closed cell 
structure makes it non-absorbent to liquids, 
moisture or foreign matter. The actual walking 
surface is made up of hundreds of split cells 

tiny vacuum cups on any surface. At the same 
time, this pneumatic closed cell structure forms 
an unequalled moisture-vapor, heat-cold, 


insulating barrier. 


This new soling material, a product of the 
originators of the cork and rubber sole material for 
the industry, establishes a completely new standard 
in terms of performance, ease of fabrication, 
wearability, insulation, slip-resistance and 
resistance to caustics, acids, greases and oils 


It will be found on the finest shoes in the lines 


of the leading manufacturers 


VUL-CORK MICRO-CELL CUSHION NEOPRENE 
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TINGLEY has 4 great new 
profit makers for you! 


2. Children’s 
Boots 


FOUR SIZES 
FIT ALL SHOES FROM 
5 to 13 


1. Children’s 
Rubbers 


FOUR SIZES 
FIT ALL SHOES FROM 
6A to 124 


You can cut your stock in half at least with 
these children’s boots, not dipped products 
but quality boots with lefts and rights that 
really fit and “stand up” 


A tough stretchable molded rubber that is 
feather-light, has no fabric lining to get wet, 
is washable inside and out — with more profit 
for you 
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4. Hi-Top 
Work 
Rubbers 


FOUR SIZES 
FIT ALL MENS SHOES 
6 to 13 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


3. Youth's 
Boots 


THREE SIZES 
FIT ALL SHOES FROM 
12 t0 5 


Especially made for broad heavy shoes includ- 
ing safety shoes. Molded in one piece rugged 
but light, available in rubber or Dupont 
Neoprene to resist grease, oil, fats, chemicals, 
solvents, acids, etc. 


Compression molded like all Tingley Footwear 
at a pressure of 2,000 lbs. per square inch, 
rugged and dependable yet light in weight, 
unlined can be quickly washed inside and out. 
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See how the Tingley 
principle of few sizes and 
universal fit can simplify stock keeping 
and make more money for you. Send 
for your free copy of this 


brand new Tingley catalog today. 


Tingley Rubber Corporation 
903 Ross Street, Rahway, N. J. 


Please send me the new Tingley catalog and 
the name of my nearest distributor. 


TINGLEY 


RUBBER CORPORATION City 














See the entire Tingley line at Booth 39, Palmer House, National Shoe Show, October 24th to 27th 
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YORKTOWN 
delivers 


maximum selling power... 


it counts! 


These 5 GREAT IN-STOCK LINES by Gardiner Shoe Co., Inc. pro- 


vide all the styles, types and features a shoe merchant needs to 
dominate the $9.95-$12.95 men's and boys’ shoe business in his 
locality. Each line has been built to outvalue — outstyle — outsell 
competition delivering maximum selling power where it 
counts most... 


speed and dependability turns rapid turnover into profits. 


advertised in 


LIFE and ESQUIRE 


October 15, 1955 


at the fitting stool. An in-stock service of proven 


— SS SI aOR | SS 


Yorktown | 
AJ FET RSD sms 


The standard of value in air- 
cushion, shock-absorber shoes, To 
retail at $10.95 -$11.95 


America’s dominant values in the 
volume selling $9.95-$12.95 
field 


Big repeaters with built-in sponge 
rubber, leather covered insoles. To 
retail at $11.95-$12.95. 


Made in a men’s fine shoe factory 
with extra value, extra style. To 
retail at $7.95 and $8.95. 


Finest hand-sewn true mocs in 
their price range. To retail at 
$10.95-$12.95. 


See them all at 
The National Shoe Fair 
ROOM 801 « OCT. 23-27 
PALMER HOUSE 
CHICAGO 


GARDINER SHOE CO., INC. 


MAIN OFFICE, FACTORY AND IN-STOCK DEPT 


GARDINER, MAINE 


NEW YORK SALES OFFICE 
Marbridge Bidg., 47 W. 34th St 

FAR WESTERN DISTRIBUTORS 
Soinit Shoe Co Los Angeles 
Buckingham & Hecht, San Francisco 





SCC 
Our 
NOW 


spring, 
fashions?” 





Florsheim 


shoes 
for women 








OV SMOIM 


CORDIALLY INVITES YOU 
1 OUR 


SHOWING 


FLORSHEIM MEN’S STYLES 


FOR SPRING AND SUMMER 1956 


ALL DURING THE SHOE FAIR 


ROOM 754 * PALMER HOUSE 


f warm welcome 
awaits all guests 


of the Shoe katr 


at the home offices of The Florsheim Shoe Company... 


corner of Canal, Adams and Clinton Streets 


THE FLORSHEIM SHOE COMPANY + Chicago 6 + makers of fine shoes for men and women 


October 15, 1955 43 





Siena. \Veu squared-off toe and heel. 5 color 


Bolero. /uilored with 


: Orlando. Strau effect fabric. 6 colors 
little girl heel. 7 colors 


Taranto. Gleaming with 
metallic leaves. 5 colors 

s 

- - 


¢, o 


be waiting for the. tes 


* 


rte st 


‘s 


“r customers Will 


Sun-Steps are made only by 


B.F.Goodrich and Hood Rubber Co. 


@ atertown, Mass 
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Ontinent] : |oucO”™” 


° A . ‘i 
- ” a 


“Continental Touches” wil! be big news in 56—not just in 
shoes, but in every phase of fashion. For women want the 

smartness, the excitement, the fashion-rightness of “the continent’ — 

coupled with the sort of American workmanship, American quality, 


(merican pricing, they get in Sun Steps. 


Sun-Steps are dramatizing this entire story for your customers— 
with a big advertising, big promotional program. Be sure to see, 
stock and promote the Sun-Steps line! 


a 


Paisan. /he 7 -shirt shoe 
For mother and daughter. 5 colors 


2 080 oF these, Sy Steps 


x\n\ 


A 
‘eS 
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vives you the lobe 


(nag 


Over 12,000 Huskies merchants are building 
more TRAFFIC... more VOLUME... more PROFITS! 





For the “look’’ you're sure to like this Spring, 
see Huskies at the National Shoe Fair... 


HOTEL MORRISON +- ROOMS 522-524-526 


OPEN HOUSE + SUNDAY, OCT. 23 + 1 P.M. 
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“America’s “ 
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HUSSCO SHOE CO., 1328 BROADWAY, NEW YORK 1, N. Y. 


Factories: Honesdale, Pa. * in Canada: Canada West Shoe Co., Winnipeg 
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Don’t bother to knock... 
step right 
get the selling facts 


ahout te SHOES 
pacing the style field! 





The FRATELLO 
The CASINO 
The MADISON 
The TOLEDO 
The BLUE CHIP 
WILLOW WEAVE 
MIAMI TIES 





famous PRO-SHU 


s Finer Shoes Since 1888 


BROCKTON, MASSACHUSETTS 


NATIONAL SHOE FAIR 


Room 740 
PALMER HOUSE, CHICAGO 
October 23rd through 26th 





To HEIGHTEN your sales 
... BRIGHTEN your soles! 


Now... style your shoe line in color, from the 
ground up! With Cat’s Paw’s stunning, style-wise 
array of colorful soles, your dress, sport and leisure 
shoes will catch the consumers’ eyes and dollars 
as never before. This fashion appeal is an added 
attraction .. . over and above the exceptional com- 
fort and wearing qualities of the soles themselves, 
not to mention the universally recognized Cat's Paw 
name. Write for samples and full details . . . today! 
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Tealbaiiuiiah the CaV BED Style ars / 


“CAMPUS MISS” 
b WILLITS 


| 
4 ‘ . 
| or the past three years, our Campus Misses have 


been the rage of school and college campuses the 





country over... and have been setting sales rec- 
ords for the fortunate Willits retailers who are “i 

. ’ . . Th <p i 
selling them. They've grown so popular, that for WHITE ZEPHYR BUCK 
: Natural Cushion—Crepe Sole 


ee No. 9984 AAA....44%4t010 — AA....4t0 10 
every combination of leather and colors and sole ABC....3%4 to 10 


1956 we're stocking them eight ways in practically 


treatments you could imagine. They're year ‘round WHITE ZEPHYR BUCK 


RED Cushion Crepe Sole 
ready with them for the holidays and watch them No. 9987 Sizes as Above 


favorites, toothey know no off-season. So, be 


sell the whole year through! See them “in per- No. 123—Child’s 
: B to F 81, to 12 








son” at the Fair! 


Unexcelled Value in Genuine Goodyear Welts 








In-Stock for Immediate Delivery 








B Cc ‘ ELO SUEDE Red Fann “<ul Sole 
LACK VELOL KS EDE No. 100 AAA... 14 to 10 AA. tto 10 
Black Cushion—Crepe Sole ABC... .3% to 10 


No. 120 AA t to 10 ABC 31% to 10 (Detachable Tongues available at 20¢ per pair) 
BLUE VELOUR SUEDE BROWN 


Blue Cushion—Crepe Sole No. 101 Sizes as Above, Brown Sole 
No, 121 AA tto 10 ARC tI, to 10 


No. 121 Bto E 12% to 3 GINGER 


(Detachable Tongues available at 20¢ per pair) No. 113 Sizes as Above, Natural Sole 
GREY VELOUR SUEDE 


Grey Cashlon-—Crepe Sole ROOM 875 | = 


<= 


Ne ABC Bigto 0 PALMER HOUSE hh, So IG 
No. 134 B to E....12%4 to 3 NATIONAL SHOE FAIR is 


PG 
WILLITS sHor company'\—— 
HALIFAX PENNSYLVANIA {riiiirs 
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How to Increase Miller Shoe Tree Sales 








Send for this 










\ 
. e Mins * \ 
Sales Builder Kit _ 


How to Use Your Miller 
Ad Mat “Drop-ins” 















we nascent 





u 
_. will help yo 
reap more protiis 























bs hove 
4 materials in thie eaten #” ° 
dees ond mare Hi 
The seleng a to help row help ong 
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been offer more sore profs toch nom — New seen ent to you trom Wena 10 0 
shoe Wee sole! sethng door ler trees wil be ¥ ile oF 
—- am wove sates help toned miller Tre tbdes 1 as your We m 
to provide you * Keep ths tol sa 
ene « ond & 
4 salting tool - Jd to order f 
aa tufly planned to bring monnny tans what ond 4 
White oft marerial has been “Ore edepton wil be necenery miller trees © > | 
os where Tree 
share will be instore tne dees ond { Malle uLeR m 
rows ooh over a.” 
avon ¥ o. ° " 
type 0 Year 
to location, wie ost y Youll hind © Trees for More Than '0 m 
plans tor your show "ee wert on herver Fine Shoe and Boo w 
tat con re rv ed 





Contains the most complete Miller shoe trees help your customers get better 












set of merchandising aids ever developed to pro- service from the shoes you sell. You'll find the 
mote shoe trees! Customer folders explaining the Miller line is a good one to handle because we're 
importance of shoe care .. . suggested ad copy... out to prove to you that ‘Money Grows on Miller 
illustrations of 66 ad mat drop-ins ... point of sale Trees.’ 

material .. . and tips on how to sell more shoe trees Send the coupon today and start building more 
just briefly indicate how many ideas are Miller tree business right away! 






contained in this new merchandising kit. 






0. A. MILLER COMPANY 


4 
Miller PLYMOUTH, NEW HAMPSHIRE 


Gentlemen: Please send prices and your catalog “Money 
Grows on Miller Trees.’ 


0. A. Miller Company News 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 







Store 






Street 


J sre ““Millertone”’ the new glamour finish City Zone State 
fi 


for trees at the Shoe Fair booths No. 84B-85 


















06 patterns in 


STYLE LEATHERS by 
NORTHWESTERN 


EXCLUSIVELY TANNED FOR 
MELLOWNESS ano COMFORTABLE LIGHTNESS 


HIKER is the fine quality crushed grain leather currently popular with 
many leading manufacturers. Hiker’s mellow, flexible character makes 
it easily adaptable for use in ALL footwear. 


BORDEAUxX is an exclusively tanned, high grade box board grain for 
men’s dress and casual wear styles. Bordeaux has that aniline "Forward 
Look’ you'll want in your '56 patterns. Bordeaux was especially made 
with your requirements in mind... mellow, comfortable, exception 
ally uniform. 


Yes, two leathers that really “topped them all” for buyer interest at the Spring Showing of 
American Leathers. Premier products of the SOO tanneries HIKER and BORDEAUX, in all 
popular colors, fully subscribe to Northwestern's customary high standards of extreme 
UNIFORMITY. Make NORTHWESTERN your choice for ‘56. 


NORTHWESTERN LEATHER COMPANY 


AA 
MAA 





—SlaQork 


A NEW MELLOW SIDE LEATHER =: & 


for the young un Aoart 


Popular favorites in the Spring and Summer of 1956 Skylark was created by Beggs & Cobb... and styled 


will be the softer sport and casual styles for men, in 14 promotional colors . . . to provide shoe manu- 
women and misses softer school and play shoes facturers with the leather they need to build volume 


for boys and girls sales in this important market. 


ANNERS OF SIDE UPPER LEATHER 


BOSTON MASSACHUSETTS 





AT THE NATIONAL SHOE FAIR, 
SUITE 605 — HOTEL MORRISON 
CHICAGO, ILLINOIS 

OCTOBER 23 - OCTOBER 27, 1955 


Tred-Lite py Cambridge 


Cambridge Rubber Co., Cambridge, Mass 


October 15, 1955 
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Jumping-Jacks superior quality, 
style and fit keep Jumping-Jack 
dealers playing happy days on 
their cash boxes. Now the line is 
longer, deeper, more complete 
JUMPING" JACK than ever .. . and backed by 
DEALER national advertising that sells 


mothers in your town. 








VAISEY-BRISTOL SHOE COMPANY INc. 


JUMP/NG- JACKS 





MONETT, MISSOURI 











\ 
h 


Ju 








WR 
see us at the 


PALMER HOUSE 


ROOMS 679-680 
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Sundial’s 24-Hour Service 





Above is your ticket to added protits 

Sundial dealers have one of these ticket» 

attached to the invoice for each mail 

order certifying that the order was han 

dled within 24 hours of the time it 

reached us. Sundial service comes up like 
rs 


the sun regularly every 24 hou 


Plus Sundial’s exclusive Family 


Council the biggest promotion in 





shoe retailing today. Pat O'Brien and 
family select the styles you sell them 
profitably! Get full details from your 


Sundial salesman 


Youll do fine with the 


SUNDIAL SHOE COMPANY OF 
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Keeps Making Shoe History 


The most profitable =~-</ 
inven lory -_" int vain oe business 


Read what happened i 
On January Ist of this vear Sundial Shoe npany idled within the terms of o ww se 
mluced the big money making service ever of Now we are in the midst of one of the ere buck 

ered to shoe re salliee to School Se: idial ha 

On that day Sundial Shoe Company, in a letter to it hour servi th 
thousands of retail accounts, pledged that all the mail inswer 1s nderful! Ask “\ a 
orders received would be handled and all available shoes tiler whe wry : 
shipped within 24 hours iddial she 

ince that date shoe history has been made. The first 24-Ho Serv <i B uniut 
great challenge was Easter. The question was could one of the bi I~ 
we, in the face of the biggest retail shoe season in history being a idial deale Be a 


meet the demands of our customers for quick fill-in sery idial dealer and Z — 
we e coule and we did them a 


October 15, 1955 





“HERE'S HOW WE JUST INCREASED OUR 

PRODUCTION BY 5,000 UNITS A DAY—WITH 

OVER 150 NEW SINGER TRANSMITTERS 
AND SINGER’ INSERT TABLES” 


Says Mrs. E. J. Daniel, President of Allegro Shoe Corp. 


“We make a popular price item here at Allegro, a Division of Cosmos 
Footwear Corp. We used to make them with old-style, low shaft power 
installations (shown at right). Produced about 15,000 units a day.. 


“So in December, 1954, we decided to try some more, and had 

SINGER install 12 more tables and transmitters. We kept the former 

machine heads on these installations, too, and watched the results care- 

fully. The one thing just about all the girls remarked about was how 

much they liked the contro] they got with the SINGER transmitter — 
“About three years ago, we decided to try the new Series the way they could go at top speed almost instantly and stop in a 
52 and 53 Transmitters that SINGER had just introduced split second when they wanted to. But what we liked was the way 
We ordered and installed four of them with their insert production on those units really increased. You know how much in. 
tables. We continued to use the same machine heads as creased volume can cut unit costs on popular priced items. That's 
before, yet we found that the girls were producing better what made us decide to order 150 more transmitters and tables from 
on those four new SINGER installations SINGER.” 


! “Now we've got over 150 of the SINGER transmitters with 
| their tables installed and operating—and our production's 
risen to 20,000 units a day. We've analyzed it pretty thor- 
oughly down the line, and it’s primarily due to the speed 
with which the SINGER transmitters can start and stop. Of 
course, the inserts are a great help, too. It’s amazing how 
quickly we can pull a faulty machine out of the line and 
replace it with a good one—what a time-saver that is—or 
how fast and easy it is to rearrange any part of our produc- 

tion set-up.” 


SEE HOW SINGER TRANSMITTERS CAN HELP YOUR PRODUCTION 


Write your nearest SINGER Shop for the Manufacturing Trade, 
or better still, reach for your phone right now and call. 


FREE DATA FOLDER 

Contains new booklet “SINGER 

Sewing Machines Classified by 

Federal Stitch Type” which illustrates 

all stitches and lists the machines 

that make them. Folder provides a 

149 Broadway, New York 6, N. Y. convenient means for keeping your 
eS. sewing room facts in one place 

Menvfacturing Trede Department * Branches in All Principal Cities ~* x for ready reference. Yours, 

*A R MANUFACTURIN MPANY FREE...on request. 
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Valet Deluxe is the 
latest addition to Esquire’s 
family of home shine units. tt 


n ow.. . fro mM rounds out a complete line of 


: kits in a wide range of prices 
that will ring up the biggest, 

most profitable holiday 

sales ever. Order early —be 


sure you have them ready 


oO ig ’ fa st-rmm ovi r g when Esquire ‘‘do-it-yourself” 


kits are advertised on 


profit-making “MASQUERADE PARTY” on TV. 
Christmas Gift iterns! 


ESQUIRE FOOTMAN 


For those who prefer an open box, here is America’s 
most popular home shine outfit. A very practical and 
desirable gift. Contains: 2 shoe brushes « 2 shoe 
doubers * 2 shine cloths « 4 cans, Esquire Boot Polish 
* 1 can, Esquire Soddie Soap - Esquire Dry Cleaner 
Retails ot $5.95 


~~ 
ESQUIRE SHOE VALET DELUXE! 


For those who prefer a closed box. High and slim 

for easy shining and easy storage. Equipped with snap 
lock. Contains: 2 shoe brushes * 2 shoe daubers 

* 2 shine cloths * 4 cans, Esquire Boot Polish « 1 can 
Esquire Saddle Soap. Retails at $5.95 


ESQUIRE 


S ESQUIRE 
TRAV-LER SHOE 


SHOE SHINE KIT 
Handsome, compact zippered plastic case holds Always a tremendous volume item. See-thru window 


1 shoe brush 1 shoe dauber * 1 shine cloth « 2 cans, box holds 1 shoe brush « 1 shoe dauber * | shine cloth 
Esquire Boot Polish « Retails at $2.95 £ * 2 cans, Esquire Boot Polish « fine mercerized laces. 


VISIT ESQUIRE POLISH EXHIBIT, BOOTH 52, NATIONAL SHOE FAIR, OCTOBER 23-26 


Knomark Manufacturing Company, Inc., Brooklyn ii, N. Y. 
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(left to right) Jean Keith, Pres. Geo. E. Keith Company; Robert Fesler, Vice Pres. and Gen. Sales Mgr.; William Joyce, Pres. of 
Joyce Inc, pictured at meeting to finalize company transfer. 


It’s official! Keith adds the Wm. Joyce line! 


Wm. Joyce, the greatest name in quality men’s casuals, will now be backed by 
the aggressive marketing, outstanding quality and dependable service synony- 
mous with Geo. E. Keith Company. That's right! Carefree California casuals 
that have made Wm. Joyce a national style leader will now be manufactured 
in New England by Keith, the proudest name in men’s shoes in a region where 
product pride is an institution. And Keith's stock department will give 24-hour 
service on Wm. Joyce styles. Big plans for local promotion and national ad- 
vertising of the Wm. Joyce line are already formulated. So visit Room 858, 
Palmer House, see the Spring line and get the whole story. 





Room 858 — Palmer House 


GEO. E. KEITH COMPANY, Brockton, Massachusetts 
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From left to right: James Kehoe, Alan Darling, Clarence Nowack, Jean Keith, Robert Fesler, Leon French, Fred Belyea. 


These men are important to you! 


They've just finished the exhausting day-after-day job of putting together a 
Spring line of men’s shoes, They've listened to you and your customers: they've 
gone to Europe and talked with designers in Italy, England, France, Switzer- 
land; they’ve excited the imaginations of their own stylists; they've met again 
and again with leather and last suppliers ... all for one purpose: to make sure 
the new line is bigger, broader and better than any competitive line on the 
market, Get the facts for yourself about the dramatically different merchan- 
dising, advertising and promotion programs they've developed when you see 
the Spring line of Walk-Over and Keith Highlanders in Rooms 783-784, 
Palmer House. 


Keith ‘¢ Vighlaneders 


Rooms 783-784 Palmer House 


GEO. E. KEITH COMPANY, Brockton, Massachusetts 


October 15, 1955 





for greater profits... 


ond repeat business ll em the 


BRAY 
< VS 


SUPREME 


crol) 


worker? 


Gro-Cord offers the only complete line 


of industrial workshoe soles that enables 


on Foctory 
\ for™ we 


you to assure workmen of greater 
satisfaction through comfort, safety and 
longer wear—regardless of job conditions. 
Each sole in the Gro-Cord line 

has been thoroughly tested by 

on-the-job applications. The results 

of these tests and the proven advantages of 
each sole have been set up on the 

exclusive Gro-Cord Sole Selector. This 
free Sole Selector tells you instantly 
which sole is best for any one of 50 basic 
jobs. If you do not have your Sole Selector, 
write for it today! It makes it quick, easy 
and profitable for you to “Sell ’em 

the shoe with the Sole for the Job”... 

the best way to assure greater 

customer satisfaction, increased repeat 


business and greater profits! 








{shoe with the Sole for the Job’ 









NEO-CORK 
TAPPER 


— 


mee NUCLEAR 


GRO-CORD RUBBER CO. 


LIMA, OHIO 


Caradar Vent 
GRO-CORD RUBBER CO. of CANADA LTO 


Mhonburg, Ontana 





for yourself how SYLFLEX™ 


keeps water out... and still 

















Lg lets leather breathe 


SYLFLEX TANNED ORDINARY 
4 LEATHER 


LEATHER 


Leather envelope after flexing with water 4 
side. Note that not a drop has been “pumped” through 
lhe SYLFLEX tanned portion. 


SYLFLEX — the Dow Corning silicone tannage — keeps water from Sines 

. . ° ° ° LEat# 
penetrating shoe upper leather even after miles of walking in the tawnts wits Only shoes made with 
rain, and still lets air and moisture vapors pass through. You sell upper leather that has 
free-breathing comfort as well as water-repellency in every pair of been Sylflex tanned, 
shoes made with Sylflex tanned leather. tested and certified by 

’ ‘Y . ,Yv , , icense tz ies cz 
And that’s not all. SYLFLEX keeps the life in leather. Because the *iud stat oeeeree mag . eae a 
‘ ; ; , spend gpa ye identified b e 
fibers are protected from the deteriorating effects of water, perspira- esp pages SYLFLEX then A ake 
tion and water-borne chemicals, leather retains the oils that keep it om Cenans oat for it 

g : a : AOiT AY WOW LOOKING LOmeee . 

soft and pliable. Shoes stay new-looking longer with less care, because etrone! "2 ts tena Commwes ore. 1 ; 

’ . . T.M. Dow Cornin orp. 
the leather won’t stiffen, crack, curl or absorb water-borne stains. Pe ee ? 
SYLFLEX means water-protection plus many other advantages that sented 
give you satisfied customers and more repeat sales. Millions of con- , 

' ; ; a . Rests For more information and list of manufac- 
sumers will be reading about it this Fall, through Dow Corning’s . 

- : ’ , Eveni Pp iG , turers, phone our nearest branch office or 
advertising in the Saturday vening ost and Good Housekeeping. write DOW CORNING CORPORATION, 
Specify leather tanned with Sylflex in the shoes you buy. Avail- MIDLAND, MICHIGAN, Dept. 5807a. In 
able now from leading manufacturers of dress, sport, work and Canada, Dow Corning Silicones, Ltd., 


children’s shoes. Toronto. 


Branch offices in: Atlanta * Chicago * Cleveland * Dallas * Detroit * Los Angeles * New York * Washington (Silver Spring, Md.) 
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loday’s Customers buy Quality! 


THE “CLASS” MARKET IS NOW A MASS MARKET! 
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WRITE FOR NEW 
IN-STOCK CATALOG 


The ITALIO - A limited number of Edwin 


No. TA64 ' Clapp franchises are still 
Black Calfskin 
IN-STOCK 


available to qualified 


retailers 
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HERE’S PROOF: recent surveys show that of all 


men’s dress shoes sold last year. 7/2 million 


AAT AAAS 1 bal 
oS ~~ 


Fo. e0be.08te. 
Ms bad Treen? Feet 


t y 
’ A 


pairs retailed above $17! Each week, thousands 


Mal AAAS L/ 


Lad 
’ 2 a 


of men shift brands... ask for “something 
better”... join the multitude of EDWIN CLAPP 


wearers. To learn more about today’s new 


Li hAAA/ 


PMHecetPecethecette 
bal ’ 


et 
err ’ 


er 
i i 


“class” market... and how you can share in 


Mh 
tf 


its profits... write or wire for further information. 


Edlaiin eygaSthioes 


EDWIN CLAPP & SON, INC., East Weymouth, Mass. 
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America’s Finest Shoes for Men 
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passed service. 





SUBSIDIARIES AND AGENTS 

Arden-Rayshine Co., & Castex Laboratories, Inc., Watertown, Mass 

Beckwith Mfg. Co., of Wisconsin, (Milwaukee) 

Beckwith Box Toe, Lid., Sherbrooke, P. Q., Canada 

Victory Plastics Co., Hudson, Mass. * Felt Process Company, Boston 
Safety Box Toe Company, Boston, Mass 
AGENTS: Wright-Guhman Company, St 
Dellinger Sales Co., Reading, 
The Geo. A. Springmeier Co 
Factory Supplies, 


Mass 
lovis, Missouri 
Pennsylvania 

, Cincinnati, Ohio 

, Milwaukee, Wisconsin 





Inc 





ff : it é | 
Beckwith ACTURING COMPA 
/ a y j { 


‘ 


\ . 


" 
N Y Dover, New\Hampsh 
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chief”’ 
means 
business 


\ 


with an 
all-new Spring 
line of 


day they're ceived 
NATIONAL SHOE FAIR 
Palmer House, Rooms 923W-925W 


LACONIAN SHOES CORPORATION * Laconia, New Hampshire 


* Phone: Laconia 10 
October 15, 1955 
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Put COMFORT 
in the shoes... 
put PROFITS 
in your 
pocket... . 
with ee 


CUSHION 
COMFORT INSOLES 


Made to famous orthopedic specifications, 
these insoles cushion pressure, absorb 
shock—ease the work of walking, improve 
the sales “feel” of all footwear. U. S. 
Kem-Blo Sponge is a MODERN product that 
gives balanced wear, won't mat, pack or 
shred. Its scientifically- gauged thickness lasts 
for the life of light or heavyweight shoes. 


Today—the world’s most comfortable 
feet walk on U. S. Kem-Blo 
Sponge—that’s why it's a sure 

lift to your shoe sales. 


UNITED S TATES Li 
RUBBER COMPANY - 


The scientifically-gauged thickness of 
U.S. Kem-Blo Sponge, in light or 
heavy shoes under heaviest walking 
pressure—ALWAYS retains that 
extra cushion of comforf. 


UNITED STATES RUBBER COMPANY U:s. chemico! sponge Dept., 361 Church St., Novgatuck, Conn. 
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Chicago Forecast 
Oct. 24-27 




















BRIGHT and PROFITABLE days ahead with 
little Yankee Shoes displayed at the 
Palmer House, Rooms 972 and 973-W. 


See you there! 


little Yankee Shows 


THE FASTEST GROWING LINE FOR GROWING FEET 


The Yankee Shoemakers, Newmarket, New Hampshire 

















BARBOUR | 











- More Sales 





C) These three shoes, of varying basic 
design, have one thing in common — they all 
carry Barbour STORMWELT to complete 
and accent their fine styling. 

The shoe at the right is made with regular 
Stormwelt, the plain-toe model carries 
Barbour Reverse Stormwelt with its square- 
edged rib, while the moccasin toe low cut 
features Dresswelt, distinguished by its 
smaller bead. 

Nothing in a shoe adds more Sty/e ~ more 
Saleability —than Genuine Solid Leather 
Barbour Stormwelt. 





WELTING COMPANY 
BROCKTON 68, MASS. 
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kor Comfort and 
Preserved Beauty 


of 


Toe Contour 


For toe comfort and that ‘“‘showroom” look 

in the toe area... rely on “‘Celastic.”’ 

Use “Celastic” for firm box toes, “Soft Box Celastic” for supple 
but resilient toe area support. Either material can be 

depended on for faithful performance and good looks 


There’s a “‘Celastic”’ for unlined footwear, too. 


UNITED SHOE MACHINERY CORPORATION - BOSTON, MASGSGBACHUSGETTS 








268N —ENVOY Last 
Imported calf in Mahog: 


Smart wing lip 


Brown 
full leather lined 


oxford 
with SrTacy-Frex Process 
ole: sewed heel seat and 


leather-rubber heel 


Sixty-One Active In-Stock Styles 


Stacy-Adams has just chalked up its greatest volume in 80 years of 


crafting one of the finest lines of men’s shoes in America. 


And the demand ws still increasing! Every year more customers discover that 
Stac y-Adams Shoes VIVE them complete satislaction. 
Superb leathers, craftsmanship, styling, and comfort — these are 


the qualities that build amazing repeat business for you. 


Now Stacy-Adams offers 61 sales proven styles 

ready for immediate shipment — from a complete In-Stock 
Dx partinent famous for service. You can size up 

weekly — or even daily — moving your inventory at 


faster turnovel with ad minimum mivestment. 


Yes, Stacy-Adams Shoes are smart and they sell. That's why we say 


you ought to be in our shoes.” 
I irk 





215R—NOM: 
Distinctive dre 
in Bright Tan 
calf with hand 
snd full leathe 


220 — DAYT¢ 
Polished Ligh 
call dress shoe 
custom finish. 
and slim ona 
for pe rlect fit. 
221 - Ebony 5 


362R—ENVE 
Deep Brown 5 
bluc her with b 
finnish. full leat 
sewed heel SCa 


Stormwelt. 


TOUR Last 


yelet Lo-TlE 

ith leather tassels. 
Black calf with 

1s 
€ 
bcolate Brown 


{ 


fit. Lightweight, 


FAIR. You'll see our 
agin, our display rooms . 


SHOE FAIR 


mec House 
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Hot as a Pizza Pie... 


Our New Italian Styled Brieeones =< 


(LOAFERS TO YOU) 


Here's a new line of casuals that are slated for REAL VOLUME 
come next Spring and Summer. They have exactly the easy-going 
Italian styling that men are asking for and the fitting qualities that 
are so hard to find in most slip-on casuals. Made in the same factory 
by the same craftsmen who make Lion Sandals, they have all the fea- 
tures which have won such a quality reputation for Lion. Available 
in smooth and embossed woven leathers, they're a walkout proposition 


at their low, low price tag. See them and the whole Lion line at the Fair 


Lion €% Sandals 


CORPORATE D 


BROADWAY NE W OR kk. 





See Them 


NATIONAL 
SHOE 

FAIR 
ROOM 603 


PALMER 
HOUSE 


CHICAGO 
OCT. 23-24-25-26-27 
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SHOES WALK RIGHT OUT OF YOUR STORE... 


when they're 


MADE WITH SUPPORTED VINYL 





You can count on quicker sales—-faster turnover 
with shoes made of Tolex. 
BY THE MAKERS OF FAMED Tolex has a richness—a top-quality beauty about it—that 
_ MUSTANG... the scien- sells! Lovely textured patterns, rich leathergrain embossings, 
nae tifically developed sup- authentic woven-fiber effects in today’s most popular 


ted vinyl ial : , 
=> ae aa bow colors—volume-priced and produced in special weights for— 


pads in men’s shoes. A A . 
RAYETTE... the quality SOCKLININGS UPPERS PLATFORM WRAPS 


socklining material com- 

bining high strength, ex- 

cellent adhesion and extra ° 
flexibility for women’s Fou Somplos wulf, 

and children’s shoes. (Dis- / j sitatlies 
tributed by Cooney- 

Weiss FabricCorporation, 

Boston, Mass.) 


TEXTILEATHER 


Division or Tee CENERAL TIF @&@ RUBBER COMPaNY 


FOLEDO 3, OnNIG 


PLASTICS 
Tre Generat 7 . 


6 Rubber Company 
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Where Do We Go From 


Just two short steps but a 


Step #1 


APRICOT NECTAR 


— newest of the paler than pales, climbing 
fast to the charmed circle of color leaders. 
It’s a dress color, it’s a play color, a combin- 
ing color (wonderful with White or Maca- 
roon) or asolid winner. APRICOT NECTAR 
is an Allied exclusive, in glazed kid by New 


Castle (625) or Standard (450). 


Boot and Shoe Recorder 














Pink, Blue and Yellow? 





long stride forward im fashion 


BOSTON NEW YORK PHILADELPHIA 


WILMINGTON CAMDEN PENACOOK 
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The Profitable Way to i 
Serve a Constant Market... 4 


FOOT COMFORT’ SHOES 
REMEDIES ¢« APPLIANCES e ARCH SUPPORTS 


Clinically tested for over fifty years... known the world over... Nationally- 
Advertised, Nationally-Accepted Dr. Scholl's products are a “‘must’’ in every 
profitable Shoe Store operation. Whether you already carry Dr. Scholl's or 
not, be sure to visit BOOTH 94, Exhibition Hall, 


National Shoe Fair, Palmer House. 


Orallusive eS Igency 
D! Scholls Shoes 


Foot Comfort Service 


¥ If unable to attend the Fair, 
write for Franchise Informa- 
tion, Dept. 81. 


a eee Oe Oe Oe eC Ol © DE os 
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SALES JUMP WHEN MOCCASINS ARE 
DISPLAYED ON FAIRY “MOC” FORMS 


iii a _— 


Fairy “MOC’ Forms give substance to soft moccasins for better display without add- 


ing objectionable weight. Present available size—women's size 4. Light weight semi- 


flexible material in transparent, flesh or black. 
New York Representative 
Don Geary—I!10 Fifth Ave. Tel. Watkins 4-3800 
Cc 


St. Louis Representative 


ALSO suitable for display of other soft Clyde Criger—2200 Washington Ave. Tel. Central 1340 


P P . Foreign Inquiries—Please suppl cific information reqgardine 
fabric or knitted slippers. uate fy cero i tats reaeaals il aia 


SSS SS SSS SSS SSS SSS SSS SSS SSSSESS SSB 


SHOE FORM CO. INC... Auburn. New York 


In Canada: UNITED LAST CO., LTD, Montreal 


Other sizes available at small extra cost. 


SEE OUR COMPLETE LINE AT THE 
Palmer House Exhibition Hall 
Booth Nos. 80-81 


Please send catalog on: [) Hosiery Forms 


|] Shoe Forms [] Embossing Service 


Firm 
All Fairy Forms are made of Fairylite Non- 
Flam* Plastic produced by Shoe Form Co. Inc. 


Signed Street 


City Zone State B-31 


see eee eee ee eee ee =e = & 


*Reg. US. Pat. Off 
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SERVICE BURE nwO 


PARENTS’ 


vy, MAGAZINE . 
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e full-length cushion insole— 
e sponge rubber arch support cushion 


e new scientific design for 


more comfortable fit 


eee eeeeeeeeveeneneeeeveeeeeeeeeeeeeeeeeeeeeeeeeeneeeeeeeeeeeeeeeeee 


cee these construction eatures mean more sales! 


This handsome canvas shoe, commended by Because of the Fleetwood’s great success in 
the Consumer Service Bureau of Parents’ mag- 1955, Tyer is building a complete new advertis- 
azine, has always been a family favorite. ing and merchandising campaign around it. Now 

Now made on a new last, the Tyer Fleetwood you can get—free—newspaper mats; a colorful 
gives extra support, better fit, greater comfort. window streamer; magazine ad reprints; radio 
Be sure to tell your customers about these fea- announcements and color postal cards . . . all 


tures... they mean extra sales for you. designed to increase your Fleetwood sales. 


TYER RUBBER COMPANY 


Footwear Division, Dept. 10B, Andover, Mass. 


! 
os i 
TYER 3 
a = 
| Gentlemen: 
Please send me latest Tyer Price Lists on Canvas and 
; Rubber Footwear. 
yo 3 ee Pe oe oe , 
| 
| . 
! 
! 
| 
! 
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ANDOVER, MASSACHUSET’ — 


BRANCH (99 CUANE ST NY C + SALES OFFICE 308 W MONROE ST CHECAGO 6 + 4 . LOFTUS 6205 MANHATTAN ST. LOS ANORLES STORE 


STREET 


CITY 
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DO THESE LEADING 
CHILDREN’S SHOES 
HAVE INCOMMON? 


ACH of these style leaders has its 
own distinctive features ... and 
we're proud to say they’re 
ALL soled with Virginia 
Oak Tannery's 
revolutionary new 
genuine leather 





See them at the 

SHOE FAIR 

in Chicago, Oct. 24 through 27, 

especially if YOUR CUSTOMERS want 

a sole with built-in LONGER WEAR, LIGHTER 

WEIGHT- GREATER FLEXIBILITY and WATER- 
RESISTANCE. 


Mr. Manufacturer:—Your shoes de- 
serve “SUPERSOLE”, too! Get the facts. 


Informative booklet and samples on request. 


VIRGINIA OAK TANNERY 


SALES CORPORATION 
27 SPRUCE STREET — NEW YORK, N. Y. 


Only genuine leather “SUPERSOLE” bears this VOTAN trade-mark. 





SHOES FOR CHILOREN 





B.F.Goodrich 


xtrasoft rubber heel 


a] 


Feels twice as soft as ordinary rubber heels 
HE B. F. Goodrich EXTRASOFT heel is an entirely 


new kind of heel. It feels twice as soft as ordinary rubber 
gives far more comfort. Buyers feel it, like it im- 
mediately, 

Another new feature is the EXTRASOFT heel’s light 
weight-—it weighs so little it actually floats in water. This 
too means easier walking, more comfort. The EXTRASOFT 
heel is made for men’s shoes in black and brown 


heels 


It has the B. F. Goodrich wood core that gives manufactur- 
ers important benefits. Wood core reduces ‘‘cripples’’ because 
there's no problem of missing heel seat nails. This also gives 


86 


a tight edge making the heel an integral part of the shoe 


All of these features help you make a better shoe—one 
that is easier to sell. 


Come and learn more about the EXTRASOFT heel at th 
National Shoe Fair, Chicago. Exhibition Hall, Booth 402, 
October 23 thru 27. 


NATIONALLY ADVERTISED SHOE PRODUCTS 


B. F. Goodrich 


INDUSTRIAL PRODUCTS DIVISION 
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Pinchos 


says 


“IVE MADE A MEN’S LEISURE MOC 
THAT'S GOT THE SAME SALES SOCK 


AS MY FAMOUS LITTLEWAYS FOR WOMEN” 


on priced to retail profitably at ae 
$395, $q95 , $595 


Shoe experts said there wasn't a ghost of a chance that | could make a men's 
leisure moc to equal my Littleways for women (which are rated tops in their 
field}—but here's 3-way proof that they were all wrong! 








Our New Spring Line is Ready 
See us at the Shoe Fair 
Moccasins in every type, for PALMER HOUSE, Rooms 966W-967W 


No shoes, no boots, | just make 


every age, for every pocketbook 
Drop in and get your juicy Maine 


CATERING TO THE VOLUME TRADE ONLY Red Mcintosh Apple 


MEDWED FOOTWEAR CO. —Ffactories: Skowhegan, Maine and Madison, Maine. Boston Office: 179 Lincoln Street 
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“Are ‘ELEVATORS 
good for 

mens shoe 
retailers ? 


retailers who may be 


interested,” writes 
| Herbert Adler, head of 
_ Adler Shoes—America’s 


po hiz7rn - Cdk | 
« PRESIDENT 
ADLER SHOES FOR MEN 


STONE-TARLOW CO. IN¢ 
BROCKTON 68, MAS 


largest distributor of 
“ELEVATORS.” 


“... we have gotten more 
newspaper, magazine, 
radio and TV publicity 
for our stores from 
ELEVATORS than from 
all other merchandise we 
carry, combined, They 
offer one unique quality 
that is not duplicated by 
any other type of men’s 
style or novelty footwear- 
a psychological service 


who feels that there isn’t 


a business in short men . 


in his town.” 








There it is, Mr. Retailer 

... the story of 
“ELEVATORS” in action! 
A success story you can 
duplicate if you want to! 
“ELEVATORS” strong 
national advertising 
creates a demand for these 
amazing shoes... a demand 
only your store can fill. 


. There’s no competition! 


For “ELEVATORS” is an 
exclusive franchise ... 
belonging to you and you 
alone. So, take a tip 

from a man who knows: 
make your store... 

the store ... for short 
men and tall men who 
want to be taller. Feature 
“ELEVATORS”, the 
world’s most famous shoes. 


NEW FOR FALL 
Available in black and brown: 
styles 1111—1112 and ry 
11131114 - a 
: fi 7 


ORIGINAL AND GENUINE 


= alt Maa 
WEIGHT-INCREASING SHOES 


“YOUR PERSOMAL PEDESTAL” 
TRADE MARE OF STOM-TARLOW CO, mC. 


jactured in the U.S. exclusively by Stone-Tarlow Co,, Inc. 
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THIS 1S WHERE SEBAGO-MOCS, FASTEST 


GROWING AINE IN THE COUNTRY, ARE MADE 


PS, — 
Pe > 
LE Fe 
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MEN'S, WOMEN'S 


BOYS' and GIRLS’ @ SEB 
MOCCASINS 4 ACO“ MOC CO. ami 





BERERY gbubiads ce eGeeé 


ageteeceriecee snipe Ment 





In these two modern factories, under ple asant working conditions, SEBAGO-MOCS 
are made by skilled Maine craftsmen proud of thers workmanship. Only the finest 
leathers and other materials are used. Result: Top value for your customers which 


means bigger profits for you 


2 
Sco SEBAGO-MOCS 


ROOM 80012, PALMER HOUSE 
NATIONAL SHOE FAIR 
Or write for FREE catalog TODAY 


A SEBAGO-MOC Exclusive 


Only SEBAGO-MOC offers you ex 
clusive PATENT WELT CON 
STRUCTION without innersole 
hand-lasted, hand-sewn with flexible 
leather sole, steel shank, foam rubber 
filler. In plump, mellow-rich brown 
luxurious black. Style 700 and 770 
mens, SOO women and 7002 boys 


2 


Skille iC aft 


SEBAGO- MOC COMPANY WESTBROOK, MAINE 


Made in Canada by CANADA WEST SHOE MANUFACTURING COMPANY, Winnipeg, Manitoba 


Made ‘MAINE by 
n 
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What's Behind the “Bi 


What really makes PPSSA so phenomenally successful? 
Timing? Yes, partly. Much more to it, though. All encompassed 


in one big idea: help the industry do a better job. 


This takes dedicated effort by trade leaders who serve on 


PPSSA committees. It takes months of planning. It takes a 


DIRECTORY OF VOLUME SHOE BUYERS — Listed by 
products and price lines, Off the press in 
November, 


OFFICIAL DIRECTORY & MAJOR RESOURCES LIST 
For the first time the official PPSSA Dire« 
tory includes a resource list that will serve 
retailers as a permanent directory, Get your 

copy when you register at PPSSA. 


i 


ry 


The list of ppssa services keeps growing: 


SELLING IDEAS — Created especially for PPSSA 
exhibitors and already in their hands. A 
pamphlet of “horse sense” ideas for stimulat 
ing buyer trafh 


FASHION PORTFOLIO — Based on style commit 
tee meetings and authoritative professional 
research. This portfolio has become a fashion 
byword for pre-season planning. 


staff of top-flight 


g Buying Show? 


professional talent. It takes substantial 
budgets. All for one basic purpose; to give clarity, direction 
pur} e 


and stimulus to makers and distributors of popular price shoes. 


loo much for a shoe show to do? Nonsense! We love it—and so 


does everyone else who is part of PPSSA—exhibitor or retailer! 


FASHION FORECAST — Streamlined last-minute 
counsel on next season's fashions. Mailed 
to 5000 industry members in advance of 


PPSSA, 
FASHION FOR BREAKFAST Watch for details 


of this new breakfast program to be held 
Monday, November 28th. To-the-point, last 
minute checkoff on what's really important. 


PPSSA Popular Price Shoe Show of America Hotels New Yorker & McAlpin—Nov. 27-Dec. 1 


Co-Sponsors: The National Association of Shoe Chain Stores * The New England Shoe and Leather Association 
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“THE OLD NECKTIE" 








JUMPING" JACKS” 


Sie henchaoy 
FLEXIBLE SHOES FOR ryiLOREN 


—~ 


JUNIOR LINE 
IS GROWING 


What is “old hat” to the oldtimers might very well | NEW SIZES 











be completely unknown to the generation of shoe men 

that has come into the industry within the past ten 

years. Such problems as restrictions of styles, ration- 

ing, etc., must appear almost as double talk in the 

light of today’s picture. 

R. O. Eastman of the Eastman Research Organiza- | ' 
tion, emphasized this particular theme, putting the | SEE PAGES 56-57 
analogy on the basis of “The Old Necktie” when he | - 
said: | or betler stilt... 
“Back in your closet, hanging on your tie rack, if 

you're an ordinary guy, is an old necktie. It is still 

as fresh, unwrinkled and unspotted as the day you 

bought it. It was one of your favorites. 


wy 


“But you haven’t worn it for a long time, and for 
just one reason. It’s an old necktie! You liked it so 
much and you wore it so often that you got tired of 
it. 

“If you were to put it on again tomorrow morning 
it would again be a new necktie to most of the people 
you meet. They’ve never seen it before or have for- 
gotten it. Try it. 

“Every editor and every advertising man has old 
neckties hanging in his closet. They’re just as good 
as new but have been neglected or cast aside. They’re 

ideas——basics and fundamentals, sales appeals and ROOMS 679 
advertising themes—that haven’t been used for so and 680 

long that the audience has either forgotten them or 

never heard of them. ... 

“Fashions change, though they often run in circles PALMER HOUSE 
and get back to where they started. Fundamentals 

never change, and they seldom lose their force or 

value through repetition. We will say again what 

we have said before, that the man who is afraid of 

repeating himself has probably never said anything 


worth repeating.” 


Editor Emeritus VAISEY-BRISTOL SHOE COMPANY, Inc. 


Boot ann SHoe Recorper MONETT, MISSOURI 
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Footwear Tariff Reductions 


Across-the-Board Price Advances 


Investigate Parcel Post Problems 


Retail Business Property Stable 





State Department plans for tariff reductions on footwear may possibly be 
revised by the U. S. Tariff Commission. 

Under the authority of the Reciprocal Trade Act of 1955, the State De- 
partment is authorized to cut tariffs on imported goods by five per cent 
a year for three years, for a total reduction of 15 per cent. 

But the Tariff Commission is going to hold public hearings on the 
recent State Department proposal to cut tariffs on about 1,000 items, 
including footwear, leather, and hides. If, after the hearings, the Com- 
mission reports that tariff reduction would injure-—or threaten to injure 

the domestic industry, the State Department then will have to survey 
any plans for tariff reduction in an entirely new light. 

Hearings on the proposed reductions in duty rates will be held before 
the Tariff Commission in November and December. State Department 
tariff negotiators will then sit down with trade officials from 25 nations 
at Geneva, Switzerland, starting January 18, to swap concessions in a 
broad program to stimulate world trade. 

Among the 1,000 products on which the State Department proposes 
to reduce tariffs are the following: hides, skins, leather, boots, shoes, or 
other footwear (including athletic or sporting boots and shoes), slippers, 
handbags, and nearly all types of manufactured leather goods. 

Tariff Commission officials in late 1954 held public hearings on State 
Department proposals to reduce the rates of duty on slippers from Japan. 
The Commission rejected the State Department recommendations. 

It is a reasonable assumption that the Commission has not changed its 
mind about imported footwear during the past 11 months, but the Com- 
mission is legally obligated to hold the public hearings on the matter 
of lower tariffs, as requested by the State Department, and to report its 


acceptance or rejection of the State Department recommendations. 


Although the price advances announced by manufacturers are chiefly 
confined to individual styles, it is noted by government economists that 
some retailers are translating these advances into broad, across-the-board 
increases at the consumer level. 

It is pointed out in government circles that some stores are making 
little or no attempt to “hold the line” by confining their price rises to 
the styles on which manufacturers have raised prices. Instead, these re- 
tailers are advancing prices straight across the board on all lines, without 
regard to whether or not the manufacturers have adjusted all their prices. 

Economists who compile cost-of-living data observe that these across- 
the-board rises, where they occur, are having the effect of nudging the 
consumer price index up to a higher level than would otherwise be the 


case, 


Size and weight restrictions on parcel post may be eased—or possibly 
removed—next year by the Congress. An investigation of postal problems 
now being conducted by the Senate Post Office Committee has been 
broadened to include the parcel post problem. The investigation is being 


directed by Senator Olin D. Johnston (South Carolina Democrat). 


Sale prices, rents, turnover, and vacancies of retail business property will 
continue to remain stable, a national suvrey of 217 cities shows. 


[TURN TO PAGE 192, PLEASE | 





CIMET OE 


Tne SHO# FOR CHILDREN 


YOU ARE CORDIALLY INVITED 
to see the complete 

EDWARDS line for Spring 

¢ Growing Girls’ © Youths’ 


¢ Infants’ « Children’s « Misse® 


on Display in 


Suite 743-744 


PALMER HOUSE, CHICAGO NATIONAL SHOE FAIR 





these are 


.-.-and that’s the difference! 





Remember when the gals dated Charley because HE HAD A CAR... 
and stores bought a particular shoe ‘‘ because it was Branded?”’ 
Things are different now... all the boys have cars and all good shoes 


are branded. 
We've read as much Brand Name copy as the next fellow. Some is fine 


and some as phony as a $3 bill. 

The factory that puts the same name on several grades of merchandise 
... the factory that buys merchandise from others and substitutes its 

own name, etc... puts a different meaning to Brand Names. 
The name Heydays on a shoe means that it is not a copy. It means we 

made it. It means the construction is different and superior. Better 
quality, fit, comfort, has always been a feature in Heydays. But the real 

feature of Heydays is that women prefer them... THEY HAVE MORE 
CONSUMER ACCEPTANCE. 

That's why Heydays... have you received your stock folder yet? 


THE SHOE THAT LOGIC BUILT 


HEYDAY SHOES, INC. 2032 LOCUST STREET ST. LOUIS, MISSOURI 
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BOOT and SHOE 


TALK 


” eat Avp ALL BECAUSE OF 
A PAIR OF SHOES! That’s the 
caption on a full page ad by 
Sam Sullivan, who operates shoe 
departments in Richter’s, Hachar’s, 
Scooti and Imperial Shoe Stores in 
The focal and ar- 
of this ad 


photograph of a little boy ecstati- 


Laredo, Texas. 
resting feature is the 
cally clutching a pair of new shoes, 
and the copy says: 

“This picture was taken in Vienna 


nine years ago. It could have been 
snapped in Laredo just last June. 
Or in Montreal, or Monterrey or 
Montevideo any month, any 
year. For it is timeless. The joy, 
the greedless, exquisite joy of all 
childhood is captured in this one 
boy’s smile. All because of a pair 
of shoes, a pair of new shoes. Shoes 
of his very own!” 

There is also a query in this ad: 
“Will today’s new shoes mean hap- 
piness a few short months from 
now?” And it is on that premise 
that Sam Sullivan is planning to 
of some 106 ads 


run a_ series 


October 15, 1955 


Recorder 


of th 


(smaller space and no photo 
graphs) on children’s shoes 

with the emphasis on “the menace 
of outgrown shoes and the pleasure 
derived from 


to be comfortable 


shoes, correct shoes.” The copy 
will indicate, throughout, that feet 
change size by age and the abso- 


lute necessity of correct fitting. 
* — 7 


A. E. SCHMIDT, 


buyer for the Broadway store in 


women’s shoe 


Southern California, says: 

“Stocks should be in very good 
and much optimism is 
for the 


condition 


being shown balance of 


1955 and Easter 


1956, providing prices do not get 


right through 
out of line. Any increases in price 
must be passed on to the consumer 
as retailers’ profit margin is still 
too close. Much thought should be 
before 


given by manufacturers 


moving into new price brackets. 
Some are already in evidence. 
“Competition at the retail level 


continues to become more evident 


TRADE 


with the opening of many new 


stores, thus forcing merchants to 
dig deeper into their bag of tricks 
to obtain continued increases in 
volume, 

‘Better styling in 18/8 and lower 
heels in sandal types have increased 


Many re 


tailers in Los Angeles were caught 


sales in this category. 
short this past season on good white 
I’m sure this will be cor 


shoes. 


rected for the coming year.” 


K 
J oun W. MORGAN of McGrew & 
Morgan, Inc., at Dils 


Co., Parkersburg, W. Va., 


“Retail business in Parkersburg 


Bros. and 


Says: 


this year will be from five to seven 
More 


over, I think this trend will con 


per cent better than in 1954, 


increase 


195 , 


tinue and perhaps even 
not only for the balance of 
but through the 
1956, 


“Concerning the effect of rising 


entire first six 


months of 


prices, we do not believe it to be a 
serious matter, particularly in our 
quality range. We will merchan 
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dise, as we have been merchandis 
ing, by price ranges. It may be 
necessary to take one shoe from the 
lower price bracket to put up to the 
next one but manufacturers seem to 
become a little bit more flexible and 
this is not too difficult to accom- 
plish. We feel as we have always 
felt for the past twenty-five years 
if you give customers what they 
want when they want it, they will 
find some way to pay for it. 

“As to new trends for Spring and 
Summer 1956, we see a further in- 
crease in the demand for opened up 


both chil- 


dren; more colors than ever before; 


shoes for women and 
softer, slimmer, more flexible shoes 
and an opportunity to increase the 


size of each consumer’s wardrobe.” 


* * * 


Arrut R EMMA, buyer of wom- 
en’s better shoes for Gimbel Broth- 
ers, Milwaukee, says: 

“There’s a lot more to the buying 
job than just buying shoes. The 
buyer, with the salesmen, must con- 
centrate their efforts on showing 
new fashion ideas, not twice a year, 
but the year ‘round. For instance, 
women buy new shoes when they 
are shown a new fashion color; 
when they are given an opportun- 
ity of comparing the new, slim heels 
with former heels; when they are 
shown how soft and supple today’s 
leathers are. Then too, buyers and 
salesmen can do a better job in 
telling their customer about the new 
trends, such as the recent rebirth of 
sling types and new silhouettes; and 
we can all do a better job in hand- 
bag coordination, | think shoe buy- 
ers should sit in on the buying of 
handbags if there is a separate de- 
partment for bags, so that new pro- 
motional colors can be ordered in 


handbags along with shoes.” 


< . 7 


Dr. HANLEY L. COLLINS, D. S. 
C., F. A. A. C. and Director of 
Public Relations of the National 
Association of Chiropodists, in an 
Tulsa World 


(Tulsa, Oklahoma newspaper) 


interview to the 


% 


pointed up some of the basic think- 
ing of chiropodists in general. He 
said: 

“Almost to a man, chiropodists 
feel that ill-fitting shoes play a part 
of the 20th 
but not nearly so 


in the foot troubles 


century man, 


important a part as most persons 
think, Generally, foot trouble 
springs from one or more factors. 
First and foremost is inheritance. 
You inherit your feet, good or bad, 
from your parents. 


wy 
rhe 


before maturity. Feverish diseases 


second factor is_ illness 


such as rheumatic fever, scarlet 


fever and polio disrupt the growth 


e. 


WE con, 








Illness and 


child’s 


injuries after maturity 


of a muscles. 


also con- 
tribute to man’s foot misery, and 
under illness, chiropodists list ‘the 


killer 


obesity or overweight.’ 


greatest of men today is 

“There are also occupational foot 
diseases—postmen, waitresses, even 
housewives—their feet need special 


attention because they walk an 
average of eight to twelve miles a 
day. 

“Last on the list of factors caus- 
ing foot trouble is shoes, On this 
subject chiropodists advise: ‘Wear 
the shoe that feels most comfortable. 
Never wear a shoe that hurts your 
foot. You wouldn’t eat as a steady 
diet something that 


sick. Then why stubbornly stick to 


makes you 


a shoe that makes every step an 


agony? It doesn’t make sense, but 


people do it.’” 


6 
Lemy6/cPe 
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Tue least optimistic observer must admit that 1955 has 
been a good year for shoes. The first six months pro- 
duction of nearly three hundred million pairs represents 
an all time record for the industry. And while it is 
reliably estimated that the second half figures will show 
a decline of from ten to fifteen per cent (which fact in 
itself should be a sobering influence against undue 
optimism), the year’s total production should be upward 
of 560 millions of pairs, another figure unprecedented 
in shoe history. Equally significant is the accelerated 
pace at which both retailers and the consuming public 
have bought shoes for the first six months of 1955. 
While this figure does not represent nearly as great an 
increase, percentage-wise, as our production has shown, 
it still indicates a creditable improvement and current 
reports of sales at retail indicate that the pace of the 
first half year continues. 

What does 1956 hold in store for the industry? Will 
it be just another year, a good year, or a great year? 
Some economists tell us much of the increased pro- 
duction of 1955 went into a build-up of inventories 
depleted in 1953 and 1954. Does this mean that we 
face 1956 with our shelves full and another year of 
curtailed production? But the same economists forecast 


a slump in buying at retail for the second half of 1955, 
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which slump thus far has failed to materialize. We have 
had, in the past, peak production years with spasmodi 
improvement of sales at retail and they have invari- 
ably been accompanied by fears that they were only 
preludes to other periods of overproduction. 1955 is 
coming to a close in a far healthier atmosphere and 
the horizons seem brighter than they have in many 
years. 

It may be significant too that as the future brightens 
for shoes, it becomes less roseate for the automobile 
industry, traditionally the competitive bogey man of 
footwear. The automobile industry is showing definite 
symptoms of the overproduction which has plagued 
shoes for so many years. Apparently style and color 
alone can no longer sell the full production of auto 
mobiles, so the motor industry, while stepping up its 
style and color program, turns to better engineering, 
more safety devices and increased comfort to bolster its 
lagging sales. Despite impending price rises, 1956 will 
see automobiles as highly competitive as ever with 
other consumer goods. Rest assured that it will have 
more dollars available for advertising and promotion 
to keep it 80. 
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SELLIN (j More Vo 


in an Landing Economy... 


America’s dynamic, changing economy is an ex- 
traordinary spectacle. It offers a gigantic market, con- 
suming, for example, three-fourths of the world’s cars 
and appliances, half of the world’s steel and oil, and 
10 per cent of the world’s shoes. 

Yet it was only some 15 years ago that international 
economists were claiming America’s long growth pat- 
tern had been completed, that our economy had reached 
“maturity” and would level off, its expansion finished. 
But what has happened to America as a nation and as 
an economy over the past 15 years--and the past 
decade in particular—has left even the experts aghast. 
In a mere 15 years, since 1940, America has: 

Increased its population by 35 million, up 26 per 
cent; increased its gross national product by $279 
billions, up 270 per cent; increased its national income 
by $219 billions, up 274 per cent; increased its con- 
sumer expenditures by $193 billions, up 268 per cent; 
increased personal incomes by $222 billions, up 282 
per cent; increased its labor force by 16 million, up 
34 per cent; increased its average factory wage level 
by $1.21, up 285 per cent; increased retail trade volume 
by $137 billions, up 285 per cent; increased shoe 
production by 150 million pairs, up 37 per cent; in- 
creased retail shoe sales dollar volume by $1.2 billions, 


up 54 per cent. 


98 





by WILLIAM A, ROSSI 


The list of spectacular “increases” could go on and 
on, “Economic maturity,” as far as it applies to 
America, has long become an obsolete, inapplicable 
term. In fact, quite to the contrary, this nation faces an 


era of economic and general expansion surpassing even 
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In an Expanding Economy, with a Steadily Rising Standard of Living, 





Yesterday's Luxuries Become Today's Necessities. In the Shoe Business, W hen 


Non-basic Needs Are Considered, “Extra Pairage’” Footwear Becomes an Es- 


sential Part of a Minimum Wardrobe for the Average American Family. 


that of the fantastic 15-year period just completed. 


Here’s a statement from the Twentieth Century 
Fund’s recently completed study, America’s Needs And 
Resources: “The U. S. has not merely climbed to a new 
plateau but is ascending heights whose upper limits 
are not yet measurable, and at an accelerated rate o! 
speed.” 

By 1965, for example, there'll be a probable popu- 
lation of 190-195 million; a gross national product of 
over $600 billions; and personal incomes of $500 
billions. There'll also be a shoe production level of 


nearly 700 million pairs, and retail shoe sales (figured 
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at today’s retail prices) of around $4.3 billions. If 
shoe business is able to step up its pace and increase 
per capita consumption, its production and retail dollar 
volume will soar even higher. 

But right as of the moment, the question of basic 
importance to every shoe manufacturer and _ retailer 
is: What are the most significant changes taking place 
in the American economy—and what do these changes 
imply in terms of potentials for shoe business? 

So let’s take an 


“the American market” 


inside look at this colossus called 


a look at what's happening to 
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More People, Better Living 
= Increased Sales... 


In the lobby of the Commerce Department building in 
Washington is a huge 10-foot-high map of the United 
States, Every eight seconds a light flashes on the map, 
recording a new birth; every two minutes another light 
flashes to record entry of another immigrant. Every 
21 seconds another flashing light records a death. 

At the end of each day the map calculator posts an 
average of 10,500 births, 800 new immigrants, 4000 
deaths, The daily net gain is about 7300 persons. 

Translated into footwear needs, these 7300 new citi- 
zens require a daily additional output of 25,000 pairs. 
Kach month the country adds another 220,000 persons, 
net, which means 750,000 additional pairs of shoes 
Over the course of the year we'll add some 
additional 10 


monthly. 


2,700,000 new citizens—requiring an 
million pairs of shoes. 

On the basis of population gains alone, America’s 
shoe retailers are chalking up about $50,000,000 in 
additional sales each year. Today, the stork is the 
shoeman’s best friend, 
fact, too 


excited about our population growth and its significance 


Now, it’s easy enough—in easy—to get 


to footwear potentials. While it’s generally true that 
more people mean more shoes, in some instances it’s 
less true. While population growth is bringing excel- 
lent results to some branches of shoe business, other 
branches are failing to reap a harvest. 


Women’s shoe business has shown a steady growth 


100 


due mainly to increased per capita consumption. We’re 
making and selling 100 million more pairs of women’s 
shoes annually than we did two decades ago. In misses’ 
and children’s shoes there has been a 100 per cent gain 
in unit sales over the past 10 years. 

But men’s and boys’ shoes have shown little or no 
unit gains. Not only has the effect of population gain 
on these two groups been very small, but per capita 
shoe consumption has fallen. 

However, this will probably change, for fast gaining 
ground is a wholly fresh concept of “merchandising” 
the sales potentials of population growth. Marketing 
experts are urging that industries and retail merchants 
take a fresh perspective and see population growth in 
terms of specific markets for specific products. In 
short, population growth can be deceptive if seen in 
lumped-together form rather than split up into distinct 
classifications. 

For example, in recent years there has been a tremen- 
dous population growth among the very young and very 
old age groups. But there has been a population decline 
in such age groups as 15-19 and 20-29 years. If you 
translate these into potential shoe sales or shoe markets, 
then some types of shoes have a better market potential 
currently than do others. 

Today’s smart merchants, therefore, are paying heed 
to the advice of the marketing experts: translate popu- 
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More People Do Not Always Mean More Shoes. 


While Population Growth Is Boosting Sales in Some 
Branches of the Shoe Business, Other Branches 
Are Failing to Reap a Harvest. This Article Shows 
Why Marketing Experts Say Population 
Growth Should Be Examined in Terms 


of Specific Markets for Specific Products. 
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SHOE TRADE ha ae "fi 


NATIONAL SHOE FAR 


Provides the Forum 


Jor Serious Discussion 
of How to Make the Most 


of kxisting Opportunities 


N )T in the past decade has the shoe industry moved 
National Shoe 


auspices from the standpoint of sales prospects. On 


into the Fair under such favorable 


the home stretch of the biggest, most prosperous 
year in its 300-year history (a record output estimated 
at 560 million pairs, with retail sales calculated at 
around the same figure), 15,000 shoe retailers, buyers 
and wholesalers are readying for the most formidable 
challenge they've ever confronted: preparation with 
the merchandise and methods to make 1956 surpass 
the high peak set in 1955. 

With the industry having come through its greatest 
hoom period, the National Shoe Fair has prepared an 
elaborate program and array of exhibits designed to 
provide visiting shoemen with the required “merchan- 
dise and methods” necessary to do the big job in 1956. 

The Fair, as customary, will be centered in four of 
Chicago's leading hotels: the Palmer House, the Conrad 
Hilton, the 


1300 sample rooms will be used by the 800 exhibiting 


Morrison, the Congress. Approximately 
shoe manufacturers, whose lines comprise footwear in 
every price range, style and type classification, and 
category of construction, With the exhibiting manu- 


facturers representing some 95 per cent of the nation’s 
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total shoe output, the National Shoe Fair makes good 
its justifiable boast of being “the world’s largest, most 
complete shoe show.” 

The Fair will open officially on Monday, October 
24, with a breakfast meeting in the huge ballroom of 
the Palmer House, at 8:15 A.M. Tickets will be avail- 
able at registration desks in all four hotels. 

Featured speaker at the Monday breakfast will be 
Dr. Kenneth McFarland, consultant to General Motors 
Corporation. Dr. McFarland is a well-known educator 
and a recognized authority on vocational training. He 
travels extensively throughout the U. S. and Canada, 
speaking before retail merchants, business and manage- 
ment groups. 

The much-awaited Shoe Retailers Workshop, under 
the direction of Amos Parrish, nationally known re- 
tailing analyst, will take place on Tuesday morning 
at 8:15, following a breakfast meeting in the ballroom 
of the Conrad Hilton hotel. The Amos Parrish organiza- 
tion has completed a country-wide study of the methods 
used by successful retail shoe merchants. The enlighten- 
ing findings of these significant studies will be pre- 
sented during the workshop session, revealing ways 


to build sales volume and profits. A valuable take- 
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home book, with a condensation of all the important 
facts and figures of the study, will be available free 
to all those attending the breakfast. Tickets may be 
obtained at any of the registration desks. 

On Tuesday evening, both the National Shoe Re- 
tailers Association and National Shoe Manufacturers 
Association will hold separate meetings of their boards 
of directors, Election of new officers will be announced 
following the meetings. 

Three of the highlights of this year’s Fair will be 
the Star Award; the 


for retail shoe stores; 


Salesman Achievement Award 


contest and a preview of the 
“Shoe Store of Tomorrow.” 

The first two are contests that are being launched at 
this year’s Fair, with the winners to be presented at 
the 1956 Shoe Fair. The Star Salesman Award will go 
to top traveling shoe salesmen, based on an elaborate 
scoring system to be used by all participating com- 
panies. Winners will receive a beautiful trophy, a hand- 
some lapel pin, plus national and home-town recogni- 
tion for their achievement. At the 1956 Shoe Fair, the 
winners will be honored at a special function. 

The Achievement Award contest for shoe stores will 


also be launched, and all details for entering the con 
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test wili be available to interested stores by inquiring 
at the hotel registration desks. The winners will receive 
highly valued prizes and national recognition. 
Though the actual “Shoe Store of Tomorrow” won't 
go on full view until the 1956 Fair, a preview or “peep 
show” version will be seen during the 1955 Shoe Fair 
on the fourth floor of the Called 


“Operation 1965,” this advance inside look is certain 


Palmer House. 
to arouse much interest among retailers because of its 
imaginative and creative originality regarding the fu- 
ture of retail shoe store operations, 

A special Press Luncheon is being held on Monday, 
October 24, at 12:15 P.M., in the Embassy 
the Morrison Hotel. 


shoe retailers and manufacturers will answer questions 


Room of 


A selected Panel of outstanding 


by representatives of the nation’s newspaper, magazine, 
trade and fashion press. 

A group of leading Italian shoe manufacturers and 
designers have prepared a special exhibit of new Italian 
shoes that have been playing such an influential role in 
American styling trends. It is expected that at least one 
other foreign shoe exhibit will be on display 

An additional highlight of the National Shoe Fair 
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Tus year of 1955 has been an extraordinary year in 
shoe business. The 1955 National Shoe Fair, to be 
staged in Chicago October 24-27, promises to be an 
extraordinary event in the history of the shoe trade. 
There are momentous decisions facing the industry 
and each and every individual engaged in the making 
and marketing of shoes. There are questions to which 
everybody seeks an answer, and Chicago, in the fourth 
week of October, will provide the most promising 

forum for discussion and decision. 
There are questions related to the business outlook, 
GILBERT HAHN W. OTTO WARN and how long the present pace of sales and production 
NSRA President Shee Felr Committoomen is likely to continue. Will the Spring season bring 
Shoe Fair Committeeman an increase, will sales and production level off, or does 
the trade barometer indicate some decline? What are 
the most important style trends in Spring shoes likely 
to be? What about prices, a subject about which every 
current trade discussion revolves? There are ques- 
tions of merchandising, management, advertising and 
promotion, items that must take high place on the trade 
agenda if current volume is to be maintained on a rising 

price market. 

In line with these and other topics of live interest, 
the National Shoe Fair management has prepared a 
program that should appeal to every shoe man. A de- 
tailed program and directory may be obtained on 


L .E. LANGSTON JOHN Ww. MORGAN registration at any one of the four official hotels. 
NSRA Vice-President Chairman 
Ex-Officio Committeeman Shoe Fair Committee 


eepemern 


D. S. HIRSCHLER CLOVIS SAUNDERS OWEN W. METZGER E. J. TRENCH 


Shoe Fair Committeeman Shoe Fair Committeeman Shoe Fair Committeeman NSTA President 
Shoe Fair Committeeman 


NWA 
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allied trade 


centered, 


Shoe 


Fair 


SUNDAY, October 23 


Arrival and registration of retailers and other shoe and 
members for 
Registration will take place at the four official hotels, 
Palmer House, Conrad Hilton, Morrison and Congress, 
where all 


exhibits 


1955 


and 


National 


events 


Shoe 


All-Day—Inspection of exhibits at National Shoe Fair 


hotels. A brunch meeting of INDEPENDENT SHOE- 
MEN will be held at the Sheraton Hotel. 


MONDAY, October 24 
A.M. 


Shoe Fair, Grand Ballroom, Palmer House, with 
consultant to 


8:15 


Kenneth 


McFarland, 


Corporation, as speaker. 


al ie j ao 
Evening 


-Annual 


General 


Opening Breakfast Meeting of National 
Dr. 
Motors 


Membership Meeting of National 


Shoe Manufacturers Association at Palmer House. 


TUESDAY, October 25 


8 A.M. 


Ballroom, 


National Shoe Fair Rreakfast Session, Grand 


Conrad 


Retail Workshop. 


Evening 


National 


Hilton, 


Shoe 


followed by 


Manufacturers 


Amos Parrish 


Association 


Board of Directors Meeting at Palmer House. 


Evening 


National Shoe Retailers Association Board of 


Directors Meeting at Palmer House. 


WEDNESDAY, October 26 


All Day 


activities. 


Inspection of exhibits and National Shoe Fair 


THURSDAY, October 27 


Inspection of Exhibits in forenoon and departure. 





A. J. BRAUER, JR. 


Shoe Fair Committeeman 


ww 1956 
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H. W. LAMBRECHT 


Shoe Fair Committeeman 


of 


Fair. 


will be 


MAXEY JARMAN 


Shoe Fair Committeeman 





M. A. WATSON 
NSMA Vice-President 
Ex-Officio Committeeman 





HAROLD R. QUIMBY 


NSMA_ Secretary 





S. 


HERBERT LAPE 


Shoe Fair Committeeman 


of the NATIONAL SHOE FAIR 


SHOE WEEK IN CHICAGO 





SLOSBERG 
NSMA President 


Shoe Fair Committeeman 





EDGAR E. RAND 


Shoe Fair Committeeman 


Jor Shoe Selling 





JK. 




























(This List Includes Reservations up to September 1, 1955) 
Ay the NATIONAL SHOE FAIR Official Directories will be distributed, in 


which will be printed the hotel and room number or booth number of each 


exhibitor. Directories will be available at all registration desks located in each 


of the exhibiting hotels. Visiting buyers will find these directories very useful 


because of this and other information they contain. 


HOTEL 


Conrad Hilton 
Palmer 


FIRM NAME 


A-B-C, Calzaturificio 
Abbott Shoe Co. 

Abrams, Bernard, Inc., 
Palmer Booth—Ex. Hall 
Conrad Hilton 
Morrison 

Morrison 
Conrad Hilton 

Palmer 

Conrad Hilton 

Conrad Hilton 


Accent Shoe Co. 
Accurate Shoe Corp. 
Ace Footwear Inc. 
ACFA 
Acme Boot Co. 
Adams Brothers, Inc. 
Adams Shoe Co. 
Addison, John, Footwear, Inc. Morrison 
Aerotized Walkmaster Shoes Palmer 
Air-O-Magic Div. (H. C. Godman Co.) 
Palmer 
Air Step Division (Brown Shoe Co.), 
Conrad Hilton 
Air-Tred Shoes (Div. Gardiner Shoe Co., 
Inc.) Palmer 
“ALA,” Calzaturificio Conrad Hilton 
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HOTEL 


Palmer 
Morrison 
Conrad Hilton 
Palmer 
Conrad Hilton 
Palmer 
Conrad Hilton 
Palmer 

Palmer 
Conrad Hilton 
Morrison 


FIRM NAME 


Alden, C. H., Shoe Co. 
Alert Shoe Corp. 
Algy Shoes Inc. 
Allen-Edmonds Shoe Corp. 
Allen Shoe Co., Inc. 
Allure Shoe Corp. 
Alrose Shoe Co., Inc. 
Altman Bros. Shoe Mfg. Co. 
Altschul, Julius, Inc. 
Amalfi Originals, Inc. 
Ambassador Shoe Co., Inc. 
American Biltrite Rubber Co., 
Palmer Booths—Ex. Hall 
American Fixture, Inc., 
Palmer Booth—Ex. Hall 
American Gentleman (Div. Craddock- 
Terry Shoe Corp.) 
American Girl Shoe Co. 
American Juniors 
American Maid Footwear, Inc. 


Palmer 
Palmer 
Palmer 
Morrison 


FIRM NAME HOTEL 


American Shoemaking, 
Palmer Booth—Ex. Hall 

Ammendola Fratelli di V.zo.. Conrad Hilton 
Andrews-Alderfer Co. Conrad Hilton 
Angel Shoes Morrison 
Anglo-American Agencies Corp. Palmer 
Anwelt Shoe Mfg. Co. Morrison 
Apt Shoe Mfg. Co. Conrad Hilton 
Aptitudes Conrad Hilton 
Arch Preserver Juniors Palmer 
Arch Preserver Shoes Palmer 
Armstrong Balance-in-Motion Palmer 
Armstrong-Norwalk Rubber Corp., The 

(Shoe Soling Div.) Palmer Booth—Ex. Hall 
Arnold Glove Grip Shoes Palmer 
Aronov of California Conrad Hilton 
Arthur Murray Footwear Conrad Hilton 
Artcraft Shoe Manufacturing 

Co. 
Ascutney Shoe Corp. 
Atkinson Shoe Corp. 
Atlas Shoe Mfg. Co., inc. 
Auburn Maid Footwear, Inc. 
Auerbach Shoe Co. 
Avon Sole Co. 
Avonettes 


B. B. Chemical Co. 
B & B Shoe Co. 

B & C Shoe Co., Inc. 
B-G Shoe Co 

B & W Footwear Co., Inc. 


Conrad Hilton 
Morrison 
Conrad Hilton 
Palmer 
Morrison 
Morrison 
Palmer Booths—Ex. Hall 
Conrad Hilton 


Palmer Booths—Ex. Hall 

Palmer 
Merrison 
Morrison 
Morrison 
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FIRM NAME 


Bachman Shoes, Inc. 
Badorf Shoe Co., Inc. 
Bambi Footwear Inc. 
Bambo Shoe Mfg. Co. 
Bamboche Raffias 
Bancroft Shoe Mfg. Co. 
Banister Shoes 

Banner Slipper Co. 
Barclay Shoe Corp. 
Barcy Shoe Co., Inc. 
Baris Shoe Co. 

Barker, A., & Sons Ltd. 





Barr & Bloomfield Shoe Mfg. Co 


Barre Footwear Co. 
Bartley Inc. 

Bass, G. H., & Co. 
Bata Shoe Co., Inc. 
Bates Shoe Co 

Bay Bee Shoe Co., Inc 
Beacon Shoe Co. 


Beacon Shoe Mfg. Corp. 
Bearfoot Sole Co., Inc., The, 


on Display... 


HOTEL 


Morrison 
Morrison 
Morrison 
Morrison 
Conrad Hilton 
Morrison 
Palmer 
Morrison 
Morrison 
Congress 
Morrison 
Palmer 
Morrison 
Morrison 
Morrison 
Palmer 
Morrison 
Palmer 
Morrison 
Conrad Hilton 


Morrison 


Palmer Booths—Ex. Hall 


Beau Footwear Co. 
Beaudin, L. E., Shoe Co 
Beckerman, M., & Sons 
Bedford Shoe Co. 
Beford, A. J., Shoe Inc. 


Belcher, George E., Last Co. 
Palmer 
Palmer 


Belcher Shoe Trees 
Belgrade Shoe Co. 
Bellaire Shoes 
Belleville Shoe Mfg. Co. 
Ben & Sally 


Bendottie Footwear Corp. 


Benson Shoe Co. 
Berco Shoe, Inc. 

Berk, Sid, Inc. 

Bernall Handbags Inc. 
Bernardo Sandals, Inc 
Bernie Shoe Co. 
Bickford Shoes, Inc. 
Billie Shoe Co., Inc 


Conrad Hilton 
Palmer 
Morrison 
Palmer 
Morrison 


Booth—Ex. Hall 
Booth—Ex. Hall 
Conrad Hilton 
Conrad Hilton 
Palmer 

Conrad Hilton 
Morrison 
Morrison 
Morrison 
Conrad Hilton 
Palmer 
Conrad Hilton 
Morrison 
Congress 
Conrad Hilton 


Billiken (Div. Craddock-Terry Shoe 


Corp.) 
Bing Bow Co., Inc. 


Palmer 


Palmer Booth—Ex. Hall 


"Blinkies" Div. Monarch-Youngsters Shoes, 


Inc. 
Bloom Ease, Inc 
Blossom Footwear, Inc 
Blue Bonnet Shoe Co. 
Blum Shoe Mfg. Co. 
“Bobbies” 
Bolero Shoe Co 
Bolita Bailets, Inc 
Bon-Tell Footwear Corp. 
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Conrad Hilton 
Morrison 
Conrad Hilton 
Palmer 
Morrison 
Conrad Hilton 
Conrad Hilton 
Conrad Hilton 
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Boot-ster Manufacturing Co., 


Bostonian Shoes 
Botticelli of Italy 
Bourque Shoe Co., Inc 
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Palmer 
Inc. Palmer 
Palmer 
Conrad Hilton 
Conrad Hilton 


FIRM NAME HOTEL 

Boyd-Jones Shoe Co. Conrad Hilton 
Boyertown Shoe Corp. Morrison 
Braga Shoe Co., Inc. Morrison 


Brauer Bros. Shoe Co. Conrad Hilton 
Breeze Products (Div. U. S. Foot 

Appliance Corp.) Conrad Hilton 
Bridgewater Workers Co-op. Assn., 

Inc. Morrison 
Bristol Manufacturing Corp. 
British Brevitts 
British Lillibets 


Morrison 
Conrad Hilton 
Conrad Hilton 


British Walkers Palmer 
Broitman-Gaffin Shoes, Inc Morrison 
Brown, H. H., Shoe Co., Inc. Morrison 
Bruce Shoe Co., Inc Palmer 
Burg, A. S., Co. Conrad Hilton 
Burlington County Shoe Corp Palmer 


Burns Shoe Mfg. Co., Inc. Conrad Hilton 


Buskens Conrad Hilton 
Buster Brown (Div. Brown Shoe 

Co.) Conrad Hilton 
C & S Shoe Co., Inc. Morrison 
California Cobblers Palmer 


Conrad Hilton 
Conrad Hilton 

Morrison 
Conrad Hilton 
Conrad Hilton 


California Footwear Co 
California Imp-Prints 
Cambridge Rubber Co 
Cameron Company Displays 
Camille Designs Inc 


"Candy Kids’ Morrison 
Cangemi Coed (Div. Tober Saifer Shoe 
Mfg. Co.) Conrad Hilton 
Cantilever Palmer 
Capezio Dance Footwear Conrad Hilton 
Capezio Fashion Footwear Palmer 
Capezio, Inc. Conrad Hilton 
Capitol Shoe Mfg. Corp Morrison 


Morrison 


Capitol Slipper Corp. 


Caprini, Inc. Conrad Hilton 
Cardone & Baker Inc. Conrad Hilton 
Caribe Shoe Corp Morrison 
Caribbean Modes, Inc Morrison 
Carlisle Shoe Co. Palmer 


Carmo Shoe Manufacturing Co 

Conrad Hilton 
Ltd. Palmer Booth—Ex. Hall 
Conrad Hilton 


Carry Pack Co., 

Caswell Shoes, Inc 

Cat's Paw Rubber Co., Inc 
Palmer Booths 

Caughey Footwear Inc 

Cavaliere, Paolo, Calzaturificio 

Conrad Hilton 

Conrad Hilton 


Ex. Hall 


Palmer 


Caviar Beadette Handbags 


Cedar Shoe Co Palmer 
Cellini Shoes, Inc Conrad Hilton 
Central Shoe Mfg Co., Ine Morrison 
Charm Footwear Co., The Morrison 
Chesapeake Shoe Mfg. Co Palmer 
Child Life Shoes Palmer 


CI.CE.SA Conrad Hilton 
Citations Conrad Hilton 
City Club Conrad Hilton 
City Club Shoes Palmer 
Clapp, Edwin, & Son, Inc Palmer 
Clark Shoe Co. Conrad Hilton 
Clarks of England, Inc Palmer 


FIRM NAME HOTEL 
Classical Girl Shoe Co Conrad Hilton 
Clement & Ball Mfg. Co., Inc Palmer 
Clerget, Inc. (France) Palmer 
Clickies, Inc. Morrison 
Clinic Shoemakers, The Palmer 


Conrad Hilton 


Clix Footwear, Inc. 
Clover Leaf Novelty Co., 


Palmer Booth—Ex. Hall 
Cobbies (The U. S. Shoe Corp.) Palmer 
Cobblers, Inc Palmer 
Coccini Conrad Hilton 
Co-Ed Shoe Mfg. Co., In Morrison 


Conrad Hilton 


Morrison 


Coffey-Hoyt Products, In« 
Cohen, & ss Shoe Co Ine 


Cohen, M., & Sons Shoes Co., Inc Palmer 
Cole, B E., Co Conrad Hilton 
Cole-Haan (Div. J. P. Smith Shoe 

Co.) Palmer 
Colella Palmer 
Colton Footwear, Inc Palmer 
Comet Shoe Mfg. Corp Morrison 


Comfort Sandal Mfg. Co., Inc 
The Morrison 
Commonwealth Shoe & Leather Co Palmer 
Compo Shoe Machinery Corp 
Palmer Booths—Ex. Hall 
Conrad Hilton 
Conrad Hilton 


Confetti's 
Conformal Shoe Co 


Connolly Shoe Co Palmer 
Converse Rubber Co Conrad Hilton 
Coon, W. B., Co Palmer 
Copeland & Ryder Co, (Div The 

Scholl Mfg. Co., Inc.) Palmer 


Conrad Hilton 
Conrad Hilton 
Palmer 


Copley Shoe Co 

Corbin, B. A., & Son Co 

Corcoran, Joseph F., Shoe Co 

Cornuda, Calzaturificio di 
ltalia——Conrad Hilton 

Inc Conrad Hilton 


Coronet Footwear 


Cosmos Footwear Corp Morrison 
Cotillion Footwear Palmer 
Crest Shoe Co. Palmer—Morrison 
Crosby Square, The House of Palmer 


Crown Shoe Co. (Div. Tober 
Saifer Shoe Mfg. Co.) 

Culver Mfg Co., Ine 

Curtis Shoe Company of 


Conrad Hilton 
Conrad Hilton 


Texas Conrad Hilton 
Curtis Stephens Embry Co Palmer 
Cushionized Conrad Hilton 
Cushman, Charles, Co Palmer—Morrison 
Customcraft Conrad Hilton 
Dalsan, Inc Palmer 


Danelli Originals 
Dansel Shoe Div 

Shoe Co., Inc.) 
D'Antonio Shoe Corp 


Morrison 

(Martin & Tickelis 
Morrison 
Conrad Hilton 


Danvers Shoe Co., !ne Palmer 
Darlin's by Rex Conrad Hilton 
David Shoe Co., Inc Morrison 


Davis, H. E., Shoe Co 
Daytimer Shoe Co 
Deb Shoes 
Debtowners (Div 
Shoe Mfg. Co.) 


Morrison 

Palmer 

Conrad Hilton 
Saifer 


Conrad Hilton 


Tober 









FIRM NAME HOTEL 
Hilton 
Hilton 
Hilton 
Hilton 
Hilton 
Hilton 
Hilton 
Palmer 
Morrison 
Palmer 


Conrad 
Conrad 
Conrad 
Conrad 
Conrad 
Conrad 
Conrad 


Deevers Shoe Co. 

"Degas" 

DeLiso Debs 

Del's of California 

De Marco Shoe Co., Inc. 

Demosette Shoes 

Desco Shoe Corp. 

Diamond Shoe Corp. 

Diane Footwear, Inc. 

Dickerson, Walker T., Co., The 

Display Equipment Corp., 
Palmer Booth—Ex. Hall 

Palmer 

Palmer 

Palmer 


Dixon-Bartlett Co. 
Dr. Hiss Shoes 
Dr. Posner Shoe Co., Inc. 
Cr. Scholl Shoe Co. Palmer 
Doerman Shoe Mfg. Co. Palmer 
Dominion Shoe Co. (Div. General Shoe 
Corp.) Palmer 
Dori Shoe Co. Conrad Hilton 
Dorothy Dodd Shoe Co. Conrad Hilton 
Douglas, W. L., Shoe Co. Palmer 
Dow Corning Corp. Palmer Booths—Ex. Hall 
Dreamer's Conrad Hilton 
Dress-Ups by Alexis Conrad Hilton 
Drew, Irving, Corp. Palmer 
Drizzle Boots Conrad Hilton 
Dunn and McCarthy, Inc. Conrad Hilton 
Durable Shoe Co. Morrison 


Morrison 
Morrison 
Morrison 
Palmer 
Palmer 
Palmer 
Palmer 
Conrad Hilton 
Palmer 
Conrad Hilton 
Palmer 
Conrad Hilton 
Conrad Hilton 
Morrison 
Morrison 
Palmer 


E-Z Footwear Corp. 

Eagle Shoe Mfg. Co., Inc. 

Eagle Shoe & Slipper Mfg. Corp. 
Eastland Shoes, Inc. 
Easy-Goers 

Eaton, Charles A., Shoe Co. 
Eby Shoe Corp. 

Ed White Junior Shoe Co. 
Edgerton Shoe Co. 

Edith Henry, Inc. 

Edwards, J.. & Co. 

Elias & Bender, Inc. 

Elite Shoe Co. 

Empire Shoe Mfg. Co. 
Empire Specialty Footwear Co. 
Endicott Johnson Corp. 

Enna Jettick Shoes, Inc. Conrad Hilton 
Ephrata Shoe Co., Inc. Palmer 
Esquire, Inc. Palmer Booths—Ex. Hall 
Esquire Shoe Polish. Palmer Booth—Ex. Hall 
Etonic Shoes Palmer 
Etra Handbags Congress 
Evans, L. B., Son Co. Palmer 
Evy Footwear Co. Morrison 


Fairy Forms Palmer Booths—Ex. Hall 
Faith Shoe Co., Inc. Conrad Hilton 
Family Shoe Co. (Div. General Shoe 

Corp.) Palmer 
Fandango Shoes Conrad Hilton 
Fashion-Bilt Shoe Co. Palmer 
Fashion Craft (Div. Craddock-Terry Shoe 

Corp.} Palmer 
Fashion Show Flats, Inc. Conrad Hilton 
Fein & Glass, Inc. Morrison 
Fenton Shoe Corp. Morrison 
Fern Shoe Co. Conrad Hilton 
Feuchtwanger, Sig. Palmer Booth—Ex, Hall 
“Fiancees" Conrad Hilton 
Field and Flint Co. Palmer 
Five Star Footwear Co. Palmer 
Five Star Shoe Co., Inc. Palmer 
Flatow, Henry, Creations by Conrad Hilton 
Flautt, John, Shoe Co., Inc. Congress 
Fleet-Air Palmer 
Fleisher Shoe Sales Corp. (Div. General 

Shoe Corp.) Palmer 
Flexmor In-Stock Division Conrad Hilton 
Flexmor Shoe Co. Conrad Hilton 
Florence Impex Co., Ltd., The Conrad Hilton 
Florsheim Shoe Co. Palmer 
Flying Aces Palmer 
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FIRM NAME HOTEL 


Palmer 
Palmer 


"Foamtreads” 

Foot Delight Shoe Co., Inc. 
Foot Flairs Conrad Hilton 
Foote, John, Shoe Co., The Palmer 
Footwear News Palmer Booth—Ex. Hall 
Formfitting Slipper Corp. Morrison 
Fortune Shoe Company Palmer 
Fortunet Shoe Co. (Div. General Shoe 

Corp.) 

Frankel Display Fixture Corp., 

Inc. Palmer Booths—Ex. Hall 
Frankel, Harry, Co. Conrad Hilton 
Frankel Plastic Corp. Palmer Booths—Ex. Hall 
Fraser Shoe Co. Conrad Hilton 
Fredelle Footwear Conrad Hilton 
Frederick, Robert, Shoe Associates... Palmer 
Freedman, A., & Sons, Inc. Palmer 
Freeman Shoe Corp. Palmer 
Freeport Shoe Co. Morrison 
French Shriner & Urner Mfg. Co. Palmer 
Friedman Shelby Shoe Co....Conrad Hilton 
Friendly-Acrobat Shoe Co. (Div. General 

Shoe Corp.) Palmer 
Frye, John A., Shoe Co., Inc.. Conrad Hilton 
Futura Footwear Corp. Conrad Hilton 


Palmer 


Palmer 

Conrad Hilton 
Morrison 
Palmer 
Morrison 
Palmer 


G-Flats by Golo 
Gambits Shoes 
Garden Spot Shoes, Inc. 
Gardiner Shoe Co., Inc. 
Garfield & Rosen, Inc. 
Geller, Andrew, Shoe Co. 
General Shoe Corp. Palmer 
General Shoe Corp. (Men's Div.) Palmer 
Genfoam Shoe Co. (Div. General Shoe 

Corp.) Palmer 
Georgia Shoe Mfg. Co. Morrison 
Gerberich-Payne Shoe Co. Palmer 
Gettysburg Shoe Co. Morrison 
Givren, E. J., Shoe Co. Palmer 
Goddess Shoe Co. Conrad Hilton 
Godman, H. C., Co. (Air-O-Magic 

Div.) Palmer 
Godman, H. C., Co. (Hugtite Div.) Palmer 
Godman, H. C., Co (Tarsaltred Div) Palmer 
Gold Seal Rubber Co. Conrad Hilton 
Goldberg Bros., Inc. .Morrison 
Goldberg, S., & Co., Inc. Morrison 
Goldstein, Julius, Sons Co. Palmer 
Golo of Dunmore Palmer 
Golo Footwear Corp. Palmer 
Goodrich, B. F., Co. Palmer—Ex. Hall 
Goodyear Footwear Corp. Morrison 
Goodyear Tire & Rubber Co., Inc. 

(Airfoam Div.)...Palmer Booths—Ex. Hall 
Goodyear Tire & Rubber Co., Inc., 

(Neolite Div.) Palmer Booths—Ex. Hall 
Gordon, Reuben, Shoe Co., 

Inc. 
Gotham Shoe Mfg. Co., Inc. 
Grace Shoe Mfg. Corp. 
Gray Bros. Shoes, Inc. 
Great Northern Shoe Co. 
"Great Scott" 
Great Western Shoe Co. 
Green, Daniel, Co. 
Green Shoe Mfg. Co., The 
Grinnell Shoe Co. 
Grosvenor, C. A., Shoe Co.., 

Inc, 
Ground Gripper Shoes 
Guide Step 
Gustinettes 


Conrad Hilton 
Morrison 
Conrad Hilton 
Palmer 

Palmer 

Palmer 

Palmer 

Palmer 

Palmer 

Palmer 


Conrad Hilton 
Palmer 
Palmer 


Conrad Hilton 


Haan, Edward H., Shoe Co. (Div. Gen- 

eral Shoe Corp.) Palmer 
Haddad Shoe Corp. Morrison 
Hagerstown Shoe Co. Palmer 
Hallowell Shoe Co. Palmer 
Hamilton Shoe Co. Morrison 
Hamilton Shoe Co. Conrad Hilton 
Hammond, Arthur A., Inc. Conrad Hilton 


FIRM NAME HOTEL 
Hampshire Shoe Co. (Div. International 
Shoe Co.) Palmer 

Hanan & Son Palmer 
Hannahsons Shoe Co. Palmer 
Happy Tot Shoe Corp. Palmer 
Harvey Shoe Co. Conrad Hilton 
Hawaii, Imports of Conrad Hilton 
Haymakers by Avon Conrad Hilton 
Hazzard, R. P., Co. Palmer 
Heel Hugger Shoes, Inc. Conrad Hilton 
Heicklen, Lewis, Sales Co., Inc. Palmer 
Heilbrunn, J., & Sons Morrison 
Henel Shoe Co. Conrad Hilton 
Henry Shoe Mfg. Co., Inc. Morrison 
Herbst Shoe Mfg. Co. Palmer 
Hercules Shoe Mfg. Corp Morrison 
Herman, Joseph M., Shoe Co. Palmer 
Heydays Conrad Hilton 
Hi-Grade Footwear Corp. Morrison 
Hill and Dale Shoes Palmer 
Hoague-Sprague Corp., 

Palmer Booth—Ex. Hall 
Hobby Footwear, Inc. Morrison 
Hoffco Shoe Dressing Co., 

Palmer Booth—Ex. Hall 
Hoffmann, Harri, Co..Palmer Booth—Ex. Hall 
Holland-Racine Shoes, Inc. Palmer 
Hollywood Shoe Polish, Inc. Morrison 
Hollywood Skooters Palmer 
Holmes Stickney, Inc. Conrad Hilton 
Honeybugs Conrad Hilton 
Honeydebs Conrad Hilton 
Horwitz, Vincent, Co., Inc. Morrison 
House of Crosby Square, The Palmer 
Howard & Foster Co., Inc. Palmer 
Howard Layne, Ltd. Conrad Hilton 
Hubbard Shoe Co., Inc. Palmer 
Hubler Shoes, Inc. Morrison 
Hug-Tite Div. (H. C. Godman Co.) Palmer 
Huiskamp Bros. Co. Conrad Hilton 
“Huskies” Morrison 
Hussco Shoe Co. Morrison 


Palmer 
Conrad Hilton 
Conrad Hilton 


Ideal Shoe Mfg. Co. 
Iling of California 
Imports of Hawaii 
International Shoe Machine Corp., 

Palmer Booths—Ex. Hall 


Palmer 


Conrad Hilton 


Iselin, William, & Co., Inc. 
Italian Shoe Exhibit: 
A-B-C, Calzaturificio 
ACFA 
"ALA," Calzaturificio 
Ammendola Fratelli di V.zo 
Cavaliere, Paolo, Calzaturificio 
CI.CE.SA 
Cornuda, Calzaturificio di—Cornuda 
Florence Impex Co., Ltd., The 
“La Romagnola" Calzaturificio 
Locatelli F.ili 
Mantovani, Ivo, Calzaturificio 
Mostra Mercato Internazionale delle 
Calzature Delegazione 
VAF, S.r.l., Calzaturificio 
Verona, Calzaturificio di 
Vibelsport S.r.1., Calzaturificio 
Zimonti, Giovanni 


Conrad Hilton 
Palmer 

Palmer 

Palmer 
Morrison 
Conrad Hilton 
Morrison 
Conrad Hilton 
Conrad Hilton 


Jamey Shoe Co. 
Jantzen Jandoliers 
Jantzen Shoes 
Jarman Shoes For Men 
Jay-Allen-Ward Co., Inc. 
Jay Shoe Mfg. Co. 
Jenrose Shoe Co., Inc. 
Jerrold Margaret, Inc. 
Joanette Footwear Co., Inc. 
"Jocelli’ Shoes Palmer 
Jo-Gal Shoe Co. Conrad Hilton 
Johansen Bros. Shoe Co., Inc..Conrad Hilton 
Johnson-Baillie Shoe Co. Palmer 
[TURN TO PAGE 194, PLEASE] 
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lr promotion is the spark that starts the train 
of selling and if promotion themes are the 
application of that spark to the engine, sales 
of women’s shoes for 1956 should go full steam 
ahead. 

Every new season we feel enthusiastic for 
the new styles but many times this enthusiasm 
has been mixed with doubts and questions. 
Aren’t there too many different styles? How 
can a retailer form a sound merchandising 
program with such diversity of styles? Where 
should he concentrate his buying so that he has 
adequate depth in sizes? 

Nineteen fifty-six will see just as many styles 
but types are more clearly defined. Take, for 
example and to start with, the pump family, 
slated to be more important than ever this 
coming year. There are many kinds of pumps 

open and closed, dressy and tailored, high 
heel and low heel, trimmed and plain. The 
perfectly plain pump with folded top line, fine 
and elegant, has become a very special part of 
the pump picture, 


The new treatments of spectators have added 











Sales 


another promotion group. Gone is the idea 
that the spectator must be the classic tip and 
fox pump in white with tan, blue or black trim 
Now a spectator may be in white with a pastel 
tip and fox, or pink with red or two blues or 
yellow with beige. The only indication that 
it is a spectator lies in the stitching, the per 
foration and the tailored heel. 

Soft constructions offer another major pro- 
motion theme. So, too, do heels and heel 
heights which range from 24/8 or higher to 
flats, with constantly growing interest in me 
dium heights from 15/8 to 17/8. Decorated 
heels are lucite, carved, painted, filigreed 
jeweled. Wedges are full wedges, or shaped 
or whittled out to next to nothing. Colored 
non-leather soles are style features. Color is 
always an attractive promotion idea, and the 
range is beautiful and varied this year with 
Oriental themes to play upon. As for upper 
materials, the range of leathers is richer and 
more interesting than ever; the fabrics and 


synthetics full of style appeal 
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Ynen Stason 


Jor he Ypen Silhouette 


Wii AT do opened-up shoes mean to you—the retailer 
Will all the interest 
in pumps, in new spectators and in soft constructions 
We do not believe 


so. Women like open shoes too much and find them 


for Spring and Summer 19567 
cut into your open shoe business? 


both comfortable and becoming. 

There are so many ways of interpreting open shoes; 
so many other ways besides the use of strippings. That 
continues, of course. Not every woman can wear such 
shoes, however. Strippings often press against tender 
spots or reveal imperfections best hidden. 


lor these women, broader bands of leather, or fabric. 


The “Drama” 


r ¢ 

by ELEANOR M. RUTTY 

offer a solution. Such women may be able to wear the 

backless mule with wide single band vamp. Mesh, too, 

has much to offer a woman who needs shoes that give 

her feet support but who wants to wear light, Sum- 
mer-y looking styles. 

For some women vinylite has come as an answer to 
their need. At first glance shoes made of this trans- 
parent material seem like a style for the young and 
very fashion-minded. But other have 


women worn 


them, too, and report that they are very comfortable. 


pump com- 


bining black pattern mesh 
with black patent leather. 


A Drew Shoe. 


Docu 





Instep strap on high shape- 
ly wedge with vinylite 
vamp trimmed with luster 


White straw mesh 
open toe sling pump, 


with flower trim, on 
a high wedge. Swan. 


The “Ensign,” mule in 
black patent leather 
over white kid, 22/8 
cork wedge. By Turian. 


calf, Allure. 
| wail, 
Vy 


Mule with rustic look in 
vamp and high cork wedge 
heel. Wedgeling by Miami. 





W arm Weather and Opened-Up Shoes—the Two Go Hand in Hand 


and 1956 Will Find the Trend as Strong as Ever for All Oceasions. 


At-home mule in colorful 

Oriental brocade and 

gold kid, low wedge heel. 
Nite-Aires. 


Sandal with rosette trim 
on low wedge. Foamftred 
Construction. Welico. 


Pearlized kid T-strap on 
15/8 sliver heel, full foam 
sock lining. Desco Deb. 


SHOE DRAWINGS 
by ELLY NORDEN 


Lattice type pump in all- 
over black patent. Queen 
Quality. 


High heel instep strap, 
alternating vamp strips 
of cream and red. Accent. 


"Voo Doo" in colorful 
straw with a_ native 
Caribbean feeling. A 
Lowlander by Westport. 
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Smart combination of 

mesh with calf in instep 

strap with draped vamp. 
From Foot Saver. 


High curved throat line 
in airy silhouette of all- 
over patent. Life Stride. 


Coe 





“Pumps Have Dore Ht Agquine 


RememBer the time when “pump” meant “opera 
pump” and everyone said it was killing the shoe busi- 
ness? That seems like a long time 


At least it 
aflected by this vogue. 


ago, doesn’t it? 
of us who weren’t too much 
It did affect some 


When women wore plain black 


does to some 
of us in a 
however. 


certain way, 


suede operas from morning to night, there wasn’t 

much style news to report, 
However, that day is long past. Now there is plenty 

of style 


come a very special style. 


The plain pump, too, has be- 
folded 


slimmer heel 


news in pumps. 
It has very often a 


topline, lower and straighter back line, 


and it may have a straight topline and a V-throat re- 


flecting the tapered V shape of the toe. Or it may have 
a straight-across square looking throat line and a dis- 
appearing side line. Yes, the plain pump has acquired 
plenty of very special style interest. 

For the woman who wants her pump style a little 


softer and more decorative, however, there are many 


variations you can offer her. Two-tone treatments look 


new and interesting. A favorite treatment, very dis- 


tinguished and high style, is the vamp in one color, 


the quarter in another. 
A large area of one color and a small area of a sec- 


ond is another kind of two-tone treatment. This year 


the two tones are often in the same color family—a 


lighter and a darker shade. Using a second color as a 


contrasting underlay—sometimes under the new fine 


perforations—is another way of making a two-tone 


shoe. 
Ombré effects in more than two shades are also being 


used to a certain extent. Favorite combination among 


these is the beige-to-brown group. The beige is some- 
times the middle color with a just off-white the palest 
tone in the group. Still another way of introducing 
contrasting or blending colors is by the use of printed 
leathers combined with plain. Of course, pipings, 
bindings, appliqués, buttons, buckles and other orna- 
mentations are all being used in the trimmed pumps. 

Another selling point for your pump business is 
the variety of heel heights. So important has this factor 
that, 


been opened in recent months which feature 


become in one large city, two shoe stores have 
their 
medium heel heights as their most important service to 
These same stores also carry flats and 
or 14/8. The 
really high heels also forced one of these stores to add 


a few styles on 23 or 24/8. 
demand for a range of heel heights. 


their customers. 


low heels, around 15/8 demand for 


The point, however, is the 
Another selling feature of pumps today is their 
softness. This is expressed in soft or semi-soft toes and 


counters. It is also often found in their foam sock 


linings. Elasticizing, especially of toplines, has made 
soft shoes better fitting. 

We have already spoken of two-tone combinations. 
This use of two different leathers is very important in 
the new pumps and is another way in which style inter- 
est has been very much increased, The increased variety 
in leather finishes and tannages is an added aid to this 


kind You 


classic smooth, 


of styling. have so much more than the 


suede, glossy, reptile and occasional 


grain leathers. Shrunken grains have become a very 


important factor in leathers for women’s shoes today. 
Lusters continue for a dainty and dressed-up look. 


"Grapada” ‘sling, with. *two- 
tong . woven . leathér’ .vomp 
from . Spain," 141/2/8 “héel..."G- 


Tompe. ‘Interpretation of 
Gf . farported . two-tone . pump. ° 
with OOOe vere Volenting..’ 


ears of jhe om- 
me . ip populor. »pale 
“." erepy te saat Cormetlete. 


* € «& 





Once Ayam .Painps. Take’ the Lead tw Patterns for, 1990: , Opéu or 


Closed, * Printuted, ‘or, Plain: ot High. ’or Low Héels, for Aitjocmalw 


Dressy Wear, the Pump. {s*the Nunbér*Oue. SAlronetie, 


Open toe pop with 'Fanfoir"’ 
pleating, o Louis heel, glove 
leather dinings. P.. W,« Minor. 


Two-tone pump with deep dip- 
ped sides and unusual vamp 
cutting length. Newton Elkin. 


\ 
\ 
\ 


Whife trints. this pump. In navy 
« «dr réd calfskin or black patent 
» «ledther.on 23/8 heel. Cellini. 


\. plaid printed leather. on heel 


and buckle. Cengemi. Coeds. 





Shell pumpin block swede with 
malticolor’ felt. buttons; on 
graceful] medium heel: Deb. 


Patent pump Givenchy disap- 
pearing line, finely perforated 
vamp and heel. Laird Schober. 


“Mirror” pattern, black suede 
or brighf calf, vinylite under- 
lay, glass heel.” Johansen. 


Graceful -throgt line,» opened 
yamp, on medium’ breasted 
hee) pump: Natural Bridge: 





Creal Lipeclalions 


Jar the Spectalor 


Wien a classic type of shoe takes on a new look, greater part, are softer, prettier daytime styles. This 
that is really style news, And the changed styling of — is just where the new spectators fit in. Constructions 
spectators is bound to be very good news for you as a are soft, light and flexible. Detailing is pretty and fine. 
retailer, Here are shoes that can send your Summe: And colors! Where are the classic white with tan, 
shoe business soaring, if you play them right. with navy, with black? They are being used, of course. 

Show them, promote them-——and sell them-—for what And so are single colors-—beige, tan, brown, black, 
they are, the perfect shoes for daytime Summer clothes, navy, red, white. But, in addition to these, there is pink 
not too casual and not too dressy. There are, of course. with white, light or bright blue with white, cream 
shoes for casual clothes and for late afternoon and or yellow with beige, red with pink—any combination 
evening wear, We have had these Summer shoes right that the fancy of the designer and the manufacture: 


along. The shoes that have been lacking, for the chooses to create, 


Two-tone pump on high slim 
heel with interesting hand!- 
ing of mudguard. Vitality. 


Shrunken grain leather 

new style interest in 

spectator with classic 
treatment. Nova. 


Delicate handling of 
spectator treatment 
on square throat pump 
with stacked leather 
~ heel. By Naturalizer. 





Spectator with soft 
punched construction 
and combination of tex- 
tured leather with 
smooth. Florsheim. 








Pink, new spectator 
color, with black in 
perforations, stitching 
and bow. Paradise. 


Floating strap on new 
spectator in textured 
leather with medallion 
vamp. Hill and Dale. 


Spectator touch in 
stitching on shrunken 
Oe ny shoe, layered 


1 heel. Marshall, Mea- 
dows & Stewart. 


Designed to Put 1956 Spectators in Step with the New 
Clothes, As Well As to Give a Fresh Look to Time-Honored 


Classics, the New Spectators Are Full of Pleasant Surprises. 


Italian look in the 
peaked throat, spec- 
tator look in the vamp 
medallion. Foot Flairs. 


Two tones of blue in 
this smart spectator 
pe of high heel, low 
-throat line. Tweedie. 


Soft dressmoker type specta- 

tor in sueded shrunken grain, 

fringed tongue softening 
vamp. Barefoot Originals. 





ny pf! and lasy Noes Ht 


W omen Like These Shoes and So Do Girls, They Like Their Soft 
Uppers and Their Soft Soles. They Like the Leathers and Other 
Vdnip’ Materials and the Soles That Give Resiliency and Comfort. 


Oppér df 'glave of rough suede, 
foani sbié. Hdskie’s, by Hutsto: 


-* Itation 190k in peuked tongue 
“dnd Betk; pith jeweled’ pump 
"se la vélvefeéa: Pfeiffer:s. 


Smorhlittle pump in black end 
white» raffio, «reflecting the 
strong [talign influence: Prime 


Unlined - moccasin . patferh ‘in 

glove-tanned leather, nuciear 

sole matching the braid: trim, 
From Kickerinos. 


The “Pony Tail”, unlin- 
ed pigskin, matching 
nuclear sole, with 
plaid denim sock lin- 
ing. From Joyce. 

















Delicate treatment of 
moccasin on 12/8 
wedge heel in special- 
ly tanned leather. 
From Oomphies. 





Soff. construction, swagger 
Sorrness has become a style as well as a kind of styling in folded: tongue -cas~ 
construction, of upper and sole material and of sock wg! with bigek-teb: Weydays. 
lining. A soft shoe looks—as well as feels—different. 
A number of the shoes shown here are classic types 
and have changed little except for their newly acquired 
softeness, lightness and flexibility. Others—like the 
unlined moccasin on wedge heel—started as light, soft 
and flexible shoes. 

Women are so accustomed to light, soft shoes that 
most of them do not need education in this regard. 
Especially in low heel casual and sports types, they Welt loafer typeon cushioned 
would probably be surprised to find harder sole con- foam sole,-stur'y and soft; in 
structions, heavier, less flexible uppers. Wedgwood Bive, Sebago-Moc: 

This does not mean, however, that you will not con- 
tinue to promote these shoes. Your mature customers 
will be especially grateful to you for having good size 
ranges in the wedge moccasin, 12/8 to 15/8 in height. 

To many women this soft, unlined wedge heel shoe, 
comfortable in height, is a very important part of their 
wardrobe. 

Very interesting from the point of view of style 
promotion is the Italian influence on soft flats. Several 
such shoes are shown here, and several owe their in- 
spiration to Italian men’s shoes. The higher tongue is 
one of their distinguishing features, with that little 
sparkle of glamor that goes with things from Italy. 


“Vesuvio”, hand sewn, mececo 
sin, tongue inspired by contin 
éntol. men's” shoes. Sardier. 


“Gaucho”, uilined ‘eid’ fleii- 
ble, om 14/8 wedge, foamrub- » 
ber insole,» Gorzelles by Gray. 


a 


"Shir Jane”, interpretation of 
an Americon men's shoe-deriv- 
ed from the lfalign, Tru-Siiteh: 


Light and Bexible constructiop 
in fallored, tgsval’on. platform” . 
and scéoped ‘wedge, Risqués. 


Italian’. ipfluence *in “long 

tongu¢,. pointed foe, ‘under* 

slung wedge, siihovefted sole: 
Lucerne, by Viner: 
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Ventilated types in perforated and woven effects are 
portant particularly in moc fronts with interest 


im 
centering cott Johnson Corp.; Jarman Division, General Shoe Corp 
on their ventilated plugs. Styles shown left to right: Bob John C. Roberts, Roberts, Johnson & Rand, Division In 


Smart, Craddock-Terry Shoe Corp.; Guide Step by Endi ternational Shoe Company tates Shoe Company 


Spring and Summer 30 


Men's Fashion Spectacular 


Ivywood crushed calf and nylon mesh is used in this well 

proportioned circular-seam pattern, Nunn-Bush Shoe Co, 
» we mien e - he. m ~ cro Soa a i ~ 
ES : 4 _ — . 


Light and dark versions of the one-eyelet blucher. Left 
to right: Pedwin Div., Brown Shoe Co.; C. H. Alden Co 
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Wan the “Italian Influence” arrived on the American scene last year 


few of us realized the “spectacular” effect it would play on the styling of 
our 1956 men’s shoes. The low top had been gaining momentum for 
several seasons; soft, crushed leathers were being perfected and were 
increasing in acceptance. Last October we were talking about “dress 
casuals” and noting that they were fast replacing the more conventionally 
styled wing tip brogues and bluchers. Perhaps it was the “Italian Influ 
ence” which provided the necessary promotional theme to crystalize a 
growing trend to this softer and more casual and completely different 
footwear. At any rate as you glance at the styles on these and the following 
pages you will see a most radical change in men’s shoe styling 


A bove Sleek, low-down Italian styling 
mark this group of tassel lace and 
slip-on tyle Leathers are black smooth 
and shrunken grain calf Style left 
to right British Walker ] P Smith 
Shoe Co., Edwin ¢ lapp Foot Joy bield 


& Flint Signature Stone-Tarlow 


High-ridin flared tongue disting 
the two styles below left, a Sabo 
with interestin perior 
i trap and buckle 


model in Ivywood cal 


right from C. H. Alder 


More conventional y in lower! er 
ion of thie mocea ii mil ind plau 
toe raglan bluche Styl left to right 
from: Fortune Di General Shoe Corp 

American Gentleman Craddock- Terry 

Belleville Shoe Manufacturing Co 











The use of materials of contrasting 
surface with the same, or slightly 
different, tonality, such as fine 
nylon mesh, woven leathers and 
suede grained leathers with smooth 
calf trims is a new note. This 
innovation brings a fresh, “neu 
look” to these patterns u hich are 
currently favored in all-over calf. 
Three typical styles, left to right: 
{rch Preserver, E. T. Wright & 
Co.; Florsheim; Edwin Clapp. 


The Italian styling which 
has done so much to revive 
interest in black, may very 
well help to bring back black 
and white and brown and 
white trimmed shoes. The 
Continental look which is so 
effective in gleaming black 
is particularly well adapted 
to use in trimmed shoes. 
Styles illustrated left to 
right from: Fortune; House 
of Crosby Square; Peters. 


The importance of the low 
silhouette moccasin and 
plain toe casual and dress 
casual slip-on seems to grow 
with each season, due, per- 
haps, to the ingenuity the 
designers show in developing 
new plug treatments and new 
combinations of materials. 
Left to right: E. E. Taylor; 
Fortune; W. L. Douglas. 








Vylon mesh, silk and shantung 
are used extensively in neu Spring 


shoes. Their applications are quile 





as varied as the styles in which 
they are used, They are particu 
larly effective in Norwegian moe 
bluchers. Styles illustrated above 
left to right: FE. E. Taylor; Jar 

man Bx E. Taylor iu / 

Douglas Bates Slip on styles 
illustrated at left from left to right 
Stacy-Adams and Edwin Clapp 


Extensive use of shantung 
and mesh add still greater 
appeal to the sleek Italian 
style dress casuals and are 
effective equally well when 
detailed in slip-ons of Nor- 
wegian style origin. To the 
latter they bring a note of 


refinement and a dressier 
look. Typical styles illu- 
strated left to right: Win- 
throp’s Signor; Yorktown; 
two models from Bates. 
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*"S pectacular” Best Describes the Departure Which Men’s Shoe Styling Has 


Taken in Design, Color and Materials for the Spring and Summer of 1956 


Tuis showing is a comprehensive one and an unusual 
one, too, because you will find missing from it many 
of the old familiar classics which for a generation o1 
more have been “bread and butter” shoes. 

“The old order changeth” . . . and mark 1956 as the 


year of the “great change!” Apparently men’s shoe 





styling has come into its own at last and takes its 


rightful place beside the 


best design to be found in 


other articles of men’s fashion apparel. 


The laced oxford in the 


form in which we knew it 


for 80 many years is conspicuous by its practically 


rURN TO PAGE 160, PLEASE | 


{bove: 

Brown and white and black 
and white combinations are 
very much in evidence in 
the Spring and Summer 
lines. Strongest style is the 
lower cut version of the 






Norwegian moccasin fore- 
part but wing tip bluchers 
reflecting the Continental 
influence are seen too. Left 
to right: E.T. Wright; Free- 
man Shoe Corp.; Allen-Ed 
monds: Florsheim; British 


Walker: Allen-Edmonds. 


Interest in Spring and Sum- 
mer 1956 styles centers in 
the apron in combinations 
and in monotone shoes. The 
sharp contrast of the con- 
ventional trimmed. shoe 
becomes a subtle contrast of 
surface or materials in mono- 


tone styles l. to r. Rand, two 
from French Shriner and 
Pedwin Div. Brown Shoe Co. 






Smooth and crushed surface 
and glove elks and soft calf 
in combinations of the light- 





er tones of Maple, Smoke 


and 


sente 


Adobe are well repre- 
d and many new and 


interesting treatments have 


been 
One, 


developed around them. 
two and three evelet 


hbluchers with lower _ sil- 
houette predominate but the 


soft 
fair 


slip-on comes tn jor a 
share of the designers’ 


attention. Illustrated left to 


right 


: Freeman; Guide Step: 


Fortune: Stacy Adams. 

















Always favored in handsewn 
moccasins, the combination 
and all white sport shoe bids 
fair to be stronger than ever 
next Spring and Summer. 
14s these hasic patterns re 
turn to favor look for even 
more interest in handsewn 
two eyelet blucher and slip 
on moccasins, Illustrated left 
to right: City Club, Peters 
Div., International; Winth- 
rop Shoe Co., Div. Inter- 
national; G. H. Bass & Co. 




















Judging from its numerical 
strength in the Spring lines 
manufacturers ex pect a 
strong revival of the black 
and white and brown and 
white combination Here 
again, the Norwegian moc 
front is most favored, Three 
classic examples are illus 
trated at the left from left 
to right House of} Croshy 
Square; Bondshire {lhert 
H. W einbrenner Lo ‘ York 
foun Gardiner Shoe Co 
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Pink and white braid and 
rosette button trim on white 
kid shoe by Ed. White Jun- 
iors. Buster Brown’s half- 
and-half, black and white 
combination. Pastel pink 
kid with interesting vamp 
decoration by Robin Hood. 
Sweetheart blue with dotted 
colored lining and _ scroll 
decoration by Friendly-Acro- 
bat. White kid and mesh from 
Red Goose. Foreground, 
Trimfoot’s pink square throat 


shoe with white piping. 


cmareswmen NEW SPRING SHOES 


Mant FACTURERS and retailers of children’s shoes be.” Was a time when they could span the years from 


—_— eee wee ee 


are in a very interesting and rewarding business, They 
are among the first to get a “crack” at the new popu- 
lation, and they continue to be important for many 
years. However, along with those advantages, there 


is an awareness that “things ain't what they used to 


infancy to young maturity with infants’ cacks, black, 
white or brown shoes, but that Utopia is out. It was 
finished years ago. This modern age requires exciting 
visual as well as useful style and design, and even the 


babies show a preference for the new and colorful. 


Black patent leather—always im- 
portant Spring note. Left to right: 
Skip-Eze by Cedar; Judy ’n Jerry; 
Edwards Shoe; Dr. Posner. 








by 


Vara Vogue by 
Shoe Co.; Dress-Ups by 
Alexis from 
Co.: 
Billiken, Craddock-T erry 


Sell Happiness for 


Pumps in 
and fruit pastels, empha 
sizing 
shapes, piping, ornaments 
and elasticized top trims. 















black 


patent 


h eel 


important 


Shoe Coa.: 


Virginia 


G reen 


Wt eber 
Shoe 


Shoe 


Phyllis Co.: 


Spring is the youth of the year; it is made for the 
young! Nature starts things off with color bursting in 
bud and blossom and manufacturers take it from there. 
They have readied their Spring 1956 lines and incor- 
porated all the features of style, color, pattern and 
textures into the shoes to give every child, no matter 
what the age, a chance for a choice. 

In the little girls to growing misses categories, im- 
portant highlights of the Spring shoes are: First and 
COLOR 


foremost fruit and flower pastels in all the 


+ 


Vellow ranch tan glove leather shoe 
by Sundial. Perfs, cut-outs and 
colored stitching featured by 
Ephrata; red calf one-strap with 
black patent strip inlay by Altschul. 





Children 


even down to the soles 
Now. 


than ever, it will be possible to match or coordinate 


clear, bright, luscious shades 
Plaids will be used, essentially, as trims. more 
shoes with costumes and thereby create an opportunity 
for extra pairage. 

Patent leather is still the perennial favorite for Spring 


and as such maintains its important place through the 


years, 
Straps continue to be a predominant feature. How 
ever, they are narrower and add style to the shoe. 











Left to right: Brown 
Scotch grain wing tip 
oxford, Curtis, 
Stephens, Embry. 
Charcoal wing tip 
with contrasting mesh 

W. L. Kreider (Pal 
myra). Tan boarded 
Softee from “Italian” 
group, Gerberich 

Payne. Black gore 
step-in, A. S. Kreider 
(Elizabethtown). 


CNS OF SPRING- 


New Shoes for Children. . . 


For the coming Spring, many manufacturers anti but that can be brought around and over the instep. 
cipate that pumps will be more popular than before. Elasticized top lines, outside covered heels, unique vamp 
They are either trimmed or untrimmed and can easily — treatments—all these are important in girls’ shoes for 
be dressed up or down with ornamentation, cut-outs, the coming Spring season. 
perforations, etc, Some of them even do double duty The Italian influence is much in evidence and it is 


with straps that are concealed “in back of the counter” [TURN TO PAGE 164, PLEASE] 


Black moccasin-front tie by 
Five Star: U-wing low-cut 
from Virginia Shoe and 
lightweight but sturdy 


Fleet-Air blucher from Eby. 








Black and white glove elk gore Lazvbones by 
Juvenile; Baby blue saddle on white, Child 
Life by Herbst; “Becall” play shoe by 
Peters, glove leather: Brown and white moc 
front Poll Parrott by Roberts, Johnson & 
Rand 
















Pastel plaid saddle by Five Star; White 
calf Self Starter from Carpenter Shoe; 
Red Service sandal by Robin Hood; 
Raised seam moccasin oxford Buntee 
by Potvin; Red two-strap in perforated 
leather by Little Yankee. 


Belou left to right: Tan grained 
leather two-eyelet tie by Step 
Master; Kali-sten-iks saddle tan, 
raised seam moc-oxford by Gil- 
bert Shoe; Embossed vamp, A. S. 
Kreider (Annville, Pa.) 


' 
f A cross section of some of the im- 





portant highlights of the Spring 






styles for youngsters, These shoes 






combine sturdiness with light- 
weight and flexibility. They in- 
clude wide-open or perforated 








sandals for airiness, contrasting 






pastel and pastel plaid saddle ox- 






fords together with brown and 





white combinations and all-over 






un portant colors. These are the 





features that manufacturers em- 






phasize as being potential profit 






makers for the Spring 1956 season 









PE ersece that 


This product has no connection whatever with The American National Red C ross 





speaks for itself... 


THERE IS ONE AND ONLY ONE LINE THAT... 


IS ADVERTISED to the most women 
APPEALS to the most women 

IS ASKED FOR by the most women 
FITS the most women 

SELLS to the most women 


and produces the greatest profit for the most merchants 





’ 
. ° * 
And for still qreaton profit in 56, 
see the most exciting presentation in Red Cross Shoe history 
BIGGER MARK-UP +- EVEN MORE NATIONAL ADVERTISING 


GREATEST STYLE COVERAGE 


National Shoe Fair, Chicago, October 23-25 
Paimer House, Rooms 822-824 











THE UNITED STATES SHOE CORPORATION, CINCINNATI, OHIO 


October 15, 1955 





Swatches shown in photograph through 
courtesy of: Skillmill, Inc., Blue-Simon 
Corp., Milliken Woolens, Inc., William 
Skinner & Sons, the Irish Linen Guild. 
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IN SILK, Count On: Satin Right Through from 
Cruise to Summer—a Wool-Like Herringbone 
Weave—Chiffons with a Satiny Finish—Taffetas 

Corded and Ribbed Silks—Variations in Silk 
Tweeds, Shantungs, Linen-Like Textures—Prints 
in Vibrant Oriental Colors and Flower Designs 
Plain Silks in Natural, Beige and Straw Tones— 
Checks, Large and Small. 


ALTHOUGH it’s still a long time until the first 
snowflake, Resort and Spring 1956 are already stirring 
in the design rooms of Seventh Avenue manufacturers. 
Right now, silk textile producers are sampling their 
new fabrics there, very hush-hush, and offer several 
textile tendencies that are guiding the shape of fashions 
a-borning. 

“Another big year for silk” was a general comment. 
Pure silk satin won't stop at a Winter weather line but 
will sparkle throughout the Cruise, Spring and Summer 
seasons, Pastel and flower shaded satin will appear in 
coats to accompany sheer silk organdy or chiffon 
dresses. Short wraps and stoles will swirl above bouf- 
fant ball gowns. Even dark satins will be used as 
accents on town dresses and costumes. Silk “herring- 
bone” borrows a woolen weave, in a dressy pure silk 
fabric woven with satin’s sheen. Chiffon beams with a 
satiny finish achieved by a heat process called ciré. 

“Supple” is the word that many textile people used 
to describe the mood of Spring fabric regulars. Silk 
taffetas keep getting lighter and fluffier, promising to 
bring appealing softness to slim silhouettes. Peau de 
soie comes forth in a new sheer version that will be as 
important in all price ranges as it is for this Fall and 
Winter. Even corded and ribbed silks (faille, ottoman, 
etc.), boast a softer feel in the hand. 
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6 Trends in 


There will be a great deal of emphasis on dupioni 
weaves in suiting and dress weights. Variations of silk 
tweeds, shantungs, linen-like textures will be used for 
daytime, spectator and sport clothes. The addition of 
jacquard designs provides a different look on shan- 
tung’s slubbed face. 

Vibrant Oriental colors inspire brighter, more color- 
ful prints than we have had in past seasons. Flower 
prints are going to be important on shantung, pongee 
and crepe. Plain silks in natural, beige and straw 
tones are expected to be a quieting influence used to- 
gether with brilliant patterns. 

Spring will again be a year where color tells a sig- 
nificant part of the fashion story. Brown skims from 
dark chocolaty tones to lighter cocoanut, café and turf. 
An offshoot of this is the predominance of amber and 
pineapple. Both are being picked as good promotional 
colors alone or teamed to one of the brown variants. 
Eighteenth century silks inspire the pastel striped satins 
and taffetas for the 1956 Spring. And, of course, every- 
one talks about checks in minute and magnified sizes 
as being the classic set to return in force. 

International Silk Association, U.S. A. 


IN COTTON, Be Prepared For: A Big Season in 
Classics —Great Variety in Prints Including 
Oriental Themes—the Polished Look—Texture 
Interest—Color Coordinations—a Colorful Sea- 
son but Strong Emphasis on Classic White, Natu- 
ral and Beige-to-Brown. 


COTTON continues on its newsy, versatile way. The 
forecast is for a coming season of many moods. Classics 
loom big. Classic patterns of printed and woven stripes 
include big blazer stripes as well as fine lined satin 


Boot and Shoe Recorder 





stripes. Classic dots are shown from pinpoint size to 
mammoth, in one-color harmonies as well as in hot and 
Weaves classic in 
twills, lustrous broadcloths, dobbies, 


cold multicolored schemes. are 


oxfords, cham- 
brays, poplins and knits. 

The Oriental theme shows up in prints inspired by the 
beauty of the East as well as in colors richly endowed 
by the splendor of the Orient. 

The polished look is exciting in cotton satins, both 
printed and plain, in satin stripes, in cotton surah and 
ottoman. 

A huge variety of prints makes use of many inter- 
esting techniques. In classic mood are the tailored geo- 
metrics, the calicos—in fanciful mood are the under- 
water designs—in realistic mood are the photographi: 


turquoise to a soft, subtle seaweed running a close 
second. In addition to the accepted floral prints and 
the popular tartan plaids, the Eastern influence is felt 
in many patterns, sophisticated modern designs are 
done in dramatic color combinations, and many varia 
tions of the perennial polka dot are seen—again the 
greens taking the lead. 

Tweed-like weaves will be very big this season 
herringbones and closely woven types in browns, blues 
and grays often flecked with color—and the jacquards 
in pastel shades are expected to be very popular espe- 
cially for afternoon and evening wear. 

All Irish linens are, of course, crease-resistant and 
the increased variety of styling each season keeps this 


favorite fashion fabric on top of the list for ’round 


Ready-to-Wear Fabrics... 


prints with their meticulous rendering of subject 
matter. 

Texture interest gives importance to new cottons. 
Cotton shantung is particularly newsy in a lightweight 
version. Piqués are featured in a variety of weaves. 
Corded checks offer new surface interest. 

The coordinated story continues with color matching 
of prints and plains, wovens and plains, plaids and 
checks, damasks and plains. A colorful year is ahead, 


but one in which the innate classicism of white, of natu- 


ral, of beige to brown is strongly emphasized. Rosy 


pinks to rouge red, golds, mustards, yellows, aqua, jade 
and turquoise give lively interest to new cottons. New 
finishes continue to add to cotton’s versatility with im- 
portance placed this season on cottons that require 
little or no ironing. 


National Cotton Council 


IN IRISH LINEN, Look For: New Prints and 

Embroideries—Woven Fancies—-Sheers and Tis- 

sue Weights with Damask and Tweed-Like W eaves 

Slated for the Biggest Season Ever—-Eastern In- 

fluence in Many Patterns—-Pastel Jacquards for 

Dressy Wear—Many Variations of the Polka Dot 
Variety for "Round the Clock Wear. 


IRISH linen is again important news in the fashion 
scene. New high fashion colors have been added to 
the solid color lines, as well as exciting new prints and 
embroideries, woven fancies in dress and _ suiting 
weights, sheers and tissue weights in prints and solids 
with the damask and tweed-like weaves heading for 
their biggest season. 

In the solid colors, shades of brown and spice are 


in demand with tones of green from emerald and bright 


October 15, 1955 


the clock wear—sports, separates, daytime, cocktail, 
dinner and evening wear, 


Irish Linen Guild 


IN RAYON, Style Trends Include: The “Natural 
Look” in Softly Roughened Surfaces—the “Linen 
Look” in Neu Softened V ersions—Oriental Influ 
ences in Roughened Hand-W oven Types and Lus 
trous Supple Fabrics for Late Day——-Soft, Supple 
Fabrics for the New Paris Silhouettes-——Colors 
starting off with White and Offbeat Versions of 
White. 


RESORT and Spring fabric collections are overflow 
ing with a vast and varied array of beautiful fabrics 
Fashion writers must search for new words to describe 
the textures and colors of the new season. Throughout 
this wealth of fashion textiles there are several trends 
common to all from the most expensive to those fabrics 
which lie within the reach of the volume purchaser. 
five P.M. divides Fashion Time in 
bisect the “Place” of 
fashion. RAYON plays an increasingly important part 


Before and after 


two, while Town and Country 


in the textures and colors designed to meet our way 
of life. 

In the “Natural Look” trend, RAYON is used on its 
fibers to 
sophistication in surfaces that are subtly roughened, in 
basket 


herringbone patterns that underlie the textured sur- 


own or combined with other create casual 


hand-loomed effects, in weaves, and delicate 


faces of these city-country fabrics. Stripes, ribs, classic 
chambray effects, these are all new significances. 
The “Linen-Look” continues with new excitement in 


this season’s refined naturalness . in handkerchief 


[ 


rURN TO PAGE 220, PLEASE | 
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STYLING, in the continental manner . . . the Italian look at its loveliest! 


Viner style magic, in the season’s smartest colors . . . the newest leathers! 


LONGER LINE . . . extended size schedules . 
flats in America. 
Children’s and Boys! 


. » The most complete line of 
Genuine Hand Sewn, Sorority Welts, Moc-Casuals, 


NATIONAL ADVERTISING ... The largest sustained advertising program 
in VINER history — full page color ads all season long in CHARM... 
GLAMOUR ... MADEMOISELLE, influencing more than 10 MILLION* 


readers — reinforced with smart-as-tomorrow tie-in promotional materials 
for your own store! 


ROCHELLE 


FANTASIA 








PREMIER 


*Estimated Readership, Based 


on ABC net poid circulation NIKI 


HOTEL CONRAD HILTON 


ITALIA 











s fashions Forefront 


HEELS are of great interest in David Evins’ Holiday col- 
lection. Very dramatic are his Petal Point and his Trumpet 
shaped heels. Embroidery and jewels and metal also add 
style interest to heels. The Trumpet heel is also in carved 
and gilded bamboo. Also important in the Evins’ Holiday 
collection is satin. Two throat lines are being featured, the 
round throat and an elasticized V-throat. Elasticizing is 
also used to ensure fit in a mule silhouette. 


” * ” 


AbvANCE designs from the Paris studio of Roger Vivier, 
designer of two collections annually for Delman, were pre- 
sented recently to the press at the Delman Salon in New 
York. They included a series of resort, evening and street 
shoes and will, with modifications for American feet, be 
made in the United States under the Delman name. 

Very refined and elegant, these shoes embodied construc- 
tion ideas that contribute both to appearance and fit. One 
interesting example is a construction that gives the effect 
of a very low back but actually has the depth necessary 
for secure and comfortable fit. Heels are set on the shoes 
so that the heel seat is directly under the hee] of the foot, 
to give the best possible balance. The heels themselves are 
slender and graceful without exaggerated curves. 

Jeweled heels are an important feature of the collection. 
An origina] treatment is a screw-on ball slipped over the 
heel and resting just above the top lift on which the weare: 
walks. The idea is to allow her to change to different balls 
for different costumes. M. Vivier calls it the Persian heel 
and showed a plain black ball and a rhinestone-studded 
ball. 

Luxurious fabrics for evening wear included Oriental 
brocades and silk The absolute plainness of a 
black satin pump was made very dramatic with the rhine- 
stone screw-on ball. In the Vivier shoes designed for Del- 


satins. 


man and for the showing of the Dior couture collection, 


New Uses of Perforations and Spectator Treatments 


Left to right: New interpretations of the spectator 
in a white shrunken grain leather with pink tip; 
one of new series in soft shrunken grain leather on 
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Notes on Important Developments in the Field 


of Footwear, Fashions, Colors, Materials 


fabric combined with leather was used a number of times 
silk faille with suede and tweed with calf to match 
exactly or contrast vividly in costumes where the shoe was 
the decorative note. 
o * * 


THE Oriental influence is strong in the new shoes at 
Mademoiselle. A T-strap is named Kabuki Dancer, There 
is a Pagoda Pump with square throat. A lotus leaf at the 
throat gives its name to another shoe. Functional lacing 
at the throat of another shoe gives it the name Obi. An- 
other shoe was appropriately named Sarong. Bamboo heels 
and ornaments also reflected the Far Eastern influence, as 
did the printed Siamese snakeskins. Natural raw silk and 
natural straw, a series of Japanese prints and another of 
Siamese silks, including plaids, also contributed to the 
strong Oriental flavor of the collection which was a result 
ot the world tour made last Summer by Carolyn Saks, the 
firm’s fashion promotion director. 


* * » 


DRAMATIC contrasts in “Leathers, Plain and Fancy,” 
figure strongly in the style thinking of the Amalgamated 
Leather Companies. Contrasts in colors and textures are 
noted as the new way with leathers developed by designers 
here and abroad. Try these leathers in “simple pump 
patterns, in new elasticized types, in super soft models,” 
advises the latest Stylogram from Amalgamated’s Style 
Director, Ruth H. K. Fries. And the advice continues, 
“With special attention to new shapes of heels, the prettiest 
linings, back parts more shallow than in the past.” 
Special emphasis is laid on Delaware Glazed Kid “the 
sensational new tannage especially for combinations with 
white Ambuck suedes.” Charmooz is noted in the Stylo- 
“sparkling new fashion in bright, 
[TURN TO PAGE 212, PLEASE] 


gram as emerging as a 


17/8 heel; both from Trevi Footwear. New idea in 
spectators combining white and tan calf with black 
patent leather for smart effect. Herbert Levine. 
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@ 5. Lows Syle Dominance and Daopendabiltty 





THE INTERNATIONAL SHOE CO. 


Is Proud To Announce That 


ACCENT SHOES 


Now Show the Greatest Percentage of Increase 





of Any Division of the International Shoe Company 


WHY HAS ACCENT SHOES IN SIX PIONEERING YEARS PROGRESSED FROM THE BIRTH OF 
A NEW CONCEPT IN SHOE MERCHANDISING TO THIS SEASON’S PEAK PERFORMANCE? 


BECAUSE .. « of the soundness of the original concept itself; 
that millions of girls and women represented an untapped market 


for Fashion Shoes and fashion flats in the volume price range... 7.95 to 10.95. 





BECAUSE ... so many fine stores... availing themselves of Accent’s quality 
and timely service... took the ball and ran with it...and in doing so ran up impressive figures 
as they serviced their fashion alert, budget conscious customers with the fashion shoes 


these customers had been hoping someone would make available at the prices they wanted to pay 


BECAUSE .. .« the fashion editors of America’s leading fashion magazines, 
quick to see in Accent Shoes the long awaited fashion shoes at budget prices which they needed 
to complete the budget priced fashion apparel they were editorially featuring... 


were lavish and consistent in publicizing Accent Shoes to their millions of fashion and budget minded readers. 


BECAUSE ... through the years, Accent Shoes and their entire fashion staff 
have been dedicated to seeking out fashion news when it was happening, wherever it was happening 
any place in the world. And have provided the important fashions in silhouettes, 
colors and leathers at all heel heights from 3/8 to 24/8 that were accurately keyed to the 
changing pattern of Modern Living... through six pioneering years to 
successful today... when Accent Shoes’ concept of shoe merchandising really caught on 


like wildfire, resulting this season in the greatest percentage of increase 





in the International Shoe Company. 





THE TESTED AND PROVEN LINE DESTINED 


FOR EVEN GREATER ACHIEVEMENT 
SHOES St. Louis 


A Division of the International Shoe Company 
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Introducing the new Magic Line for the Young and Smart! 


the sophisticated beat of the young and smart 


to retail at 10% and 12% 


for franchise im Your. ely wWule : 


¢ 4 
fandango shoes 2128 Washington Ave., St. Louis 1, Mo. 

















UE 
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the new 


Brown 


take you where 


SEE THEM-THE NEW 
SPRING STYLES FOR ALL 
9 BROWN BRANDS-AT 
THE CHICAGO SHOE FAIR, 
OCTOBER 23 to 27 


Brown 


St. Louis... Makers of: Air Step ¢ 
Life Stride ¢ Naturalizer ¢ 
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volume is big and profits high 


All 9 Brown Brands are on the 
track headed straight for the big- 
gest-profit area of the volume 
market. Get aboard when you 
visit the Chicago Shoe Fair. See 
all the new styles in the Brown 
spring lines... presented in the 
most pleasant, easy and helpful 
way with models, fashion com- 
mentators, films, surveys, and 


new promotion ideas. 


AIR STEP 
Conrad Hilton 
Rooms 2400, 2401, 
2402, and 2402A 


BUSTER BROWN : 
Conrad Hilton 


Room 2000 


LIFE STRIDE 
Conrad Hilton 
Rooms 1900, 1901, 


1902, and 1902A 


NATURALIZER 
Conrad Hilton 

Rooms 2200, 2201, 
2202, and 2202A 


PEDWIN 
Palmer House 


Room 638 


RISQUE 
Conrad Hilton 


Williford Room 


Shoe Company 


Buster Brown ¢ Official Boy Scout Shoes © Official Girl Scout Shoes 
Pedwin ¢ Propr-Bilt ¢ Risque * Robin Hood ¢ Roblee * Westport 


ROBIN HOOD 
Conrad Hilton 


Room 2100 


ROBLEE 


Palmer House 


Room 917 


WESTPORT 
Conrad Hilton 


Williford Room 
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Consistent 2ualily 

Consistent Repeat Business 
Consistent A | 
e 

Iweedies style acceptance and style confidence... 
T'weedies needle and thread ‘‘sewn quality”’ 
makes footwear that fits and wears 

better... Tweedies accurate method of size 

and width standardization... 

I weedies extensive and consistent 

consumer advertising are only a few 

of the many factors that build 

and maintain consistent performance for the 


retail Shoe Store and 


the retail Shoe Department. 


TWEEDIE FOOTWEAR CORPORATION 
JEFFERSON CITY, MISSOURI 


“Canttella x 


i ——— 
eee ne ies 


to see the complete line 
National Shoe Fair 
CONRAD HILTON HOTEL 


Astoria Ballroom ¢« Mezzanine Floor 


OCTOBER 24, 25, 26, 27 


a 


























t. Louis 














‘ 
Fashion leadership, good merchandise, good merchandising 


these three, united, make up the new spirit of St. Louis which 
has raised this shoe making center to the dominant position it holds 


today in the creating of beautiful, imaginatively styled, footwear. 


There is a new spirit on the march in the St. Louis shoe trade. It is a 
spirit born of the fact that this market’s dream of fashion leadership, 
even dominance, has come true. Proof positive is all about in the 
adoption of St. Louis fashion innovations by Eastern manufacturers 

in increased production based on larger and larger orders from satisfied 
retailers in the acceptance of the St. Louis Shoe Fashion Board as 
an authoritative source of style news by the nation’s newspaper editors. 

In the achievement of this style stature within the industry, St. Louis 
shoemen have drawn closer and closer together united, through the 
St. Louis Shoe Manufacturers Association, in their efforts to keep St. 
Louis foremost in fashion footwear, This, in fact, is the theme of the joint 
effort they are making for the National Shoe Fair. 

According to Arthur Gale, executive secretary, the association’s mem 
bers will participate in a three-fold program outlined for them by the 
group's Publicity Committee all facets of the program designed to 
support the show campaign theme: “ST. LOUIS--FOREMOST IN 
FASHION FOOTWEAR.” First of the program requirements is that each 
St. Louis sample room prominently display cards carrying the theme 
itself, 

As the dominant offering, the Publicity Committee asked the Shoe 
Fashion Board of St. Louis to assume responsibility for evaluating the 
major style trends in all three phases of shoe making—men’s, women’s, 
and children’s—and putting this information into a interesting, readable 
form. The board’s forecast stories will be reprinted in eye-catching book 


[TURN TO PAGE 160, PLEAS 


‘A combination of good merchandise and good 
merchandising that’s the winning combination 
behind the phenomenal growth of St. Louis as 
the foremost center of fashion footwear,” says 
Paul Johansen of Valley Shoe Corporation, pres- 
ident of the St. Louis Shoe Manufacturers Asso 
ciation: “Our achievement of style dominancy 
is no accident. It marks the quest for an ideal in 
the creation of useful, beautiful footwear. It 
the 
hands of skilled craftsmen. Such an ideal is the 


represents the wise choice of materials ir 


essential ingredient in the fine reputation our 
members have built into their branded lines. 
When you visit any St. Louis show room at the 
PAUL JOHANSEN Fair, you are assured of securing that which 

President has newness dependability variety, sales ap 


St. Louis Shoe Mfrs. Assn. peal and merchandising force 
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WOLFF-TOBER SHOE CO. 
Conrad Hilton Hotel 
Rooms 512A-557A 
Factory: 2511 Sulliven 
St. Louis, Mo. 


CARMO SHOE CO. 

Conrad Hilton Hotel 

Rms. 500-504A-505A-507A-509A 
Office: 2128 Washington 

St. Louis, Mo. 


DEB SHOE CO. 

Cenrad Hilton Hotel 

N. Exhibit Hall, Lower Level 
Office: 2128 Washington 
$t. Lovis, Mo. 


BUSINESS 


Can Only 
Be Predicted... 


When You 
Have 
What They 
Want! 


You can read the trade papers... 

get the ‘‘inside’’ dope from the guy down 
the street... or use a crystal ball 

and ouija board... 


But, the only way you can be sure of 
greater sales, of keeping business ‘way 

up there is by offering the lines that 

your customers want today...and will want 
tomorrow! 


Naturally, these lines are noted for 
fashion ingenuity... designing orginality.. . 
and a flair for new color and supple 
jeather. Naturally, they're sought after! 


And, naturally, they’re manufactured 
by DEB, CARMO and WOLFF-TOBER SHOE 
COMPANIES! 


See the lines that mean the predictions 
of bigger business for you this Spring will 
come true. See... 


We'll Be Seeing You At The Regional Shows, Too! 
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STOCK 


IMMEDIATE DELIVERY 


Fast selling fashions you can't afford to be without! Every 


new style leather...trim! First orders in... first delivered! 
Terms: 2% 30 days 


@ Size Run #l: -4an 6.10) AAA SY%-10 4A 5-10 


© Size Run $2: 2000610 pea 5%-10 2a5-10 8 3%-10 


"07" 
Shoes for the lovely, from 


SEND ORDERS TO CARMO SHOE MFG. CO., IN.STOCK DEPARTMENT, UNION, MISSOURI 
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KRED J. WEBER, Weber Shoe Co 
We are preparing in every way possible 
for the biggest Spring season in our his- 


We 


ictivily 


feel that the high level of eco- 
the 


increasing 


tory 

nome throughout country, 
the birth 
the children’s shoe business 


added 


certainly 


with evel 


‘ ouple d 
rate means 
better 


have 


will be than ever. As an 
the threat, or 
that 


future, 


factor, we 


the supposition prices will be 
the We 
strong leather market and the impending 
dollar 


ramifications in 


thre 


higher in also have a 
minimum, with its many 
the 


products that go therein 


an hour 
shoes and 
We look 


for continued good business through the 


cost of 


entire Spring period. 


MILTON FRANK, Wohl Co 
lhe present trend of our economy would 
that the 


continue 


Shoe 


business 
the 


even 


indicate upswing in 


right on through 
1956 


with the high spendable income and bet 


will 


Spring season of However, 


ter business conditions generally, it is 


going to be necessary for the merchant 


to do an expert buying and merchan 


dising job, and to be in a position at 


and most 


With 


style becoming an even greater factor in 


all times to feature the new 


wanted styles and values high 


shoes, proper presentation and drama- 


tization of the new style trends and ideas 


is most important 


t. Louis 


Oa SRE ree 





Div., 


now 


r. F. SCHROTH, 
Brown Shoe Co. 
know that higher prices for Spring are 
an actuality and not just a threat, we be 
lieve the outlook is optimistic, 


W estport 


Even though we 


Retailers seem to be doing a good 


business on adequate, but not too large 
inventories, when proper promotion is 
utilized. 

This, it appears can continue through 
out early because 


of all the 


Spring, particularly 


new things being offered. 


Brauer 


BRAUER, JR., Bros 
The general outlook of busi 


he 
Shoe Co, 
ness at the present time certainly is 
promising. Awhile back it looked as 
though shoes had been over-produced but 
with the recent production figures it 
looks as if production and retail sales 
ire fairly well in balance. Certainly with 
the proper effort, the Spring season holds 


forth good promises for both the retailer 
and manufacturer. 
It has 


enthusiasm 


been interesting to note the 


with which retailers have 


used manufacturers in-stock departments. 
wise on their part, as 


Certainly this is 


it increases turn-over which in turn in- 
creases their profits. There is no indica- 
tion but what this trend will continue in 


the future. 


Shoe Men Scan 


N £3 
M. ROBERT SHAFFER, 


The coming Spring and 


Interna- 


tional Shoe Co. 


Summer season again will represent a 
period of continued change and adjust 
ment in merchandising and styling of 
men’s shoes. These changes can result 
in a tremendously successful Spring and 
Summer season. Dress shoes are under- 
going continued changes from the con- 
silhouette into continental 


adaptations of the 
what is more important, the slip-on con- 
tinental New standards of what 
constitutes shoes for proper Spring and 


ventional low 


low silhouette and, 


types. 
are being established and 


find this 
change 


Summer weat 
ilert 


greater 


merchants will means 


opportunities to men’s 
shoe wardrobes 

Casual shoes represent a market that 
is just beginning to come into its own 
The changes in styling and detailing of 
Summer casual shoes will have great ap- 
peal to the consumer and this again can 
easily result in a revision of this part of 
the male Merchants 
should care 


fully 


dress and casual wear 


shoe wardrobe. 


study clothing styles very 


when making their selections for 


for next Summer. 


HUGH V. WINFREY, Buster Brown, 
Div., Shoe Co.—All 
point toward continuing good 
In the children’s 
the kids, are 


growing more and more style conscious 


Brown indications 


business 


for efhicient operators, 


shoe field, our customers, 


and more and more brand conscious 





@ 5. Lows Syle Dominance and Dependability 





the Spring Horizon. .. 


H. P. DEEVERS, Deevers Shoe Co., 
Div., Vocational Footwear—Careful study 
of that 
positive consideration has been given to 
the the 
consumer. 

Styles that excel or cope with trends, 
that add than 


beauty to styles, representing unparalled 


constructions and lines reveals 


retailer's needs for individual 


from materials more 


values have given the shoe industry a 
progressive, forward outlook for the fu 
ture. Moreover, I am firmly of the opin 


ion we can and will maintain § such 


progressive standards without drastic 


price changes. 


Co, 


manu 


JACK 


Shoes are 


ALTMAN, Deb Shoe 
the most beautiful ever 
like 


have been made much more appealing 


factured and, other commodities. 


than we have ever seen them. Leathers 


are rich in texture and in colors—softer 


shoemaking is making fashion shoes a 
lot 
flattering and pretty. Business forecasts 
all |) ee 
will require a lot more effort to main 
all of 
These 


made 


more comfortable—styles are very 


are very encouraging 
tain delivery schedules because of 
these more appealing additions. 
additions and improvements have 


take 


the retailer think longer before making 


shoemaking longer. It has made 


up his mind how to spend his money to 
the best advantage. Whatever your deci- 
sions—make them pay off with good and 


strong advertising promotions and_at- 


tractive presentations. 


JACK KENNEY, Winthrop Shoe Co., 
Div., Shoe Co.—The com- 


ing 


International 
Spring and Summer seasons of 1956 
present a great challenge to both retail 
alike. We 
going into one of the strongest periods 
has had The 
a whole has enjoyed a very 
both from the manufac- 
turing and retail level all 


tions this coming season should continue 


ers and manufacturers are 


the country in its history. 
industry as 
successful year 
Krom indica 
good for all of us in the footwear busi 
ness, 

New ideas following the trend of the 
presented to the 
buying different 
rieties. Last Spring and Summer showed 


low cut shoe will be 


public n many Va- 
a return to the acceptance of the black 
and white and brown and white Summer 
the 


also 


shoes, and ventilated patterns sold 


well Once again the largest 


of 


patterns, 


very 
was iten on nylon 

This 
pretty much 
started last 
The hand-sewn shoe is continuing to 
ind the new 


being 


volume sales 


g 
gz 
coming season 


the 


mesh 


should follow same 


trend that was season. 
increase in popularity con 


tinental styles which are intro 


duced should continue to show advances 


x / 
HARRY BENNIGSON, 
Shoe Co.—I feel that the particular point 


that lot 
the next month or so is pricing 


Hamilton 


of conversation in 
| don’t 
disturbing 


will carry a 


believe in raising prices of 


an industry with higher prices, but in 


the past six months I have made a com- 


plete study of the situation and there 
and they 
continue until the adjustment is made in 
March on the $1.00 per hour Minimum 
Wage Law. As 
the manufacturers 


idvances in a 


are higher prices today will 


far as I can see at pres 


ent have made their 


very businesslike manner, 
not taking advantage of any one or any 
place, but giving themselves the short 


end of the deal. 


Co. 
branch 


lrimfoot 


REINHART 


horizons in 


IR 


the 


I. B 
Sales juvenile 
were never clearly 


at the 
fashion and fash- 


of our industry more 
defined than they 
By 


with fun 


are moment 


mixing fun with 


ion we paint a cheerful, bright 


and colorful picture of the Spring ahead, 


STANLEY 


Shoe 


BOZAICH 
W ith 


Spring 


Roblee 


mens 


Div., 
cloth- 


Summer 


Brown tiie 


forecast for and 
that bolder 


hie hown 


ing 
telling us men's 


hould 


ind be 


pattern in 


clothing will color 
definitely 
brought back into men 

Men’s styl definitely 


the ¢ asual 


gain in importance 
footwear 
into 


lighter 


will move 


Category Lower and 
weights in which soft glove type leathers 


should be a 


in men’s 


are used dominant factor 


ince softne casual footwear is 
the very best selling feature 


J he low 
family 


ilhouette in the two or three- 
hould he 


since jt heen 


eve strong and 


the 


again 


in demand has most 


noteworthy change in men’s shoes in 


many, many years 
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Sales Continue to go UP UP UP 


Every season since the beginning of Queen Quality’s re-vitalized program 


this line has Gone Forward Season after Season! 


THE NEW QUEEN LINE has definitely been competitive in the big $8.95 to 


$12.95 price field since 1953 and that’s what started 


THE BIG SWITCH to the Queen Quality Line. 385 new accounts have recognized 
the high quality . . .the wonderful fit . . . the wide selection of Selling Shoes . . . plus 
its fine profit possibilities and that’s what put 
THE NEW QUEEN QUALITY OUT IN FRONT with the addition of big 
new Department Store accounts as well as fine Shoe Stores from coast to coast. Again 
for next season Queen Quality has what it takes to make your shoe business profitable 


and that’s why 


YOU OWE IT TO YOURSELF TO SEE THE NEW 


ses mE NEW QUEEN QUALITY LN (duce. (ality LINE 


Room 700 -702A-710A ~ 
c 
CONRAD HILTON HOTEL $995 3] 2 95 
October 23-27 


QUEEN QUALITY SHOE COMPANY DIV. INTERNATIONAL SHOE COMPANY ST. LOUIS, MO. 
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through ¢ 
these 

doors will ~ 
pass 

the shoe  \\ 
merchants * 
who want 
increased 
profits 

for 


SHE 


mT CONRAD HILTON HOTEL, CHICAGO, OCTOBER 23-27 


TOBER-SAIFER SHOE MANUFACTURING CO., 1204 Washir n Ave., St. Louis 3, Mo., New York showroom: 456 Marbridge Bldg 


SsNATIONAL 
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GIRARD « OHIO 


Ws FLIGHT BLUE K577 


featured in 


PaO Shs 


THE UNITED @. corp. 


\-» CINCINNATID « OHIO 
pes RR +. ~ “2 
eae CALF LEATHER 


The classic Navy Blue 
for Spring through 
Summer in fine grained 
polished Calf-a 
magnificent leather. 
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MD122 
Priple Shelf Di playe 


... that mnerease on 


sales are R pe menitres 


K216 
Customer (hau 


our special ty! ae on 


ws239 
Hosier Merchandiser 


WS$236 © ft. Counter 
WS$237 itt 


Retatlers 


A few of the hundreds of different fixtures 
we make to... help sell shoes. Window 
fixtures, stools, chairs, displayers . . . what- 
ever your needs are...can be supplied by 


American Fixture, Inc. 


WMauufacturers 


American Fixture cooperates with shoe 





manufacturers in designing and manufac- 

turing a complete display line. A complete 

fixture merchandising program can be 

developed for you. 
We are [ | Shoe Retailers {| Shoe Manutacturers 
Please send us complete information 
Firm Nome 

@ Your Name 
AMERICAN FIXTURE INC. Street Address 


2300 LOCUST STREET ¢ SAINT LOUIS, MISSOURI 


New York: 11 W. 42nd St Chicago: 220 W. Adoms St 
New York 36,N. Y Chicago 6, Ill 
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ARCHIE BREGMAN, Risqué Div., 
Brown Shoe Co.—Never have the requi- 
sites of good judgment and decisiveness 
been more important in the shoe busi- 
ness. There is so much to select from. 
All segments of the industry, including 
tanners, fabric and trimming suppliers 
have done such an outstanding job in 
their program, that 
it makes the necessary job of culling out 
difficult indeed. 

Nevertheless, this is the job that must 


gathering together 


be done if one is to have a profitable 
season. 

I anticipate interest in heels and heel 
treatments. New lasts and silhouettes 
also promise to play a very important 
part and I look forward with great opti- 
mism to another successful season. 


J. S. LEGG, Heydays Shoes 
able income, general conditions, etc. 
the best of any time in our lives. 
possibilities are obvious. 

If shoe factories and 
remember we are competing with other 
alert and capable industries for the con- 
sumer’s spendable dollar, not just with 
each other; if 1956 finds us seeking bet- 
ter distribution of instead of 
with our interest restricted to “our own 
if for once we realize and 


Spend- 
are 


The 


retailers will 


“shoes” 


shoes only”; 
act upon the advantages of “unity of 
purpose,” then our sales and other gains 
will be mammoth. 


SL. Louis 


——————— 


Shoe 


We urge all retailers to face increas- 
ing prices realistically, to buy only their 
all of them; we urge them 
get back the control of their 


businesses. 





needs, but 
to try to 
own He who accomplishes 
this will have the best season of his life 
in the Spring of 1956; the others will 


not. 


L. B. HOLLANDER, Midwest 
We feel that the 


business will continue good due to the 


F oot- 


weal sales in shoe 
following facts: 

More people employed than ever be- 
fore (over 65 million). 

Continued increase in population. 

More distinct types of footwear avail- 
able for every occasion, which gives re- 
tailers the opportunity to increase their 
pairage sales. 

Retailers also increased 


may expect 


wholesale prices of footwear due to in- 


creased cost at the manufacturing level. 


R. A. BLACK, Queen Quality Shoe 
Co., Div., Shoe Co.—All 
signs point to a good retail shoe business 
1956. The $64,000.00 ques- 
tion is how much money is going to be 
The 
to this question will be deter- 
great ex- 


International 
for Spring 


made on this good sales volume. 
answer 
mined for each retailer to a 
tent when he buys his shoes. 

It isn’t too hard for anyone to decide 
how many pairs he should buy. The art 
comes in buying the right amount of the 


right things. 


Men See 


We all like beautiful fashions. The 
prettiest shoes, though, are the ones 
which sell out at a profit before sale 
time and justify the re-orders which pro- 
duce turnover. 

If you have an average or normal 
type of business, not specializing in ex- 
treme merchandise, buy shoes as you 
because that is what you 
are doing. Use the large portion of the 


invest money 


budget for an assured return and a small 
amount for the promotional speculation. 
That is the bills and puts 
money It is when we lose 


what pays 
in the bank. 
sight of these simple facts, and it’s easy 
to do, that we start getting ulcers on our 
ulcers! 


@ 


GALE PATE, Juvenile Shoe Corp. of 
America—It is my opinion that 1956 will 
be another banner year for the shoe re- 
tailers and manufacturers. Employment 
is at an all-time high, and people have 
money in their pockets ready to spend. 
If the shoe industry will do its part, the 
public will do the rest. | would suggest 


that shoe retailers do not become pan- 
icky and over buy in anticipation of the 
the manufacturers are 


now facing, as shoes that are not needed 


price increase 
for normal operation are not cheap at 
any price. 


FRED J. VOGT, Peters Shoe Co., Div., 
International Shoe Co.—We look for- 
ward to one of the best Spring selling 
seasons in our history. 

This optimistic outlook is based on a 
The recent 

suburban 


number of proven factors. 


shifts in population to the 
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a Prosperous Spring 96 


areas has had the pronounced effect of 
returning the family shoe store to a 
dominant position in the shoe retail field. 
Today, such as never before, families 
shop together—and they those 
stores which can provide a wide assort- 
ment of nationally advertised, nationally 
accepted merchandise—in this case, 
shoes. 

Customers tend less and less to fight 
traffic in congested areas when they can 
meet their buying demands in suburban 
areas, where no parking problems exist, 
and where they can get the mer- 
chandise at the 
would shopping in congested areas. 


shop 


same 
they 
The 


meet- 


same prices as 


family shoe store very definitely is 


ing this trend in population shifts. 


S. B. VAISEY, Vaisey-Bristol Shoe Co. 
We 
and an ever 
stork 


Higher prices on everything that 


look for continued good business 


increasing volume as long 


as the continues to set new rec- 
ords. 
goes into a shoe plus the new minimum 
causing retailers to 
Our 


large and small, is: 


wage are no doubt 


what advice to 


Don’t 


sensibly and early to al- 


wonder is ahead. 


all 


speculate 


retailers, 
buy 
low your resources time to plan ahead 
carefully in aiming 


study records 


for the right amount of shoes at the right 


your 


time and this will solve so many prob- 
lems that prices will not be too great a 


factor. 


Shoe Co Div.. 
The Spring sell- 


C. L. HEIN, Vitality 


International Shoe Co. 


ing season opens very promisingly as 


we view the economy ahe en with a con- 
which 

full 
and a de- 
public 
attractive merchandise. 
fifty-five 


added to our ability to interpret fashion 


tinuation of the high level was 


maintained through 1955 em 
wage 
sire on the part of the consuming 


ployment, high levels, 


to purchase 


Nineteen hundred also has 


and to our knowledge of what is re 


quired to promote shoes to the point ol 
The out 


increasing demand. 


look is excellent. 


consumer 


Hood 
the 


Robin 
that 


McCARTHY, 
Co. 


Importance ol 


ROBLEE 
Div., 
new 
the business 
tremely the 


fered retailers for the Spring season 


Brown Shoe | believe 


and real fashion in 


children’s shoe will be ex 
lines of 


rhe 


evident in sample 


lines have actually 
100% 
years. The 
for the little girl 
top sellers in all lines 
sections of the country. The 
of soft, flexible and light 
shoes will be evident than 


his 


children’s 


children’s shoe 


pleted almost a style transition 


in the past four pump and 


step-in categories are 


now proven as 
and in all 
importance 
weight more 


ever in children’s Spring lines 


trend is just as important in 


shoes as it is in men’s and women’s 


M. R 
Div.., 
cations 
ful 


tories 


CHAMBERS, Women’s General 
Shoe Co All 
a tremendously success 
Retail 
better than average 


should be 


International indi- 


point to 


Spring season. shoe inven 


are in condi 


tion, national income near a 


peak level, and prices are at a point that 
make shoes extremely competitive for a 
larger portion of the consumer’s dollar 

rhe retailers and manufacturers who 
alert to the 
because of the 


are additional new business 


available ever increasing 
acceptance of new colors, materials, heel 
treatments, and silhouettes will undoubt 


edly enjoy a banner season. 


WALTER 
Div 


young 


Men's 


boys’ 


JOHNSON, United 
Co Phe 
market 


Brown Shoe and 
continue 


to the 


men's shoe will 


to maintain a steady growth, due 


increasing per capita consumption of 


shoes in this category 

the 
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this 
the 
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In my opinion this is a result of 


increasing style consciousness of 
nition of 
tyle 


features of 


and young men. In recog 


make one of 
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and young men's 


we endeavor to 
most important 
boys line 
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is now 


trend in footwear 
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but it still must be 


look the y 


lower, trimmer 


on in younger age 
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the broguish have alway 


wanted 
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vrow yu 
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JACK KAPI 
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must be 
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every 
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appliances 


aware and which 


reached avalanche proportions in 
fashion 
kitchen 


shoes 
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was a time when autos 
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VISIT US 


AT THE NATIONAL SHOE FAIR 


CONRAD HILTON HOTEL 


ROOMS 603A, 604A, 605A, 607A. 609A 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MISSOURI 
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of women insist upon! 


wn 


SYMBOL OF THE NARROW HEEL 

SYMBOL OF FASHION STYLING 

SYMBOL OF WORKMANSHIP OF HIGHEST QUALITY 

SYMBOL OF SLEEK, ELASTICIZED PUMPS—MARVELS OF FINE FIT 
SYMBOL OF SHOES PRICED RIGHT FOR BIG VOLUME SELLING 


In addition, a suggested program to assure liberal mark-up; 
a well-organized in-stock department to minimize your merchandising 
problem. Counter cards, window displays and a consistent 


national advertising program in leading national magazines. 


YW. 
Vitality shoes 
famous for fashion and fit 


Vitality WANDERLUST SHOES 
Styled for the young and the young in hear 


NEW YORK OFFICE—ROOM 912, MARBRIDGE BUILDING, 47 W. 34th STREET 
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see the startling,  - 


sensational 





stars of 
the show... 








* DRESS UPS 
* SPARKLE TOES 


at the CONRAD HILTON Acs 


ROOMS 532A—-S533A—-S534A 


MANUFACTURED BY WEBER SHOE COMPANY, INC. @ TIPTON, MISSOURI 





‘The Shoe Stylist en 


. and the SHANES in his or her shoes 


Style is basic. Style sells shoes. 
That’s why shoe manufacturers put so much time, 


money and effort into styling. 


To keep styles ‘“‘in style” longer, many make it a point to use 
United Shanks. The right United Shank complements styling, 
preserves the basic lines of the shoe, gives your customer a better 
product. United Shanks are Vita-Tempered for extra strength 
and freedom from distortion. They fit like the master models. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


VITA-TEMPERED STEEL SHANKS 


October 15, 1955 
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SHOE COMPANY 


DIVISION OF INTERNATIONAL SHOE COMPANY 


CHAS. E. GOODRICH RAY W. BELL 
EDWARD C. THORP WYATT H. VIRGILIO 
PERRIE J. SMITH JESSE W. DREW 


ARTHUR C. YUKON ED ROGERS 


ROOMS 904 ...905 OCTOBER 23-27 
1955 


CONRAD HILTON HOTEI.-CHICAGO 
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ONFIDENCE 


The Priceless Asset 
of Retailers who sell 
Friedman-Shelby shoes 


They know they can rely on the steady 

repeat business of thoroughly satisfied customers 
...plus the new business that keeps 

coming in as one family tells another. No brand 
names sell themselves more readily than Red 
Goose Shoes for children, Grace Walker Shoes 
for women, and John C. Roberts Shoes for men. 





Each line is backed by a comprehensive and 
far-reaching national advertising program. Each 
offers you the fast, reliable service of an 
excellent ‘‘in stock’’ department. For volume, 
prestige, and profit, look at all three! 





a om 


SEE OUR COMPLETE LINE AT THE NATIONAL SHOE FAIR 
In Chicago, October 23-27 
3rd Floor—Showroom 2 Conrad Hilton Hotel 


nicdmnaw, Si 
@ DIVISION 


INTERNATIONAL SHOE COMPANY * ST. LOUIS 3, MISSOURI * WORLD’S LARGEST SHOEMAKERS 
NEW YORK OFFICES: 551-553-555 MARBRIDGE BUILDING 
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Keep the new Peters line in mind! A nationally 
advertised brand to attract every customer! 


See the PETERS LINE at the CONRAD HILTON HOTEL... Rooms 755A-756A-757A-758A 
See City Club and Wesboro at the PALMER HOUSE, Room 843, October 23 through October 27 


Peters Shoe Company, Division of International Shoe Company, St. Louis 3, Missouri 
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BABIES! 


» \ a 
\ y 
Throw away your crystal ball! The future can be determined by how 
well we take care of today’s babies. They're BIG business now... 


will be bigger business tomorrow. 


Make a date to see the Baby Deer and Trimfoot lines for Spring 1956. 
See how they put fashion and fun into shoes for babes, toddlers, 
tykes and small fry of both sexes. Learn how the specialists 


in little shoes can give a big boost to your business. 


FOR THE GROWING YEARS 


TRIMFOOT COMPANY ¢ TRIMFOOT TERRACE * FARMINGTON, MISSOURI 
New York..628 Marbridge Bldg. + Dallas... 6-133C Merchandise Mart + Seatile.,222 Terminal Sales Bldg 
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4160 — JUNIOR COMBAT BOOT 
Brown heavy duty leather 
upper, Goodyear stitched non- 
slip rubber sole 
D 10-4 


JUNIOR ENGINEER'S BOOT 

blizzard” leather, composi- 
rubber heels 
[ 10-4 


4165 
Black 
tion soles, 
$4.20 


5140~—COWBOY BOOT 
Tan elk and burgund 
upper, rubber soles 6 
width 
8%-12 
12%2-3 


3.60 
4.20 


The Step Master rooms 
at Chicago should be your 
first stop! See these boots 
that are only typical of the 
top values and budget 
prices built into the entire 
line. (These, like more 
than 60 other patterns, 
are in-stock ready for 
immediate shipment 


WESTERN BOOT 
255 — Black, white trim, 
256 — Brown vamp, wine 
top. 257—Black vamp, 
red barrel. Goodyear 
stitched composition 
rubber soles width. 
512-8 2.40 
812-12 
124%2-3 


STEP MASTER SHOES, INC. + GREENUP, ILL. &f 


| 
! 


St. Louis 
Fashion Leadership 
[CONTINUED FROM PAGE 141] 


for distribution to all retailers 
visiting St. Louis sample rooms. Ac- 
cording to Roblee McCarthy, who heads 
the publicity committee, these articles 
are of such significance that they also 
are being distributed to Chicago news- 
papers for use as news during the 
National Shoe Show itself. 
Supplementary to this, the associa- 
tion is printing a St. Louis directory 
to assist retailers in locating the many, 


lets 


many samplerooms its members will be 
occupying during the fair. The cover 
of this directory will re-emphasize the 
theme of St. Louis as the Center of 
Fashion Footwear by carrying a re- 
production of the room display poster. 

Roblee McCarthy, who heads the 
Robinhood Division of Brown Shoe 
Company, worked with the following 
members of the Publicity Committee 
in devising this National Shoe Fair 
campaign for the St. Louis member- 
ship: Ruth Klump of Valley Shoe 
Corporation, co-chairman; Lester 
Tober of Tober-Saifer Shoe Company; 
Ross Bachle of Endicott-Johnson; 


Harry Bennigson, Hamilton Shoe Com- 
Jack Kenney, Winthrop Shoe 
Company, division of International 
Shoe Company; Muriel Braeutigam, 
3rown Shoe Company; Bea Beste, 
Hamilton Shoe Company; Charles 
Arend, Juvenile Shoe Corporation of 
America; and J. B. Ruebel, Trimfoot 
Shoe Company. 


pany; 


Miss Jaclyn Meyer of the association 
office heads the Shoe Fashion Board 
charged with the responsibility for 
making the fashion forecasts. Pooling 
their talents for this project, in ad- 
dition to Miss Meyer, are Ruth Klump, 
Muriel Braeutigam and Bea Beste, 
already identified, and Betty Jones 
Mason of International Shoe Company; 
Evelyne Farber of Stix, Baer & 
Fuller, St. Louis department store; 
and Geraldine Epp, Boor & SHOE 
RECORDER. 

Heading the St. Louis delegation to 
the Chicago event will be Paul E. 
Johansen of Valley Shoe Corporation, 
association president for 1955-56, and 
his fellow officers: Robert G. Stolz of 
Brown Shoe Company, first  vice- 
president; Lester V. Tober of Tober- 
Saifer Shoe Manufacturing Co., second 
vice-president; Harry Bennigson of 
Hamilton, treasurer; A. V. Wheeler of 
International Shoe Co., chairman of 
the board; Fred J. Weber of Weber 
Shoe Company, T. F. Schroth of West- 
port Division of Brown Shoe Company, 
Raymond Kohn of Wolff-Tober Shoe 
Mfg. Co., and Joe McCaffrey of Vaisey 
Bristol Shoe Co., all members of the 
board of directors; and Arthur H. 
Gale, executive secretary 


Men’s Fashion Spectacular 

[CONTINUED FROM PAGE 123] 
complete absence. It is seen, however, 
in lower versions in two, three and 
four eyelet bals and bluchers, which 
are refreshing and different and bear 
little resemblance to the original. 

Most important are moccasins and 
moceasin-inspired patterns and plain 
toes with some interest in more lightly 
detailed wing tips. Slip-ons, both gored 
and soft, easily donned and doffed, are 
very well represented in the Spring 
lines. Interesting innovations are the 
use of nylon mesh, silk, shantung, 
woven, printed and punched-through 
leather plugs in slip-on mocs with a 
decidedly Italian flavor. 

Most of these Italian types are low- 
slung and racy, with close edge trims, 
refined stitching, pinking and perfora- 
tions. They are seen on extremely nar- 
row and medium toes and, when carry- 
ing bold details, on wider toe lasts. 

Black and brown continue to domi- 
nate these Italian styled shoes but Ivy- 
wood is well represented, An interest- 
ing note anda very smart one, too, 1s 
the development of black and white and 
brown and white combinations and 
combinations of mesh or shantung with 
contrast deep-toned trims. 
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italian influence 


x Black Kid Suede 
Black Glazed Kid 
Oak leather sole. 100% 


leather lined. Leather bow 
Sizes: AAA 5-10, AA 4-10, 


B 344-10 
$10 
are so much better a. 


for the money, they 


CAN DOUBLE YOUR PROFIT PER PAIR 


wrele nou gor 
exclusive tu 
relies ome SHOW GOur Lown { 


IN STOCK 


ROOMS 901-902 
immediate delivery 
one pair or a thousand 


skimmer pump 

ALL KID LEATHERS 

White 

Black 

Red 

Navy Blue 

Brown Kid Suede 

Pastel Pink 

Pastel Blue sweater pump 

Black Patent , Suede 

Black Kid Suede ee _ ye 

Brown Glazed Kid ack 1aZ IC 

Silver Brocade Oak leather sole. Elasticized top 

(can be dyed) line. Multi-colored lining. Dainty bow 
Made on a new pump last. 100% leather at heel. Sizes: AAA 5-10, AA 4-10, 
lined. Pancake heel. Leather sole with waffle B 3%-10 
design. Sizes: Women’s AAA 5-10, AA 4-10, a 
B 3-10. Misses B, C 12%2-3 


5% ~ 30 days 
$310 ; . 


less 5% — 30 days 


ED WHITE JUNIOR SHOE CO. vert 10 PARAGOULD » ARKANSAS 


Manufacturers 





Style Dominance and Dependability. St. louis 


SEE US AT THE FOLLOWING SHOWS 


Chicago—National Shoe Fair, Oct. 24-27 Dallas Shoe Show, Nov. 6-9 Atlanta—Southeast Shoe Show, Nov. 6-9 
Hotel Morrison, Rooms 1025-1026 Adolphus Hotel, Room 1236 Piedmont Hotel, Parlor C 
In attendance—M, K. Weil, Paul Sigan, Abe Eisner In attendance—Paul Sigan In attendance—Abe Eisner 


Ween SHOE SALES a 
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over 20 years... Specialists in 


CANCELLATIONS. 
JOBS « CLOSEOUTS 


{ 
Our prices on quality shoes bought M., 4 @ W e | L 


direct from the best known makers enables you to SHOE COMPANY 


k traffic comi our way! 
a ee ee 1215 Washington Ave., St. Louis 3, Mo. 
While in Town See Weil 


CONSULT OUR NEW STORE EXPERTS Rikiels Rodan 
Open a cancellation shoes store in your town with experts phe: i m i Ghavrveaaid 
Quality 1o0es Since 32 


who can help you set up a profitable operation! 





KEEP ABREAST OF YOUR 
ON DISPLAY MANUFACTURER'S ADVERTISING 


Rooms 810A, 811A, 858A, 802A and Merchandising Plans 
Conrad Hilton Hotel 


National Shoe Fair .. . IN THIS ISSUE 


October 23, 24, 25, 26, 27. 


° . . - And in EVERY Issue of 


Rooms 431, 433 


McAlpin Hotel BOOT AND SHOE RECORDER 


Popular Price Shoe Show 
Nov. 27, 28, 29, 30, Dec. |. 


DEEVERS SHOE CO. WATCH FOR IT! 


Sales Office 
@ie OLIVE ST. $7.-t0 015, 49. 


Factory 
LUTESVILLE MISSOURI 
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Pig Sensational new Winthrop fashion 

/ first with the Continental fiair. A new 
§ interpretation in smart one-eye-tie 

designed to give Winthrop dealers 
, still greater edge in style 
\ leadership that builds profit. 

\ 
Tope featured as 

re a major Winthrop promotion. 


~ 
~ 


~ 
Nationally 
advertised 
in 


May 7 issue 


ee .. 
WHISP-fully inviting you to see the new Spring '56 
WINTHROP liine 
ROOMS 828-829 


PALMER HOUSE 
Chicago Shoe Fair 





WINTHROP 


SHOES 


Winthrop Shoe Company, 
Division international Shoe Company 


of St. Louis, Missouri 





Cc h ci ' rs e Built for Comfort 


e Designed for Shoe Stores 


e Priced to Sell! 
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Write today to for your catalog 


AS eo HO 


Signs of Spring— increase the tendency towards the Manufacturers and retailers of chil- 
; : nian strapless shoes. It is our belief that dren’s shoes report good figures for 
New Shoes for Children the sale of strapless shoes for children 1955 and they are optimistic about the 
will show a 100 per cent increase over possibilities for business and profits in 
[CONTINUED FROM PAGE 127] the sales of Spring 1955.” their new Spring ’56 lines. 

: : Style plays as integral a part in the 
The ITALIAN influence is much in boys’ shoe field as it does in any other. 
evidence and it is interesting to note fore jt is a matter of combining style 
one manufacturer's comment in this with sturdiness. The low cut, the Aurora, NeB.—The Bootery, which 
regard: “The Italian influence nm ITALIAN influence, soft grain leathers was operated here for over 30 years 
women’s dress shoes will be felt in and color—all of them are important. by W. H. Larsen before his death 
the children’s shoe field for Spring Boys have accepted the all-over “dirty several years ago, has been razed to 
and reverse the very low cut tendencies white” and “dirty pink” oxfords this meet the requirements of the city’s new 
that have reached the point where the past season and it is expected that for fire and building code. It was the last 
toes are barely covered. The higher Spring 1956 their popularity will in- frame building in downtown Aurora. 
vamps with novelty throatlines, will crease. Two-tone black and white or Mrs. W. H. Larsen, widow of the shoe 
result in shoes for girls that are better brown and white will be good. How- merchant, said she does not plan to 

made and easier to keep on. This will ever, for dress it will be black. rebuild at this time. 


Frame Shoe Store Razed 


EF: Mi L g Adjustable All Steel sHOE SHELVING 


3 FEET AND 4 FEET WIDTHS, Save floor space by making use of every valuable 


inch make the shoes more accessible for 


87%," STANDARD OVERALL HEIGHT. faster selling install SEMCO adjustable aill- 


stee! shelving! Uniform size whether used for men's 


TWO DEPTHS OF SHELVES—I4!/." with work shoes or infants’ soft soles:—one SEMCO 
. : unit holds 216 pairs children's shoes (to size 3), 24 
boffles adjustable to fit all carton sizes— rows of 9% cartons;—1I33 pairs men's shoes, two rows 


12" without boffles. per shelf, 17 rows of 7 cartons:—168 pairs women's 


hoes, two rows per shelf, 21 rows of 8 cartons! 
SHELVES ONLY %" THICK—maximum ° 
shelf capacity on minimum floor space. BOOTH 31—N.S.F.—Palmer House 


DURABLE, BAKED-ON ENAMEL FINISH— INVESTIGATE SEMCO SHELVING FOR OTHER MERCHANDISE 
variety of colors—never needs re-painting. — WIRE, WRITE OR PHONE TODAY! 


SIMPLE TO INSTALL with screwdriver and 
pliers, SEMCO COMPANY, INC. 


EASILY RE-ARRANGED OR RE-USED in | 215¢ & Walnut Sts. St. Louis 3, Mo. 


other locations with complete recovery. 














Boot and Shoe Recorder 
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Nite-Aires’ 


LEISURE LOVELIES 


the Season... 


Nationally advertised in... 


VOGUE, HARPER'S BAZAAR, MADEMOISELLE, 
CHARM, GLAMOUR, and TV's “THE BIG PAYOFF” 


Selling More Shoes in 
An Expanding Economy 
[CONTINUED FROM PAGE 99] 


it, and why, and what it means to 
business today and tomorrow. Here, 
therefore, are the principal factors that 
are creating this “revolution” in the 
expanding and changing American 
economy: 

(1) Population growth: There has 
been a population increase of 35 mil- 
lion since 1940, with another 13-15 
million to be added by 1960. While 
these figures are impressive, it’s im- 
portant to note the changing character 
of our population: a rapid expansion 
of the 14-and-under and 60-and-over 
age groups. Over the next 10-15 years 
the middle-range group (25-55) will 
show little numerical growth. How- 
ever, more people mean more business 
i a vigorous, prosperous economy such 
as ours. And between 1940 and 1960 
we will have added a “nation” the size 
of Great Britain or Italy. Those ad- 
ditional 48-50 million people mean 
some 160 million additional pairs of 
shoes—which translates into nearly 
one billion additional dollars in retail 
shoe sales. 

(2) Income growth: This has been 
perhaps the influential single 
factor in expanding and changing the 
character of the American market 
Back in 1929 and before, there were 


most 


For Sales! 


Suiting 





> (\v 


distinct 


class, 


three markets: the rich, the 
middle the low-income group, 
from a standpoint of available spend- 
ing. The so-called “mass market” was 
a relative illusion, consisting chiefly of 
low-income families. Today the 
market consists of substantial-income 
families. This shift in purchasing 
power has completely altered’ the 
American market, has jet-powered the 
whole economy. 

The figures are impressive in illus- 
trating this vital fact. For example, in 
1929 the top one per cent of families 
accounted for 19 per cent of the total 
income; today they account for only 
five per cent. 

In 1929, some 80 per 
families earned under $4,000 (in 1955 
dollars—or about $2,500 in 1929 dol- 
lars). This was the great “mass mar- 
ket”. There was much mass, but not so 
much purchasing power. Today there 
are only 48 per cent of families in this 
group, the rest having moved up to 
higher income brackets. 

In 1929, some 16 per cent of families 
earned, in 1955 dollars, $1,000 or less 
(today only eight per cent are in this 
group); in 1929, some 44 per 
earned $2,000 or less compared 
with only 23 per cent today); and 70 
per cent earned $3,000 or 
against only 34 per cent now) 

In 1929, only 29 per cent of families 
had a real income in the $3,000-$10,000 
bracket (in 1955 dollars), as compared 
with 62 per cent belonging to that 


mass 


cent of all 


cent 
(as 


less (as 


Fine slippers sell all year ‘round! Nite-Aires has said it... 
and proven it! It takes clever design, judicious use 

of fabric and leather...and a sense of timing that puts 
the right style on your shelves at the right time. 

Now, Nite-Aires in velvet, nylon fluff, brocades and glove 
leather are looming as the biggest Christmas sellers 

in the industry. And come see the new styles that will 
sell for you next spring! 


Showing: Rooms 807-808 Conrad Hilton Hotel 


Nite-cAires 


MIDWEST FOOTWEAR INC, SULLIVAN, MO. 


And therein is the big 
the big difference in the 
mass market of today: it contains the 
majority of families—-and with incomes 
representing ample purchasing power. 

Today the very low and very high 
groups have been’ sharply 
reduced in number. But there has been 
a vast increase in the middle-income 
group—a concentration of mass pur 
chasing power greater than the world 
has ever known. We are becoming, as 
the economists put it, ‘ 


group today 


answer to 


income 


‘a homogeneous, 
one-class market of prosperous middle 
people.” And the trend 
tinues to intensify. 

Several forces have combined to level 
off incomes: taxes, higher wages, full 
employment, increased productivity, 
social legislation, All have 
tributed to making the rich 
and the poor richer—and to enormously 
swell the ranks of the 
middle class.” 

What does it mean to shoes and 
business? For thing, as surveys 
reveal, when incomes rise, the greatest 
made (1) 


income con- 


ete. con- 


poorer 
“prosperous 


1 
noe 


one 


purchases 
lower 


increases in 
among the groups; (2) 
and in such basic food, cloth 
ing and shoes. To put it anothe 
as income ri 
of shoes 


income 


are 
income 
items as 
way 
se8, per capita consumption 
faster with the 
groups who now 
more, They are simply making up for 
ome of the basic needs and wants they 
couldn’t afford before. The “leveling of 
[TURN TO PAGE 169, PLEASE] 


rises lower- 


are earning 
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St. Louis Shoe Men See 
A Prosperous Spring 


[CONTINUED FROM PAGE 151] 





intended, but the force that keeps them 
selling in ever increasing quantities is 
fashion. The shoe retailer who capital- 
izes on this in his windows and his in- 
terior displays, will sell that all impor- 
tant extra pair. New colors, new styles, 
new materials, the trend to softer shoes, 
all mean extra business if aggressively 
promoted. 

Production and employment will con- 
tinue at a very high level for the next 
year according to all reports from indus- 
try and government. Consumers will 
buy something new if you have some- 
thing new to show them. 


walked out of the store 


1,000,000 TIMES:-- 


... wearing the Sun-San Sandals they love...the Sun-Fit 
and the Sun-Eez. For these two styles have sold over 
1,000,000 pair in the past nine years! 


Although Sun-San is proud to present several new 
styles each season, children (and mothers) keep com- 
ing back for these “trusted” favorites. And there's a 
reason. Children don’t understand about new styles... 
fancy buttons. They only know that the Sun-Fit and 
the Sun-Eez are light...cool...and comfortable on 
their growing feet. And mothers know that these sturdy 
sandals give firm support. 





So . fashions come... and fashions go . but 


children keep demanding . . . and mothers keep SI BLAND, Roberts, Johnson & Rand 
buying these all-time favorites! Div., International Shoe Co.—The sales 


These two styles are your steady profit makers... outlook for Spring 1956 holds every 
order from our convenient IN-STOCK Department! : 
promise of being one of the best on 
All Sun-San Sandals are crafted of finest materials, 
with meticulous care given to the smallest detail. 
© High grade Elk finish Cowhide Uppers 
® Sponge Rubber Inner Sole cushions 
7 seth } les th We base our outlook on several fac- 
® Chrome Leather Soles that wear | . ‘ : ‘ 
4 | tors. Em ment is high, the workin 
® Adjustable Vamp for Perfect Fit EB sf ploy ‘ B ‘ B 


® Priced to Retail about $3 y ry, 
responding increase in shoe customers), 


Ms | 
IN-STOCK pees and above all, this being an election year, 


a good Fall selling season is assured. 


record—certainly it will be as good as 
the excellent season we enjoyed in the 
Spring of the past year. 


force is steadily increasing (with a cor- 


On the basis of the above, we are plan- 
ning for a substantial sales increase this 
Spring over year ago levels. 

We are convinced that nationally ad- 
vertised lines will carry a bigger impact 
than ever before on the American con- 
sumer. Our own advertising and promo- 





,T i : . " tional plans are directed by that con- 
Phruway’ Connects Shoe Store to Annex Premises __siction. 


SyRacuse, N, Y.—In what is termed side entrance of Hotel Syracuse. Some 
a “modest” expansion program, own- 45 feet of desirable window space has Pare ; 
’ ; Play : i alley S$ 
ers of the Park Brannock Company, also been acquired on the Onondaga PAUL JOHANSEN, Valley hoe 
473 South Salina Street, are remodel- treet side. Angled side windows and 
ew} = first floor of their six-story 4 projecting center display area make 
‘a . ‘ 
ruile ing. ; ; ce it possible for customers to enter from 
The company is taking additional 4. directions 


space in an adjoining building facing , _ d 
East Onondaga Street and a 15-foot _ According to Henry Merc Ee 
“thruway” has been opened at the ‘ising and promotion director, plans 


rear of the main first floor to connect re still in the tentative stage, but it 
with the new premises. is contemplated the new “thruway” 


The store now has a new street area may be used for merchandising 
entrance directly across from the busy hosiery. 


Corp.—The good business climate which 
retailers enjoy today can be expected to 
carry through for Spring, with stimu- 
lating motivation to be gained from the 
many new and exciting innovations which 
the season offers. We, like all other shoe 
manufacturers, are advancing our prices 
just enough to cover increased costs, but 
we do not feel these adjustments will 

[TURN TO PAGE 168, PLEASE] 
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is *According to surveys by leading nurses’ journals 
SS) 


“-“ THE JUVENILE SHOE CORPORATION OF AMERICA, susons, missoun 





Style Dominance and Dependabiliy-St. louis @ 





ook 


for 


eadership 


in Dance Footwear 


HANDMADE 
HAND-LASTED 


Finest quality at lowest 
prices — the value stand- 
ard of the industry. 


IMMEDIATE 24-hour, In- 
Stock service always. 


Prima is the COMPLETE 
dance footwear line—one 
source for all your needs. 


Endorsed by studios, 
teachers and students 
everywhere. 


"s 


IN-STOCK CATALOG 


Tocloy! 


PRIMA Footwear, Ine. 
705 Ann Street, Columbus 6, Ohio 


Publicity Wise Manager Handles On-the-Spot Promotion 


Monroe, N. C,—-An unusual oppor- 
tunity to gain valuable publicity came 
the way of manager Charles Hunley, 
of Belk’s Department Store here re- 
cently when the Monroe Journal ran 
an article on a local resident who was 
still wearing a pair of house slippers 
purchased in Belk's shoe department 
84 years before. 

Hunley promptly got in touch with 
the subject of the article and invited 
him to come into the shoe department 
and get a new pair free. The customer 
responded appreciatively and posed for 


a photograph which was sent to the 
local newspaper. Shown in the shot 
was assistant manager J. B. Allen, 
fitting the customer with his choice of 
house slippers from the department’s 
top-price line, 

The publication of the original article 
on the long life of the slippers and the 
later publication of the photograph 
showing him receiving his free pair 
brought much interested comment from 
customers, who said, “Give me a pair 
of those long-wearing slippers,” on 
entering the department. 


| conditions. 


the sole 





St. Louis Shoe Men See 
A Prosperous Spring 
[CONTINUED FROM PAGE 166] 


work any unnecessary hardships on the 
retailer in view of good, overall business 
consumer 
iesistance. Actually, customers will be 
ready for footwear increases . . . the 
upward path having been paved by man- 
ufacturers of a great variety of soft 
and hard goods. While no one—includ- 
ing we at Valley—likes these increases, 
we all recognize that increased costs are 
reason behind them. 


Nor do we foresee 


OYAAS, Friedman-Shel- 
Shoe Co. 
1956, are 


reason to expect 


HAROLD F. 
by Div., 
prospects for 
lent, 
and plan for one of the best seasons we 
With the current popula- 
are 


International Sales 


Spring, excel- 
and there is every 
ever had. 
shifts to 
strengthening our 
serve this new development in consumer 


have 


tion suburban areas, we 


sales force to better 


buying. 


In reviewing want 


1956 
sales principles that 


prospects, I 
to drive home the 
the retail stores that do the 


those stores that 


best selling 
(1) 
to give 


job will again be 
maintain an adequate inventory 
the customer what he wants at precisely 
the time he 


their 


and (2) strongly 
that 


when 


wants it, 


promote stores 80 customers 


will know where to go they need 


shoes. 


Former Shoe Man Honored 
By Korean Government 


RUTLAND, VT.—Louis D. Calarco of 
Burlington, Vt., who was formerly as- 
sociated with the Merit Shoe Company 
here and now is a lieutenant colonel in 
the Army, stationed at Governors 
Island, N. Y., has been honored by the 
Republic of Korea. 

The officer, who left the busi- 
ness when he began military service in 
1941, was awarded the Ulchi Dis- 
tinguished Military Service Medal for 
his part in scoring a signal victory on 
the Korean front in 1951-52. At the 
time he was a member of a Korean 
advisory group assigned to train ROK 
soldiers. 

He is now chief of the program man- 
agement division of the First Army 
Personnel Section at Governors Island. 


shoe 
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Selling More Shoes in 
An Expanding Economy 


[CONTINUED FROM PAGE 165] 


incomes” has in general worked to the 
advantage of shoe business. 

(3) Productivity: Here’s one of the 
real miracles of the expanding Ameri- 
can economy. Today’s worker turns out 
more goods in a 40-hour week than 
three workers did in a 70-hour week 
in 1850. The increased productivity 
cover the past 10 years in particular 
has been notable, rising steadily at the 
rate of about three per cent a year. 

What has this meant to business, to 
changing our economy? Increased pro- 
ductivity has enabled us to produce 
more goods of constantly improving 
quality and at low prices while per- 
mitting higher wages. This has obvi- 
ously expanded consumer purchasing 
power, has permitted more people to 
afford more goods, and has thus been 
a real spur to the economy. 

Our vastly increased productive 
power has been in good part responsible 
for opening new markets and expand- 
ing existing markets, shoes included. 
It has, for example, played an impor- 
tant role in extra-pairage sales of foot- 
wear, or consumption of footwear types 
beyond basic needs. 

(4) Purchasing power growth: 
“Real’”’ incomes have shown substantial 
gains, permitting the “mass market” 
to treble in size since 1929 (with almost 
all of this growth having occurred over 
the past 10-15 years). Our real dis- 
posable income has risen 110 per cent 
since 1900—but since 1947 alone it has 
risen 14 per cent. Though real income 
has doubled in the past half century, 
about half of this increase occurred be- 
tween 1900 and 1929, but the remain- 
ing half came in since 1941. Jn short, 
we've shown as much increase in pur- 
chasing power over the past 15 years 
as we did in the previous 40 years. 

Shoes as a basic item are included in 
all budgets. However, extra-pairage 
sales usually stem from increased pur- 
chasing power—extra money for extra 
shoes. Thus, rising purchasing power 
is working to the advantage of shoe 
business. 

(5) New areas of prosperity: Two 
important shifts have been occurring 
over the past 10 years: (1) vast mi- 
grations within the population; (2) ex- 
panding prosperity to formerly low- 
income areas. 

In almost every year since 1947, some 
30 million people have moved to differ- 
ent states or counties. In 1929, some 
60 per cent of Americans lived in big 
cities or on farms. Today, 60 per cent 
live in the suburbs or in small towns. 
Today, half of the U. S. population 
lives within the bounds of 168 metro- 
politan communities; but this half of 
the population accounts for 65 per cent 
of all retail purchases. Much of this 
has been due to the spectacular growth 
of the suburbs, now with a population 
of over 30 million, with some 40-44 
million expected by 1965. 


But migration of population and de- 
centralization of industry have brought 
substantial growth and prosperity to 
formerly middle-income and low-income 
areas. For example, in 1929 disposable 
income in the Southwest was 50 per 
cent below the national average, but 
today is only 14 per cent below. On the 
other hand, in 1929 the Middle Atlantic 
States had an income 42 per cent above 
the national average, but today (even 
though this section has had a 75 per 
cent income growth) is only 15 per cent 
above national average. 

Thus the income gap between regions 
is rapidly closing. This leveling off is 


again tending to emphasize the “one- 
ness” of the American mass market. 
Living standards are becoming more 
equalized among all regions throughout 
the country. While all states and 
regions have shown income growths, 
some have risen higher and faster 
particularly the formerly lower-income 
regions. 

For example, between 1949 and 1955, 
national income showed a 33 per cent 
But the Mountain and West South 
states showed a 39 per cent 
increase; the Pacific and South Atlan- 
tic states up 38 per cent. But New 

[TURN TO PAGE 176, PLEASE] 


rise 
Central 


OKAY-OKAY 


we re convinced! 


So many thousands of Conformal customers 


... your customers, have written us to express 


their complete satisfaction with 


shoes. 


These 


Conformal 


fine letters, coming from all 


parts of the country is proof there is an urgent 


need for a Conformal dealer in every shopping 


center in 


the nation. To meet this ever in- 


creasing demand, Conformal has developed a 


compact line with smart new styling. And even 


the famous, patented self-conforming are h has 


been improved. 


Now let us convince you that you'll be doing 


your customers a real service by stocking Con- 


formal, “the world’s most comfortable shoes” 


. and you'll start ringing up profits you've 


been missing for a long time! 


See us at 


THE NATIONAL SHOE FAIR 
CONFORMAL SHOE COMPANY 
Rooms 701-702, Conrad Hilton Hotel 

Oct. 23-27, 1955 


CONFORMAL DIVISION OF 


INTERNATIONAL 


fine quality 
comfort shoes 
for men and women 


SHOE COMPANY « ST. LOUIS 3, MO 





SHOE CORP. 
ST, LOUIS, MO. 


With typical finesse, Valley creates “Low-line”, a peaked throat" 
pump for ’56 in lush Surpass Black Suede with soft toe and counter, 
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Softer necklines on suits are an 
indication of changes for Fall from 


California. Here designer Stanley 
Sherman used Lesur’s Diagonal 
Tweed in a soft, antique gold for 
this SPECTATOR, LTD. fashion. 


Los ANGELES—We've been doing 
a little 


Sunny 


crystal gazing out here in 


California—and what we see, 
we like. In this land of plenty, nestled 
between the rolling deserts, the rich 
green mountains and the endless ex- 
panse of blue Pacific, we're going to 


like the thunder of Zeus 


fashion and 


roar 
because news interest 
is spreading with the speed of: light- 
ning, tantalizing and captivating. 
But, no wonder! . . . Finally from 
the designers’ drafting boards and the 
couturiers’ magic fingers has come 
the kind of clothing that is meant for 
Californians . . . free flowing, color- 
ful, open, chic apparel that is 
made to live out of doors, to go to 
barbecues and garden parties, to clam 
bakes and swimming jamborees 
apparel that captures the red Cali- 
fornia sunsets, the browns and oranges 
of barren deserts, the blues and greens 
of the Pacific in her many moods .. . 
apparel that is easy to wear, open and 
cool, that goes from morning until 
night with the same crispness and 


apparel that combines all 


allure 


October 15, 1955 


* Color and Chic 








In California’s New Styles 


The Costume Look, Color Coordination from Head to Toe, the 
Long Slim Line in Clothes and Shoes, Are All Important Trends. 
So, Too, Are the Prints in Fabrics and Leathers, Many of Them 
Orient-Inspired in Their Grace of Line and Softness of Tone. 


by TINA L. STUCKELMAN 


Campus-bound are these clan plaid 
walking shorts from GEORGIA 
KAY OF CALIFORNIA, Teamed 
with them is a bulky white sweater 
turtle covered by 


whose neck is 


the bright red wrap-around scarf. 





Separates with made-for-each-other 
attractions are these from CASUAL 


TIME OF CALIFORNIA, The & 
ounce jersey blouse in gold is 
trimmed with the same imported 
worsted check featured in the skirt. 
the touch 


these characteristics with 


of Venus. 


Yes, by this coming Spring, tongues 





will be wagging . because there’s 


more to talk about and more money ticated is the word. And the costume, 
to talk with. 


The crystal ball says that this Spring 


that was so popular last year, is going 
to be even more important this coming 
the long slim line in dresses and shoes Spring; is going to be extended from 


will predominate; sleek and sophis- [TURN TO PAGE 174, PLEASE | 
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Cotor gees with sunshine, and easy-to-wear styles 
with mild climates, Southern California has the perfect 


setting for both. All the variety in current shoe style 
trends is found in these products of the Southern 
California factories—the soft shoe, the backless mule, 
the conventional sandal, the wedge heel in various 
interpretations. 

The light touch is there, too—shells trimming a 
straw sandal, an opalescent heel on a vinyl mule, the 
vamp of another mule composed entirely of large rings 
of colorful leather, jewel-trimmed, Printed leathers and 
fabric prints too, add color and variety, 


172 


California 


Top to bottom: Draped vamp halter sling on 
24/8 (also 18/8) heel, from Kimel of Califernia; 
Vinylite mule, rhinestone-trimmed, with opales- 
cent plastic covering 18/8 modified wedge heel, 
from Ted Saval; Spring-o-lator mule, a series 
of rings with rhinestone trim, from Ferncraft. 


Color, of course, is of major interest in the new 
Spring shoes. White and pastels; natural tones in lea- 
thers, straw and straw effects; and brilliant Oriental 
tones, such as turquoise and coral. Tone-on-tone is 
growing in importance. More practical for coordination 
than multi-color, it is also felt to be more sophisticated 
and more subtle. 

The continued interest in vinylite should be noted. 
It is shown in two of the seven shoes illustrated here; 
once with a very narrow edging of pale blue leather 
and once in combination with black suede. Although 
pastel colors are now available in vinylite, the color- 
less is still very popular. The great success of vinylite 
this past Summer forecasts another good season in 
1956. Women were fascinated by the appearance of 

[TURN TO PAGE 226, PLEASE | 
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Has Them All... 


From CASUAL to FORMAL 


The Soft Italian Flat and the Cork Wedge Sandal, the Pastel Kid- 


skins and Vinylites, Jewel-Trimmed—California Has Them All 


for Informal Daytime Wear and Glamorous Evening Festivity. 


Clockwise, starting top left: “Lan- 
cia,” new addition to their Italian 
group, from Cobblers; 15/8 out- 
side wedge heel on tone-on-tone 
sandal, from Aronov of California; 
Shell-trimmed straw mule on cork 
wedge, from Sbicca; Clear vinylite 
with black suede on 21/8 spinet 
heel, from Ci-Ranno by Vogue. 





STOP! be sure to see 
the newest young-set 


NnazArO 


SWEATER-TOP SHELLS 
correctly designed to fit 





CHILDREN'S 
MISSES’ 
B-C-D widths 


8%, -12 
12%,-4 


CHICAGO NATIONAL SHOE FAIR 
room 709 * Grand Hilton 

ATLANTA Nov. 6thu 9 

DALLAS Nov. 6th 9 

SEATTLE Nov. 5 thru : 

LOS ANGELES * Nov. 13 thru | 


MJ. Nazaro, Ine 


912 EAST 7TH STREET 
LOS ANGELES 21, CALIF 


Shoe Industry’s 
Great Opportunity 


[CONTINUED FROM PAGE 97] 
Such an increased emphasis on 
styling, improvements, promotion and 
advertising might well be emulated 
in the shoe industry. More emphasis on 
exciting styles and colors, more practi- 
cal shoe materials, a generally better, 
more comfortable product and more 
intensified advertising and promotion 
are vitally necessary if we are to 
maintain our present sales momentum. 
The consuming public will buy more 
shoes and will be willing to pay rea- 
sonably higher prices for them, (as- 


How to Make Each Sale 
TWICE PROFITABLE 


An easily-made companion sale of time-proven, 
Burns Cuboids 
with a pair of shoes will yield two profits from the 
if your store is typical... 
each day you fail to offer this added foot comfort, 
you waste 11 golden opportunities at sales and 
profits! Cuboids retail up to $6.95 a pair, They 
require no space on the selling floor, but merely a 
few feet of storage shelf. It’s easy to get the whole 
story —you can arrange for a Cuboid Demonstra- 
Write today. 


effective, shoe inserts 


same customer, And eee 


tion in your own store. 


BURNS CUBOIDS, P.O. Box 658, Santa Ana, California. 


suming that they will have the dollars 
to spend) if we are ingenious enough 
to style and build a product which is 
sufficiently worthwhile and desirable 
to compete successfully for those dol- 
lars, and if we are resolute in our 
advertising and promotion. The public 
is aware, too, of the fact that they 
are consuming more shoes and they 
know that when merchandise is con- 
sumed in higher volume it should be 
better and efficiently produced 
and should be realistically priced. 
Some economists, basing their 
opinions on the theory that 
the price of shoes basically should re- 
flect the price of hides and leather, and 
apparently overlooking the dozens of 
other ingredients in shoes which have 
increased in have taken the in- 
dustry to task for “creating an environ- 
ment conducive to higher selling prices.” 
1956 can be an “Opportunity Year” 
too, for demonstrating that the industry 
has its feet on the ground, knows the 
value of its product and is sufficiently 
resourceful to price its product com- 
petitively so that 1955’s performance 
into 1956 and for 


more 


too, 


obsolete 


cost, 


record will continue 
many years to come. 


Color and Chie in 
California’s Styles 


[CONTINUED FROM PAGE 171] 


merely a dress and coat or jacket 
combination to include shoes and bags. 
From the top of her head to the tip 
of her toe, madam is going to be a 
coordinated being. 

The real big news though lies in 
fabrics and colors. From the Orient 
have come the prints to capture the 
hearts and imaginations of Cali- 
fornians printed silks, printed 
leathers for shoes and bags, all with 
that touch of gold and grace of line, 
that softness of tone. It will definitely 
be a cherry blossom Spring in Los 
Angeles. 

While red, white and navy, soft 
pinks and light blues will still be 
fairly basic, buyers are starring hot 
vibrant turquois, raging coral, canary 
yellow perfect colors to combine 


tremendous sellers 
for the young set... 


y tae 
by NAZZARO 


young ideas « better profits 


CHILDREN’S 
CASUALS 
.on display at 


CHICAGO NATIONAL SHOE FAIR 
room 709 * Grand Hilton 

ATLANTA ° Nov. 6thru 9 

DALLAS Nov. 6thru 9 

SEATTLE Nov. 5 thru 

LOS ANGELES * Nov. 13 thru | 


M9. Nasgare, ne. 


912 EAST 7TH STREET 
LOS ANGELES 21, CALIF 


with the beige and taupe suits that are 
expected to follow up the Winter 
browns. 

And from the looks of things right 
now, two-tone intrigue, a dashing ex- 
citing color combined with pure de- 
lightfully cooling white, will receive 
four-star rating from local fashion 
leaders. Out here, white and patents 
have always been favorites, so the 
combination of the two should send 
shoe and bag sales soaring. The 
standard spectator with an added twist 
will probably see a rebirth in these 
parts—the perfect complement to the 
two-tone dresses. 

And the garment industry has come 

[TURN TO PAGE 192, PLEASE] 
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KEEP ABREAST OF YOUR 
MANUFACTURER'S ADVERTISING 
and Merchandising Plans 


And in EVERY Issue of 
BOOT AND SHOE RECORDER 


WATCH FOR IT! 


IN THIS ISSUE 
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can be seen in rooms 966-970 Palmer House 





As usual, we'll be serving 


California Sunkist orange and lemon juice. 3 Zz 
oO vad 
‘ o 2 
Come in and ask for your *, 4 
4, 
; Vor NT * 
free Skooter girl calendar, or write... 









VOGUE SHOE, im@.. 3660 S. HILL ST., LOS ANGELES 7, CALIF 
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ARONOV shoe of course 


-— who lives in a shoe...an 


“Actually, millions of young women live happily in Aronov casuals; 


they like their relaxed comfort, better fit, precise workmanship, 


eye-catching style, and the fact that they are made of finest- 


quality leathers and trims. They like their price too. 


St, Los Angeles 65, Calif., CApitol 5-6101 N.Y. office, 636 Marbridge Bldg., 47 W. 34th St, N.Y. 1, BRyant 96297 


Selling More Shoes in 
An Expanding Economy 


[CONTINUED FROM PAGZ 169] 


England, along with the West North 
Central and Middle Atlantic states, 
rose only 28 per cent. 

Thus incomes have not only made 
major shifts among individuals 
families, but among geographical re- 
gions as well. This has had some fav- 
crable influential changes upon the 
American mass market. 

It has been good for shoe business, 
too, increasing shoe sales and shoe con- 
sumption in the rising-income areas 
such as the South and Southwest where 
per capita shoe sales and consumption 
have in the past been relatively low. 

(6) Employment growth: Full 
ployment at wholesome wages is obvi- 
econ- 


and 


em- 


ously essential to a prosperous 
omy. In the entire history of the U. S. 
there has never been such a period of 
continued prosperity as has taken place 
in the last 15 years. Today there are 
63 million jobs, and at the highest wage 
levels in history. What’s more, much 
of this increase has been in “real” 
wages, which translates into a constant 
expansion of consumer purchasing 
power 

But a new employment phenomenon, 
and an important part of America’s 
changing economy, is the growing role 
of the American working woman. We 
now have 19 million working women or 
one-third of the total adult female pop- 
ulation. They earn $32 billions a year. 
About half of them are married, and 
one-fourth of them have children under 
18 years. In fact, of all families in the 
$6,000-$10,000 income bracket, 33 per 
cent of them have both the husband 
and wife working. The labor force or 
working population has, like so many 
other aspects in our changing economy, 
taken on a new character. 

But there is the perennial question: 
How long can the full employment and 
high wage boom continue? There is no 
guaranteed answer, of But 
there are indicative trends which pro- 
vide a sense of direction. For example, 
consider this startling fact. For years 
to come there will be a smaller propor- 
tion of people in the productive or earn- 
ing group to support and produce for 
the increasingly larger proportion of 
people (the under-18 and 65-plus age 
groups) in the non-productive classi- 
fications. It now requires a labor force 
of 63 million producing at full output 
to deliver the goods and services needed 
by the remaining 104 million who are 
not producing 

What’s more, the nonproducing group 
will be consuming more and more, in 
addition to growing in numbers. For 
instance, very soon there will be one 
million older-age persons a year retir- 
ing from productive work to collect 
Social Security benefits. Back in 1950, 
there were only 1.3 million in this 
group, and drawing $557 millions in 
Social Security benefits. Today there 
are 4.5 million drawing nearly $4 bil- 


course, 
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jepartment Executive 
$346/doz., to retail for $4.95 
Lou Fisc h 


Kits 


Model 


& M 


As Advertised in Esquire 
Send for samples — or better yet, send 


order for two dozen kits! 


F & M SHOE SHINE KITS 


8423 Melrose Ave., Hollywood 46 
OL 3-4605 











these This group is 
rapidly enlarging, as is its a railable 
spending power. Hence, while not con- 
tributing to production, they will never- 
theless have more to spend. This places 
an added burden on productive work- 
increases employment demands, 
boosts wages, which adds further to 
total spending power. 

This trend will continue for years—a 
smaller proportion of working people 
producing for the needs of a larger 
proportion of non-working people. Add 
to this the fact that the average work- 
ing week will be shortened in hours 
The obvious end result will be a power- 
ful demand for productive workers to 
fill these expanding needs. It should 
tend to maintain high employment at 
steadily rising wages and purchasing 


lions in benefits. 


ers 


power. 
This is a significant economic devel- 
opment, and another potent force con- 
tributing to the changing character of 
the American market and our expand- 
ing economy. It indicates real strength 
and continuity for a rising prosperity. 
(7) Educational growth: A signifi- 
cant feature of our changing market 
and economy is that today’s consumers 
are more educated, and tomorrow’s con- 
sumers will be still more educated. For 
example, 42 per cent of today’s adult 
population has had a high school edu- 
cation as compared with only 25 per 
cent in 1940. By 1960 some 75 per 
cent will have had a high school educa- 
tion. Between 1955 and 1960 alone 
[TURN TO PAGE 178, PLEASE] 
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PEEK-A-BOOT 


Featuring the NEW 
loop fastener 
s 


Snug, ankle-flattering fit... 
fully molded, 1-piece 
construction. 


Available for all heels; high 
& Cuban heels. Also in “Glitter” 


October 15, 1955 
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the MEW OS 


WEATHER-ALL 


Hoof 


Made of rugged, long- 
wearing PLASTISOL. 


Slips on and off in a jiffy—easy 
button-loop fastener. 


3 
Lightweight, warm, washable. 


For Children & Misses. 
In Red, White 
and Brown 


theWEW ~~: 
PLASTI-FOAM 


Soot 


All the wonderful features 
of WEATHER-ALL plus insu- 
lation for added warmth. 


As with WEATHER-ALL, 
this heavy cleat sole 
gives further 

protection 
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RAIN BOOTS 


NEW! 


No, 901 EXTRA HEAVY DUTY BOOT 

RUGGED SOLE—HEAVY HEEL WITH NEW 

ADJUSTABLE FASTENING OF TOUGH PLASTIC. 
TO WEAR WITH HIGH OR LOW HEELS. 


COLORS: CLEAR AND GREY 
SIZES: SMALL, MEDIUM, LARGE 


SEE DRIZZLE BOOTS AT 
NATIONAL SHOE FAIR 
OCTOBER 23-27, 1955 


ROOM 759A 
CONRAD HILTON HOTEL 
CHICAGO 


RETAIL 2.00 
14.40 PER DOZEN 
2% 10 £.0.M. 
PREPAID 
6 DOZEN OR MORE 
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yw? umO oO, 


v (3) 
* Guaranteed by 
Good Housekeeping 


y 
0, 


COFFEY-HOYT PRODUCTS, INC. 
GARDENA, CALIFORNIA 
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QOt " 


AND EXTRA LARGE 


No. 801 

~~ FOR HIGH HEELS 
COLORS: CLEAR AND GREY 
SIZES: 5-6-7-8-9 
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An Expanding Economy 
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there will be a 51 per cent increase in 
high school enrollment and a 58 per 
cent increase in college enrollment. 
It’s importance to the economy and a 
changing America? From a business 
standpoint it implies, for example, an 
upgrading in advertising, and perhaps 
fresh approaches in merchandising, in 
selling, even in some products and 
product design. As surveys show, bet- 
ter educated people are more selective 
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in their buying, and they have different 
tastes in many products. And a further 
important note: better educated per- 
sons earn higher incomes, have greater 
purchasing power 

Well, what does it all add up to? 
And particularly, what does it signify 
for the shoe business? It’s important 
to observe this American market and 
economy from two distinct standpoints: 
(1) its enlarging size, and (2) its 
changing character. To see it solely or 
primarily as a bigger market isn’t 
enough. Its new qualities and char- 
acteristics are equally important. 

For the first time in the history of 





the country we have a “mass market” 
that really means something in terms 
of economic opportunities for business. 
We have for the first time become a 
genuinely “one-class market.”’ How has 
it already affected shoe business? As 
an illustration, note that 60 per cent 
of all shoes sell for $6 and under, that 
53 per cent sell for between $3 and $6 
at retail. That’s pretty much mass con- 
centration. But it becomes even more 
concentrated when we deal with spe- 
cific types of footwear. For example: 
Fifty-six per cent of all men’s dress 
shoes retail at between $8 and $12. 
Seventy-three per cent of men’s work 
shoes sell at between $8 and $14. 
Seventy-three per cent of all youths’ 
and boys’ shoes are in the $5-$6 range 
Seventy per cent of all women’s shoes 
sell for between $3 and $8. 
Ninety per cent of misses’ and chil- 
dren’s shoes sell for between $3 and $7. 
Eighty-two per cent of infants’ shoes 
retail at between $3 and $6. 
Such heavy concentration of shoe pur- 
ranges 


‘ 


chases within given price indi- 
cates two significant features: (1) con- 
centration of consumer interests within 
(2) 
purchasing 


ccortain shoe price ranges; ma88 


concentration of power 
within specified price ranges in spend- 
ng. 

Thus it suggests that the mass mar- 
ket of today (and tomorrow) is seek- 
ing neither cheap shoes nor expensive 
footwear, but rather shoes of 
ably good quality at modest prices. 

But though the concentration is in 
the moderately priced field, it’s sig- 
nificant to note that the market for 
“luxury” items (including high-grade 
and high-price footwear) is larger, and 
flourishes as never before. 

And here is another fact of great im- 
portance to business. While the 
mass market is concentrating on mid- 
dle-range-price shoes, this doesn’t mean 
that consumers are trying to “save” on 
shoes to spend more of their money on 
other goods. Rather, they are increas- 
ing the number of pairs purchased. 
They are buying a greater variety of 
moderately priced shoes. 

This is another phenomenon of to- 
day’s American mass market—and one 
that has left foreign visitors in amaze- 
ment. The little miracle of the apparel 
field has been the ability to deliver high 
fashion and good quality at low prices. 
A monument of American ingenuity 
and enterprise is the ready-to-wear in- 
dustry (including footwear) which per- 
mits people to have larger and better 
wardrobes at less and less cost (rela- 
tive to steadily rising incomes and real 
purchasing power.) America has been 
the only nation in the world to provide 
this. 

Today’s consumers live in a different 
environment, have greatly expanded 
their range of activities. They have 
expanded the variety of their footwear 
requirements and wants. In times past, 
one or two pairs of “basic” shoes were 
sufficient to carry the consumer a long 
way, because such shoes were adaptable 

[TURN TO PAGE 184, PLEASE] 
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WORLD'S MOST HONORED SHOES 
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need sty 


sug Lone poser’) 


f 
pf, footwear 
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FAIR 


110 YEARS OF MOST ILLUSTRIOUS SHOEMAKING ACHIEVEMENT 





JAMES A. BANISTER COMPANY 


SOUTH WEYMOUTH 90, MASS, 


October 15, 1955 













Stetson 
style leadership 


JUST KEEPS ON ROLLING ALONG! 


Stetson has forged to the front in the men’s fine shoe field and is staying there 









. now adding to its repeated successes of the past two years, new and 






exciting style ideas designed to bring increased sales opportunity and profits to 





progressive retailers. Based on exclusive lasts, patterns and materials . . . recently 






brought back from Europe by Stetson executives who combed the continent for original 





material. . . these outstanding innovations will be ready for viewing at the 






Chicago Show, Room 732, The Palmer House. Don’t miss this Stetson showing... 






previewers say it will be the most significant selection of shoes you’ ve ever seen. 
* * Tue Sretson SHoe Company, Inc. + +. 
Main Office: South Weymouth 90, Mass. New York Office: 475 Fifth Avenue. 







100 styles in stock — retailing from $19.95 to $55.00 
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Pension Plan to Be Presented to NSTA 





Forty-fifth Annual Convention Will Also Be Marked by Discussion of 
Pending Legislation of Interest to Travelers. 


CHICAGO Discussion of pending 
legislation and organized pension plans 
highlight the program of the 45th an- 
nual convention of the National Shoe 
Travelers Association, to be held here 
October 20 and 21. All sessions will 
be held in the Madison Room of the 
Morrison Hotel. Ed Trench, president, 
will preside. Other officers are Ray 
Randall, vice-president, and Norman 
N. Souther, secretary-treasurer. 

Marshall J. Mantler, managing di- 
rector of the Bureau of Salesman’s Na- 


tional Associations, will be the main 
speaker at the opening session of the 
general convention at 1:30 P.M., on 
Thursday. The board of directors, 


made up of officers of all affiliated as- 
sociations, will meet at 10:30 that 
morning. In addition to other associa- 
tion matters, Mr. Mantler will outline 
the program of the Travel-Dine cor- 
poration. The association has recently 
signed contracts with this association. 

This will be followed by a report on 
progress in legislation of interest to 
the Association by Earl Sussman, gen- 
eral attorney for the Bureau. Specific 
interest at present is centered on the 
Jenkins Bill, known as HR 10, which 
concerns a national voluntary pension 
plan for salesmen and others with simi- 
lar self employment status. Also to be 


discussed is the Merrill Bill recently 
introduced into the New York state 
legislature which seeks to establish as 
a criminal act refusal to pay commis- 
sions or monies due salesmen. 

Committee reports to be presented 
at this first session include member- 
ship, legislation, hotel, resolutions, bud- 
get, and publicity. Each of the regional 
governors will also give a report on 
trade and association activities in his 
area. 

Friday morning has been set aside 
for the handling of both old and new 
business. The afternoon session will 
open with a talk by Milton Polland, 
a pension trust consultant, who will 
outline a retirement pension plan for 
NSTA members. The plan to be pre- 
sented follows the lines of one already 
adopted by the National Association 
of Men’s Apparel Clubs and the Na- 
tional Association of Women’s and 
Children’s Apparel Salesmen. 

An event of special interest is al- 
ways the presentation of the loving cup 
to the association showing the largest 
percentage gain in membership. This 
is one of the final items on the pro- 


gram, since the award depends on 
tabulation of reports. 
Election and installation of officers 


for 1956 will conclude the convention. 





Uranium Discoveries Bring 


GRAND JUNCTION, CoLo.—The advent 
of the “uranium boom” which has cre- 
ated multimillionaires overnight and 
has attracted thousands of new resi- 
dents, has worked some significant 
changes in shoe retailing operations in 
this western Colorado city. 

Grand Junction, a western-slope com- 
munity of only 18,000 prior to the 1953 
discovery of rich uranium lodes, has 
added 5,000 new families, made up of 
Atomic Energy Commission workers, 
research and laboratory personnel, ge- 
ologists, surveyors, inspectors, etc., and 
the population is increasing at the rate 
of from 40 to 65 families per month. 
News of the 10 million dollar strike 
made by the now fabulous Vernon W. 
Pick, and of the equally profitable 
MiVida mine found by an unemployed 
geologist named Charlie Steen have 
brought hordes of prospectors reminis- 
cent of the Alaskan Klondike days. 

The huge increase in population has 
brought unexpected results in shoe re- 
tailing, according to W. A. Gordon, of 
Gordon’s Store Company, one of the 
largest family shoe outlets here. 

“We were prepared for a sudden de- 
mand for field boots and heavy work 
shoes,” he said, “but not for the re- 
quests for extreme high styles in wo- 
men’s shoes which likewise material- 
Prior to the uranium. strike, 


ized. 
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Revolution in Shoe Retailing 


Grand Junction was an average town 
from the standpoint of shoe retailing. 
Most of the Atomic Energy Commission 
workers, however, as well as employes 
of surveying and development organ- 
izations were transferred from the 
East, where styles in footwear are more 
advanced. Consequently, we found that 
the sharp increase which developed was 
just about as pronounced in women’s 
shoes, as in men’s outdoor varieties.” 

Since the beginning of the uranium 
boom, the Grand Junction store has 
found itself crammed with “week end 
prospectors” who want rugged, com- 
fortable boots capable of withstanding 
tortuous long hikes through the Colo- 
rado plateau wildernesses, and of pro- 
tecting the wearer’s ankles against 
snake bite and other dangers. At the 
same time, there is an equivalent de- 
mand for high-style ties, ankle straps, 
flats and sandals, from the feminine 
side of the picture. 

Gordon’s shoe department has met 
the demand by carefully analyzing the 
needs of the “tenderfoot prospector” 
and providing footwear enthusiasti- 
cally approved by veterans of the rocky 
plateau prospecting grounds. This led 
Mr. Gordon to feature a high lace and 
pull-on type of boot which gives lighter 
weight with over-all durability. While 
these sell at a higher price than the 









Fourth Suburban Store 


Planned by Halle Bros. 


CLEVELAND—A modern, full-size sub- 
urban branch department store will be 
constructed and operated by the Halle 
Bros. Co. in the Middleburgh Heights- 
Parm Heights area of Greater Cleve- 
land, it was announced recently through 
the office of Walter M. Halle, president. 
Target date for the store’s completion 
is late Summer of 1956. 

This new Middleburgh-Parma store 
will be Halle’s second suburban store 
to be built on the west side of Greater 
Cleveland within the last two years. 
Halle’s Westgate was opened in Febru- 
ary, 1954. Halle’s also has two subur- 
ban stores on the East Side, Cedar 
Center and Shaker Square. 

Middleburgh-Parma will be about the 
same size as Halle’s Westgate store, 
approximately 150,000 square feet. The 
store will be two floors in contrast to 
Westgate’s 2% floors. Like Westgate, 
though, it will have entrances on two 
levels and a parking area adjoining the 
building. 

In announcing the new building, Mr. 
Halle said, “The rapid growth and 
development of the Middleburgh-Parma 
area in the last few years have resulted 
in a need for a department store of 
The Halle Bros. Co. character. Our 
decision to construct and operate a 
modern unit there is evidence, I believe, 
of our organization’s faith in the future 
of Greater Cleveland.” 

Announcement was also made re- 
cently of the present redesigning and 
rearranging of Halle’s downtown 
Euclid Avenue building. Escalators 
are being extended from the seventh 
to the ninth floor. A newly designed, 
air-conditioned tea room is being in- 
stalled on the ninth floor to replace the 
one now on the seventh. Related de- 
partments are being brought together, 
and with the moving of merchandise 
now in the Prospect building to the 
Euclid building, shoppers downtown 
will find everything in the store con- 
veniently accessible in one store. 

The Canton, Ohio store has been sold 
to the A. Polsky Co., of Akron, Ohio. 
The new owners took possession at the 
close of business on Saturday, October 
1. Halle’s also has had a smaller store 
in Canton’s Country Fair shopping 
center. This, too, has been sold to 
Polsky’s, it was announced. 





usual heavy work boot, their efficiency 
has been such that the usual prospector 
comes back to thank Mr. Gordon for 
suggesting them. “In the men’s de- 
partment we have added very few work 
shoes, concentrating instead on boots,” 
he said. “‘Work shoes do not seem to fill 
the bill, particularly where the pros- 
pector is afraid of snakes.” 
Approximately one-third more space 
has been added to the shoe department 
of the Gordon’s Store Company, and 
one display window has been turned 
over almost permanently to women’s 
shoes, featuring big city styles. 
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Available to You! 


The Greatest Shoe Improvement 
in 2000 years 


TRADEMARK 


Developed by Nathan Hack and tested in the 
University of Southern California's Physiology Lab- 
oratories, RIPPLE Soles are the most exciting news 
since Julius Caesar put heels on the boots of his 
legionaires! They support the foot on deep waves 
of resilient material which add spring to the step, 
prevent slipping and absorb shock — main cause 
of foot fatigue. 

Ideal for men’s, women’s and children’s sport 
shoes, casuals, boots and work shoes! 


Ripple Soled Shoes by At the National Shoe Fair 
oe RIPPLE Sole Shoes will be shown by 


L. B. Evans & Sons Co. Plymouth Shoe Co 
Wakefield, Mass 639-641 Palmer House 
805 Palmer House Milford Shoe Co 


Ripple Soles are being successfully attached 920-921 Palmer House 
; . . A. Werman & Sons : iy 
with Cements #S.W. 1660 and #S.W. 1661 Brooklyn, N. ¥ A. Freedman & Sons Inc 


manufactured by Angier Products Inc. Raens 541,745 Shectlenn Boal 660-661 Palmer House 
Julius A. Altschul Inc 
( H Alden Shoe Co Brooklyn 37, N y 
Brockton, Mass $5 Palmer House 
02-703 Palmer House B. A. Corbin & Son Co 


Bates Shoe Co Marlboro, Mass 
Conrad Hilton Hotel 


Read about by over 01 Palmer Hous 
ssl Rim. 1018A-1019A 
40 ,000,000 people in: Worcester Shoe Co Kickerinos 


601 Morrison Hotel Conrad Hilton Hotel, Rm, 551A 





READERS DIGEST 
COLLIERS For information at the show on manufacturing rights, contact 
J. Hartley Stackhouse, Bismark Hotel 

Nathan Hack, Ripple Sole Corp., Palmer Hous 


AMERICAN MAGAZINE 


MASS. INSTITUTE OF 
TECHNOLOGY MAGAZINE 


V.F.W. MAGAZINE 


Or wrile 


BEEBE RUBBER COMPANY 


Seen by Millions more on: uit, Now Hempehine 


Art Baker's famous Manufacturers & Sales Agents 
Coast to Coast TV Show or 
“YOU ASKED FOR IT" RIPPLE SOLE CORPORATION 


Owners & Licensors 
28 West Adams Avenue, Detroit 26, Michigan 
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Leading Footwear 
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BORG FABRIC DIVISION 


Manufacturers 


TH BORG” 


CHINOOK 
courtesy 
Kickerinos 


* Borg deep pile fabrics, 
the result of exclusive knit 
and finishing processes, 
have been extensively field 
proven. And yet they are 
racemes | being tested and 
improve 


* Borg’s 100% Dynel trim 
assures superior break and 
superior coverage, lending 
a look of “tailored” smart- 
ness to the better makes of 
footwear which it enhances 
so graciously. 


* Borg’s 100% Dynel trim 
is luxurious to feel. Touch 
of a hand instantly reflects 
its superlative quality. 

* Borg's 100°, Dynel trim, 
with heavier density, lasts 
and lasts and lasts. Cus- 
tomers love its built-in, 
long-wearing qualities. 


febucs of Wi fultire 
ate yours lday 


Selling More Shoes in 
An Expanding Economy 
[CONTINUED FROM PAGE 178] 


to the relatively limited scope of activi- 
ties. Today, consumers require the 
same basics, but our enlarging economy 
and changing patterns of American 
living have created an extraordinary 
demand for additional types. This is 
not “extra pairage” but has become as 
fundamental a requirement to today’s 
shoe wardrobes as are basic shoes. 

What’s more, many specialized mar- 
kets have opened up. Today, in shoe 
business, we have markets (with prod- 
ucts designed to appeal to the needs 
and wants of special groups) for teen- 
agers, tall gals, big-footed men, high 
fashion for little girls, leisure footwear, 
combination indoor-outdoor footwear, 
etc. Years ago, before today’s current 
economy came into being, such markets 
were too limited in prospects, and hence 
economically unfeasible 

Today’s American market is truly as 
different in character as it is spectacu- 
lar in scope. It holds tremendous poten- 
tials for all goods, and particularly for 
footwear. Why? Because shoes are 
both a necessity and a luxury. 

From a functional or utility stand- 
point they’re a necessity. Hence there’s 
an almost guaranteed assurance that a 
basic pairage will be bought and con- 
sumed. But footwear is also, in a spe- 
cialized sense, a minor form of “lux- 
ury,” especially where fashion and 
non-basic needs are concerned. But 
this fact is vital: in an expanding econ- 
omy involving a steadily rising stand- 
ard of living, yesterday’s luxuries be- 


come today’s basic necessities. Radios, 


cars, washing machines, wrist watches, 


sport clothes, and countless other items 
all were in the “luxury” category yes- 
terday, but today are basic items. 

Likewise, in shoe business yester- 
day’s “extra pairage’”’ footwear be- 
comes today’s basic footwear wardrobe. 
The record shows a steady rise in per 
capita consumption of footwear. In 
some types it has been a spectacular 
rise over the past decade or two. For 
instance, a 33 per cent rise in women’s 
footwear; a 66 per cent rise in misses’ 
and children’s. The opportunities for 
“enlargement” are without limit. 

Shoe business has only to realize the 
full implications of America’s expand- 
ing and changing economy—and it will 
realize the stupendous potentials of 
growth for this industry if it main- 
tains its merchandising vigilance and 
steps alertly in pace with the swift 
eurrents of our growth and change. 


Named Assistant Shoe Buyer 

DeTroir— Burton Winer has been 
named assistant buyer to David Nedel- 
man, buyer for the women’s and chil- 
dren’s shoe department in the Ernst 
Kern Company basement store. He was 
formerly with A. S. Beck stores in De- 
troit and Highland Park. 

Mr. Winer succeeds Fred Hart, who 
will manage another store in Detroit. 
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MILWAUKEE WOMEN BUY 
THE "SLIMMER LINE” 


Wien on an ordinary, non-sale late 
Milwaukee 
spondent steps into one after another 
shoe shop and finds a 15- 
manager, 


September day, the corre- 
downtown 


minute wait because the 
buyer is pitching in, 


many Cus- 


proprietor or 
helping take care of the 


retail shoe business is good. 
Multiply this day by many other days 


Autumn and the result is: 


tomers, 


of early 
Business is thriving. 

After one of the best back-to-school 
a near epidemic of 


seasons, despite 


polio, women’s shoe business took a 
big turn upwards, volume sales being 
in the $11 to $20 price range. “The 
slimmer line” has been the predomi- 
nant theme 
narrower lasts 
closed heels 

“Our 


in color 


slimmer heels, longer. 
and 90 per 


and closed toes. 


cent in 


big selling factor has been 


in these new lines, with the 


brown family very important,” de- 


clared a women’s shoe salon owner. 


“Unusual colors and combinations of 


colors, unusual materials with suede 


used more in combination than over- 
all.” 
“We've 


on fresh and festive elegance for Fall 


been selling our customers 


and find women are looking for these 
new trends,” another retailer said. 
He pointed out the importance of the 
tortoise “see-through” shoes, with 
open toe and fragile, slim lines, sell- 
ing in both the $14.95 and the $27.95 
price range. 

In a women’s salon in a department 
has been in town 


black. 


was beginning to come to the 


store, the big story 


brown, which is outselling 
Suede 
fore in late 


September but reptiles 


were not moving as fast as had been 
expected, particularly in the highest 
brackets. Another shop re- 
ported popularity of aluminum heels 
with black suede and black calf both 
in open and closed toe pumps, re- 


tailing at $14.98 and $16.98. 
rhinestones and 


price 


In high 


fashion lines, satin 
leopard print trims with blac 
matte calf or suede 


these 


k, brown 
were im- 
$95.95 to 


or navy 
portant, retailing at 
$29.95. 

Black is still selling well in 
both in smooth 


men’s 


and older bovs’ shoes. 





October 15, 1955 





iew 
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and soft crushed leathers. 
Charred oak, charcoal and maple are 


important in both smooth and crushed 


grain 


leathers. Three-eyelets are outselling 
lowtops and plain toes 


than 


the extreme 
U-tips are more popular 
Workshoes are 


many 


and 
wingtips. selling in 


larger volume than in seasons 


past. 
* * 


WALKING SHOES ACTIVE 
IN PHILADELPHIA 
FOLLOWING the back -to- 


shoe dealers 


school 


rush of business, have 
been registering an increase of traffic 
in all types of walking shoes. These 
include a great number of flatties for 
styled with the 


such as the 


the young careerist 


variations of the season, 


laced 


a sweate! 


banded with 
knit shoe 
popular 


suede ghillie and 


contrasting color, 
in colors to match the 


sweater wardrobe, and a tie front with 










New Lower Prices! 
New hx 


Narrow 


heels, 


oe wtee 


Selbys 





The pictures tell most of the story 
in this advertisement by Gude's, Los 
Angeles, for three Fall styles. 





crepe rubber soles. There are many 


other tie uppers that are selling with 
different tie 
The walking shoe for the 


arrangements 
majority 


of women at home or in the office that 


is proving a good sales maker is the 


soft leather or suede moccasin type 
Selling colors in these are 


Avocado. 


first rush of shoes 


wedgie. 
red, black, tan, and 

Even though the 
for children is business is not 
standstill. Parents are 


fact that their children need 


past, 
at a now cit- 
ing the 
the extra pair of shoes for sport, play, 
or dress. Store windows and displays 
are continuing to feature the varying 
types ol children’s shoes for the dif- 
ferent purposes they serve 

Ih latties 


tinuously 


and loafers are bought con- 


by the teenagers. This age 


group is among the first to buy the 
shoes of the season and usually 
other. 
soft 
pumps with tapered 
details that are 


dances 


dressy 


goes from one extreme to the 
Teen-age girls are favoring the 


leather and suede 


mid-heels with new 


soys 


prefer 
built for 


attractive tor 
their sturdy oxfords that are 
comfort and rugged wear 


, * * 


RETAIL VOLUME UP IN 
NEW YORK STORES 


Const MERS are responding in most 


satisfactory manner to the intensive 


advertising and aggressive promotions 


that merchants have been putting on 
these past two weeks. There has been 
good traflic in shoe stores and shoe 


’ 
departments in all categories-——men’s, 


women’s and children’s 
In the 


a good 


there has been 
Fall 
complete 

halters, 
with an emphasis 
lines that 
are internationally significant.” 

Black and polished leathers 
are highlighted 


women’s field 
deal of 


shoes, in the 


interest in the 
broad and 
range of  styles—pumps, 
slings and sandals 
“on the slimmer, tapering 
suede 
with grosgrain, jet, 
cut steel, etc. to complement Fall cos 


tumes. Heels continue to be most im 
portant, both in height and in expres 


sion. Back 


influential 


heels is an 
feature and these 
range from jeweled elegance and bril 
Another effec 
and 


interest in 


selling 


liants to hand carving 
tive selling point is the soft 
glove-like feel and 


appearance of 


165 
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shoes. Women are looking for smart 
style with comfort and these soft shoes 
on mid-height or high heels seem to 
Often they 
account for multiple sales. 

Men’s shoe retail is 
showing a definite improvement. Men 
seem to show a preference for the 
the charcoal browns, 
burgundy and teak shades in low cuts 
and in style patterns that are not the 
brogues. 


be gaining in popularity. 


business at 


darker shades 


classic The continuing sale 
and popularity of black in men’s ap- 
parel—in the luxury fabrics and in 
jackets—-black hats and 


is putting an emphasis on 


separate 
overcoats 
black shoes for men 

Merchants of children’s shoes indi- 
cate that their business continues to 
reflect good sales and volume. 

Retailers are showing good figures 
for the year to date and in most cases 
ahead of the same 
There 
ing months 
there is the 
wise, retail sales will 


they are period 


last year, are some good sell- 
immediately ahead and 
feeling that percentage- 
register some 


important gains. 


CORKETTE CLICKS WITH 
ST. LOUIS WOMEN 


THE Fall selling season is in full 
louis. Aided and abetted 


by cool weather, 


swing in St. 
women’s shoe retail- 
brisk 


however, are 


ers are enjoying a business. 
Men's sales, 
lively in some 
others The 
running at a normal pace 


spotty 

sectors, very slow in 
children’s business is 
following 
the biggest back-to-school season on 
record 

In the black 
suede is enjoying a good play for the 
Quite in 
contrast with last Fall, one store re- 
ports the great majority of their black 
sales are in suede, that polished black 
particularly 
Calfskin sales, 
it appears, are concentrated primarily 


womens category, 


first time in several seasons. 


calf is not wanted or 


needed at the moment. 
in the brown family from the 
highly successful henna tonalities to 
the dark, dark browns. Very little 
brown suede, on the other hand, 
shown or sold. 

success of the 


The major selling 
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CYRIA I YIDIL: LIES 


Chandler's, Milwaukee, gets the ef- 
fect of lightness in this smart adver- 
tisement for the new aluminum heels. 


Fall fashion picture seems to be cork- 
ette, or a similarly textured leather. 
It's a style has defi- 
clicked with St. Louis women 
and most finding it 
dificult to keep up with demands, 
Shades 
henna family are most wanted though 
Llama 
calf and mat calf are two other leath- 


promotion that 
nitely 
stores here are 
to brown to 


from the beige 


gray and some red is selling. 
ers with surface interest that are sell- 
ing well where promoted. 

Momentarily, St. Louis retailers 
are giving glass heels and clear viny- 
lite shoes full play promotion-wise. 
These styles are being emphasized for 
formal wear for such major so- 
cial events as the Veiled Propket’s 
Ball that are now being listed on cal- 
endars. Though naturally limited in 
their appeal, these fashions are doing 
very well. 

* * * 


TWIN CITIES DO 
THRIVING FALL TRADE 


Minneapolis 


Business has been good in both 
downtown and outlying stores, spurred 
by back-to-school and back-to-college 
promotions and by heavy advertising 
Fall and Winter. 


heavy with 


of all footwear for 
Trafic has 
out-of-town 
State Fair, 
opportunity to do their Fall outfitting. 

That shoe 
evidenced by the large 


been many 


visitors to the annual 


many of whom took the 


business is thriving is 
number of 


Shopping Centers that have been 
opened, all of which have one or more 
shoe stores, usually of family style 
in which all members of the family 
are served. With merchandise pre- 
sented adequately in beautiful mod- 
ern settings, footwear takes on a new 
glamour to draw customers, and these 
center shoe stores are drawing speedy 
neighborhood response. Brand names 


are of importance and these are 
stressed strongly in advertising. 

children’s started 
good quality footwear, 


. Tradi- 


Sale of shoes 
early. Sturdy, 
well-fitted, was most in demand 
black and a 
girls 
well. There was also good demand 
for blue and white saddle 
Saddles and moccasins were highest 
both single and 
mostly in 


tional browns, good 


sprinkling of red for moved 
shoes. 
in sales. Straps, 


double were good, brown 
or red leather. 

Saddles and moccasins were 
sellers for the 


recommended by 


good 
college crowd also, 
stores as school- 
skirts, slacks and 
Reasonable in price, many 
several pairs for matching 


Black and white, blue and 
white were 


mates for sweaters, 
Bermudas. 
bought 
costumes. 
white and brown and 
and there was much interest in 
saddle 
glove leather with black sole. Sweater 
black or 
navy or black, all with 
sold well. Calf sweater 


good 
the new of graphite gray in 
pumps in suede in brown 


and kid in 


calico lining, 


eo 


pumps with strap in rust, blue, 
cuna or red were good. 

While black leads in women’s shoes, 
effort is being 
Maurice L. Rothschild-Young-Quinlan 


promoted Pine Cone 


made to sell color. 
Brown in a va- 
riety of smart stylings in pumps and 
sandals with both high and medium 


heels. 


Saint Paul 


FOOTWEAR has been featured very 
strongly in fashion’s picture for Fall 
with 
been 


with accent on co-ordination 


suits and coats. Shoemen have 
doing a good job in stressing the im 
portance of shoes in completing cos- 
tumes and as a result are selling more 
a window 


shoes. The Emporium had 
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THERE’S MORE TO SEE 


AT THE 


King Bee 

MEN’S SLIPPER 

AND SANDAL DISPLAY 
DURING THE 
NATIONAL SHOE FAIR 


CONRAD HILTON 
WALDORF BALLROOM 


COME IN AND GET YOUR 


FREE CALENDAR 
FEATURING THE 


LUSCIOUS KING BEE GIRL 


KINGS FOOTWEAR COMPANY @¢ 47 WEST 34TH STREET, NEW YORK CITY 
MEN’S AND BOYS’ DIVISION OF HONEYBUGS, INC. 


October 15, 1955 
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showing of casuals in many colors 
with matching bags to tie-in with 
costume ensemble. The Golden Rule 
staged a party for the school crowd 
in its street shoe department, 
showing casuals in colors to match 
school togs, styled for smartness and 
walking comfort. Shown were pumps 
with elasticized vamps in black, blue 
or brown suede and in black calf; 
saddle 


floor 


colors in 
pink, avocado, burgundy, navy, light 
blue, black or oyster; crepe soles in 


shoes in sweater 


shag shoes in oyster, rust or fawn for 
sport clothes and a new square vamp 
casual with instep strap for school 
and weekend dates, in Wedgwood 
blue, red or rust smooth leather. 
Women’s shoes have been moving 
well in early Fall shopping. Cooler 
weather has moved in, stores have 
featured store-wide sales and buying 
brisk. Opera pumps are 
very high in favor in many varia- 
tions. Schuneman’s promoted a group 
composed of 


has been 


spectators in avocado, 
antique tan, red or black calf leather, 
collar pumps in mid or high heel in 
black, brown or navy leather or suede 
and others in soft toe with low heel, 
open-toes in navy, gray or black suede 





and bow pumps in black suede with 
grosgrain trim. 

Alligators have been having a good 
play in high fashion stores, shown 
with matching bags. 

There has been more activity in 
men’s shoes in the last two weeks. 
Stores have men’s 
heavily 
than for some time and response has 
been good. 


been running 


shoe advertisements more 


FASHION SHOES TAKE 
LEAD IN CHICAGO 


THe week of the National Shoe Fair 
always window 
Practically all 


department stores and shoe stores in 


means special shoe 


displays in Chicago. 


the Loop and over along Michigan 
Avenue arrange unusual displays as 
a tribute to the rest of the trade. 
Particular emphasis is always placed 
on leading national brands. 


[| CONTINUED FROM PAGE 186] 


By the time the Shoe Fair is well 
under way local retailers will prob- 
ably have about reached their peak of 
Fall selling. Despite a number of ab- 
normally warm days, when the tem- 
perature went above 90, the retail 
picture generally is good. 
is, for the most part, at least equal 
to a year ago, and in some of the top 
style and quality centers is running 
ahead. In earlier selling higher fash- 
ion shoes made a better showing than 
staples, but the latter have gained 
momentum and also present a healthy 
picture, 

Black remains the leading color, 
with suede increasing 
strength. Chicago has always been 
a strong black suede town, particu- 
Brown, 


Business 


showing 


larly in the dress shoe area. 
thus far, is the second color for the 
first time in many seasons. For some 
years now brown has run fifth, but 
the warm colors, luster leathers, and 
polished treatments plus the strong 
beige-to-brown trend in ready-to-wear 
have stimulated Blue has 
run about third, with gray showing 
increasing strength. Some Avocado 
is still selling and also some bright 
red, although garnet been 


JAY THORPE 24 wes? 57 


demand. 


red has 








Caprini’s “Soft-Walk” Pump 


hushes the harchorss of ¢ 


heneoth your or 
oo thet ol 


A beautiful shoe with a comfort fea- 
ture makes unusual advertising copy 
for Jay Thorpe, New York. 


somewhat disappointing. Pumps, and 
increasingly so, become the pattern 
the styles with 
treatment, and 


story, especially in 
folded throat, collar 
dressmaker detailing. However, 
opened up treatments are not out of 
the picture and halters and slings are 
holding up surprisingly well. Im- 
proved elasticized treatments of these 
types have helped sales considerably 
and have opened new markets. 

Heels have probably been the chief 
fashion interest. Early in the season, 
glass heels were in top demand, but 
in recent weeks the trend has swung 


to aluminum. Any trim or unusual 
treatment draws interest, and this 
factor is expected to be a major in- 
fluence in Spring style trends. 

* * & 


COOL WEATHER MOVES 
FALL SHOES IN BOSTON 


THE brisk Fall weather in most of 
the New England area over recent 
weeks has proved a happy boon for 
shoe Weather that or- 
dinarily might not become prevalent 
until mid- or late October has been 


retailers. 


in—sunny and cool—since early Sep- 
tember. 

It has brought two results: (1) 
sales for most stores have shown an 
year for 
the six weeks, September 1 through 
mid-October; (2) shoes that or- 
dinarily wouldn’t get heavy call until 
later October and early November 
have been moving at a good clip. 

On the other hand, some retailers 
their Summer 


appreciable gain over last 


have said that shoe 
business, and early Fall shoes, 


been cut a bit short due to the shorter 


have 


warm-weather season experienced this 
Men’s mesh types and semi- 
Summer types, which last year were 


being sold in early September, have 


vear. 


gotten little or no call. But there has 
been brisk business in regular Fall 
shoes for men. 

Weather has also affected demand 
for types in women’s shoes. Specta- 
tors have been moving smartly, a 
well as suit pumps. Both of these 
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NEOPRENE SOLES 


add long wear and comfort 


to durable safety boots 


Courtesy: Iron Age Division 
H. Childs & Co., Inc., 
Pittsburgh, Pa. 


Loggers, miners, steel workers— anyone with a rugged out- 
door job—will welcome these safety boots. With storm 
welts, outside counters, steel toes and shanks they’re ready 
for the toughest assignments in any weather. And supple 
oiltan uppers combine with flexible neoprene soles to offer 
the maximum of comfort. 

Lightweight neoprene soles are made for heavy duty .. . 
resist flex cracking and chipping. They withstand the most 
severe scuffing and abrasion . . . stay resilient and comfort- 
able at extreme temperatures. Oil, grease—even corrosive 
chemicals—have little effect on long-wearing neoprene 

Workmen know the best test for comfort and durability 
in safety shoes is their performance on the job. And you 
have a persuasive sales story in soles of Du Pont neoprene. 
They’re your key to a satisfied customer. 


DU PONT NEOPRENE 


The rubber made by Du Pont since 1932 


*t6 us par orf 


BETTER THINGS FOR BETTER LIVING... . THROUGH CHEMISTRY 


October 15, 1955 


Only neoprene offers this balanced 
combination of properties 





for work- and safety-shoe soles 


Resistance to oils, greases 
Resistance to flex cracking—even at freezing 
temperatures 
Resistance to abrasion, chipping 
Resistance to acids, and other 
chemicals 
Resistance to heat 
SEND FOR FREE BOOKLET 
FE. 1. du Pont de Nemours & Co. (Inc 
Elastomers Division BS-10, Wilmington 98, Del 


Please send me your booklet hich contains information 
about neoprem ole des riptions of neoprene unusual 


properties and superior qualiti 


Name 


Firm. = 





RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manufacturing 
tid Markets 


St. Louis 


Wii H the National Shoe Fair but a week away, St. Louis 
shoe manufacturers are concentrating on rounding out 
their Spring collections with the newest and most exciting 
As in the Spring just past, 
there will be a profusion of patterns, colors and materials 


samples they can conceive, 


. but unlike other years, manufacturers are more con- 


fident in their approach to variety. Though the style 
revolution continues and the multitude of fashion innova- 
lions presents many problems, manufacturers have come 
to realize that style does add up to extra volume and is 
worth the extra effort and responsibility. 

That retailers realize this fact too is evident to St. Louis 
manulacturers in the current status of mail and reorders. 
Says one sales manager: “These orders reflect a definite 
rise of about 10 per cent in volume. They reflect a definite 
need for fill-ins as the result of sales at the fitting stool. 
They do not reflect any drive to buy staples in an effort to 
beat the price increases they know are coming.” 

While price increases are assured for Spring, individual 
known. 


wailing for word on the new contracts being negotiated 


firm adjustments are not yet Everyone here is 
between the International and Brown shoe companies and 
the two shoe production worker unions, However, it is cer- 
tain these upward adjustmehts will be restricted only to 
those demanded by increased costs and therefore cannot 
be expected to work hardships on the retailer nor to con- 
jure up sales resistance from consumers, 


New York State 


SHOE manufacturers in New York are busy and they 
report that production is steady. A good proportion of the 
shoes going through the factory are for size-ups and fill-ins 
on the Fall styles. At the same time, manufacturers report 
favorable reaction to the resort lines. Lines for Spring 
1956 are being readied for display at the National Shoe 
Fair and anticipations and hopes are that there will be 
good sampling. 

Shoe production in Rochester is generally active, but at 
some plants it has fallen below last year’s rate. This con- 
trasts with sharp gains recorded earlier this year. 
and children’s 
notes little or no pickup in orders following the Summer 


A manufacturer of infants’ shoes, who 
months, believes there is a current tendency for retailers 
to buy more heavily early in the year and for December, 
with a corresponding slow period in the months between. 

This manufacturer thinks there may be some leveling 
off of heavy production in the remaining months of this 
yeal 

A bullish Rochester makers of 
women’s shoes are concerned is the recent purchase of a 
midwestern business by a Rochester manufacturer. The 
consolidation of operations will add a small number of 


an annual pairage of about 


indication so far as 


production employes and 
300,000 to Rochester output. 


(90 


Most manufacturers regard recent hesitation in buying 
as a temporary affair and not really significant. They count 
on seasonable weather and the increased tempo of Fall 
merchandising for substantial business in the months 
ahead. 

Price increases seem inevitable between now and Spring, 
several Rochester manufacturers believe. They point out 
that the cost of almost everything entering into shoemaking 
has been advancing more or less steadily for a long time. 

Because most cost increases have been small, they have 
been absorbed as they developed from time to time. But 
they have sharply reduced profits in many cases. 

Soon the higher minimum wage will result in small 
wage boosts in the lowest bracket and almost inevitably 
will cause a general upward adjustment to maintain pay 
differentials for various jobs. 

Rochester area manufacturers, for the most part small 
companies, are not in a position to take the lead in increas- 
ing prices, but representative firms have indicated that 
they will welcome a general price increase in the industry 
as the only way out of the squeeze between manufacturing 
costs and selling prices. 

One manufacturer thinks prices should go up at least 
five cents a pair on cheap shoes and correspondingly more 


on higher price ones. 


Chicago 


SoME preliminary resort and Spring orders have already 
been processed and production is under way for November 


and December delivery. However, major interest, naturally, 
throughout Chicago trade headquarters is concentrated on 
the National Shoe Fair. with much 
optimism at the manufacturing end. From this observer's 
point of view, there is more enthusiasm this year on the 
part of retailers than there has been for some time. This 
is probably due in part to the growing need for fashion 
Hence, the entire 


The event is viewed 


promotion even by the smaller retailer. 
trade needs to be informed on all new developments in 
style, construction, pattern and color. It is obvious that 
this Fair will be wel] shopped and thoroughly searched 
for the new trends. 

Judging from advance notices new trends this year are 
already pretty well established and will show up specifically 


Heels, 


in the opinion of many, will make top news, and more 


in colors, materials, and probably heel treatments. 


retailers wil) buy more types of heels than ever before. 
The soft construction is expected to be important through- 
out the price ranges. Flats and low heels will be more im- 
portant than ever, for there is growing volume in this divi- 
sion. It is so important that more and more stores are 
establishing separate departments to feature these types. 

Last year’s colorful trend is expected to continue and 
will probably be just as gay, although there is strong 
interest in some of the muted shades. For resort wear, 
pink is still in the picture, but yellow, violet, and light 
green may take over some of the volume. Black and white 
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source of 


BIG SPRING ‘56 PROFITS 


NY 
the popular priced Spring line of 


DUNN and Mc CARTHY 


IN-STOCK SHOES FOR BUDGET-MINDED WOMEN 


to retail at 


$7 and i 


WwW 
at the 


CONRAD HILTON 


October 23"- 27% 
Rooms-714, 716, 717, 742, 750, 751, 752, 753 and 755 


® 


October 15, 1955 





Washinéton Newsreel 


The survey, conducted by the Na- 
tional Association of Real Estate 
Boards, shows that prices of retail 
business property in central city areas 
are remaining constant in 64 per cent 
of the areas, are rising in 20 per cent, 
and slipping in 16 per cent. 

Rents in two-thirds of the areas 
remaining constant; vacancies at 
per cent or less are reported in 52 
cent of the survey areas, and a 
per cent vacancy rate in only two per 
cent of the cities. Turnover in 58 per 
cent of the areas is the same as last 
year, but is rising in 19 per cent of 
the cities. 

For the final half of this year 70 per 
cent of the areas expect prices to re- 
main firm, and 23 per cent expect in- 
creases. Plentiful supplies of risk money 
at good credit terms for retail prop- 
erty are also reported in most areas. 


are 
one 
per 
two 


* 4 * 


Foreign manufacturers will be 
barred from bidding on certain U. 8S. 
government contracts, if a modified 
“Buy American” proposal now under 
study at the White House is put into 
effect. 

There’s to be no blanket prohibition 
against foreign bids, however. It is not 
true, despite some published state- 
ments, that the Eisenhower Adminis- 
tration plans to throw out all bids from 
abroad. The modified restriction—if 
and when it goes into effect—will be 
called into play in only a limited num- 
ber of instances—-where the awarding 
of a government contract would help 
ease unemployment. 


+ ” * 


A new guide to aid businessmen in 
locating exporters, importers, manu- 
facturers, and suppliers in foreign 
countries has been compiled by the 
Bureau of Foreign Commerce of the 


[CONTINUED FROM PAGE 92] 


U. 8S. Department of Commerce. 

The publication, “A Guide to For- 
eign Business Directories,” lists pub- 
lications giving data on overseas busi- 
ness contacts. It lists useful 
sources of general information on for- 
eign areas and industries and identi- 
fies sales outlets. The guide is avail- 
able from the Superintendent of Docu- 
ments, Washington 25, D. C., for 45¢ 
a copy. 


also 


” ” ” 


New economy moves in the Defense 
Department will not result in any re- 
duction in procurement of ships, 
planes, missiles, tanks, or components. 
Efforts to pare spending will continue 
to be directed at whittling away fat 
in the overhead, eliminating duplica- 
tion and waste. 

A top Pentagon fiscal official says 
the recent reports of drastic cuts have 
“no basis in fact.” As in previous 
years some cuts in some buying pro- 
grams will be made, but they will be 
replaced with other items—orders for 
one type of weapon may be replaced 
with orders for new or different types. 

Total ordering actually may 
over last year’s $16 billion. The navy 
intends to increase orders for ships 
and aircraft, the Air will in- 
crease its orders for planes and mis- 
and the Army, originally 
planned, will reduce its buying. But 
the Army reduction will probably not 
be big enough to offset increases in the 
other services. 

The Army will not cut its strength 
to 1.027 million men until next June, 
not in January. 

” 


rise 


Force 


siles, as 


+ a 


Bids on government contracts that 
are so low as to appear “ridiculous” 
must be challenged by procurement of- 
ficials, the General Accounting Office 
rules. 


In a new ruling on contract bidding 
procedures, the GAO says that other 
bidders have their rights, too, and that 
the government has an obligation to 
demand a full explanation of ridicu- 
lously low bids on advertised contracts. 

Fact that the government stands to 
gave money by accepting the low bid 
is not a determining reason, the GAO 
says. The rights of other bidders must 
be considered. 


+ “ * 


There’s a growing belief among Ad- 
ministration foreign experts that Rus- 
sia is getting a little nervous over the 

yay her “protegé,” Red China, is be- 
having. 

Soviet Communists, clobbered by ci- 
vilian unrest growing out of shortages 
of food, clothing, and consumer goods, 
are ardently pursuing a line of “sweet- 
ness and light” in their international 
relations. They cannot afford risking 
a major war at this time. Their econ- 
omy is barely able to support a rap- 
idly-rising population. Their civilian 
morale has been shaken by the series 
of quick changes in Soviet leadership. 

Red China, meanwhile, grows 
stronger by the day. Its representa- 
tives at Geneva bark “no” to every 
U. S. proposal involving disarmament, 
repatriation of troops, and other 
peace-seeking measures. It’s all very 
embarrassing to the Russian Commu- 
nists. 

What this adds up to as far as the 
U. S. defense program is concerned 
is that our defense program cannot 
and will not be allowed to sag. The 
threat of world dictatorship is just as 
loathsome, as President Eisenhower 
sees it, directed from Peiping as it was 
when directed from Moscow, from Ber- 
lin, or from Rome. 
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started moving earlier and gaining mo- 
mentum sooner than ordinary. Demand 
for suedes, 
has moved a bit ahead of expectations. 

The anticipated rise in 


while expected to be good, 


prices is caus- 
ing some concern among retailers here. 
Many are uncertain as to what they 
plan to do. Some say they are thinking 
of moving into lower bracket lines 
where their prices will remain the same 
as now. Others, particularly those with 
strongly branded lines which have be- 
come identified with their are 
resigned to ride with the higher prices. 


stores, 
But despite concern over price boosts, 
most retailers here feel there will be no 


great consumer resistance. 
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Color and Chie in 
California’s Styles 


[CONTINUED FROM PAGE 174] 


the 
versa 


up with its answer to open toe, 
closed back or vice shoe—the 
high front and low back, or vice versa 
dress, expected to really make head- 
lines this coming Spring and Summer 
in Los Angeles and vicinity. 

As far as vinylites with their daring 
“glass heals’ go—the general con- 
census of opinion has it that they are 
here to stay awhile. 

But, all this style talk, all the “new 
in apparel and shoes,” wouldn’t get us 
very far if economically things didn’t 
look so good. People in Los Angeles 
and the surrounding areas have more 
money to spend than ever before—but 
even more important, they finally seem 


to be spending it on clothing. The 
portion of the dollar going to soft 
on the upswing and is ex- 
pected to continue that way. Also, 
business is expected to continue to 
rise in this area. Los Angeles is prob- 
ably the fastest growing city in the 
world right now-—new businesses mov- 
ing in regularly, new families moving 
in with them, and employment at 
a very high level. And all this is ex- 
pected to continue for some time 
certainly well through next Spring. 

How could apparel be expected to be 
anything but big news in this 
glamorous, sun-loving city, full of the 
exciting Hollywood atmosphere, over- 
flowing with beautiful girls and style, 
beauty -conscious people, especially 
when the clothes seem to be designed 
to go with the California way of life, 
the open, free, out-of-door living, full 
of color and excitement. 


goods is 


else 
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Gerberich-Payne Shoe Co. 
MOUNT JOY PENNSYLVANIA 








Tomorrow's Shoes on Display 


FIRM NAME HOTEL 


Johnson, Stephens & Shinkle Shoe 

°., Conrad Hilton 
Johnson's Rainbo Shoe Polish, 

Palmer Booth—Ex. Hall 

Palmer 

Palmer 


Johnsonian 
Johnston & Murphy 
Jolene Shoes (Div. Tober Saifer Shoe 
Mfg. Co.) Conrad Hilton 
Jonell Shoe Co. Morrison 
Jones & Vining, Inc. Palmer Booth—Ex. Hall 
Joyce, Inc. Palmer 
Joyce, Wm., Men's Shoes Palmer 
Julion & Kokenge Co. Palmer 
Juliet Footwear Co. Morrison 
Jumping Jack Shoes Palmer 
Justin Boot Co. Palmer 
Juvenile Shoe Corp. of America Palmer 


K. K. Publications, Inc., 
Palmer Booth—Ex. Hall 
Kalmon Shoe Mfg. Co. Conrad Hilton 
Keith, Geo. E., Co. Palmer 
Kent Shoe Co., Inc Morrison 
Kesslen Shoe Co. Palmer 
Kickerinos Shoe Co. Conrad Hilton 
Kimel Shoe Co. Palmer 
Kime! Shoe Corp. Conrad Hilton 
King Bee Conred Hilton 
Klev-Bro Shoe Mfg. Co. Conrad Hilton 
Knight Slipper Mfg. Corp. Morrison 
Knipe Bros., Inc. Palmer 
Knomark Mfg. Co... Palmer Booth—Ex, Hall 
Koss Shoe Co., Inc. Morrison 
Kramer Shoe Co., Inc. Conrad Hilton 
Kreider, A. S., Shoe Mfg Co Palmer 
Kreider, A. S., Shoe Co., Footwear Corp., 
The Palmer 
Kreider, A. S., & Son Co., The Palmer 
Kreider's, W. L., Sons Mfg. Co., Inc.. Palmer 
Kreider Foot King Palmer 
Krieger & Rosen Shoe Co. Morrison 
Krippendorf-Dittmann Co. Palmer 
Kristine Shoe Co., Inc. Morrison 


Morrison 
Palmer 
Palmer 


L & G Footwear Corp. 
Laconia Shoe Co., Inc. 
Laird Schober 
Lake States Footwear Co., 
Palmer Booth—Ex. Hall 
Palmer 
Palmer 
Morrison 
Morrison 


Lancaster Shoe Co. 
Landis, J., Shoe Co. 
Langerman Shoe Co. 
Lansford Shoe Corp. 
“La Romagnolo” Calzaturificio, 
Conrad Hilton 
“Lostex” Palmer Booths—Ex. Hall 
Lasting Shoe Co., Inc. Morrison 
Lawrence Maid Footwear, Inc. Morrison 
Lazy-Bones Palmer 
Leather and Shoes. Palmer Booth—Ex. Hall 
Leatherfoom, Inc. Palmer Booth—Ex. Hall 
Lederer Industries, Inc., The, 
Palmer Booths—Ex. Hall 
Leisure Hour Footwear, Inc... Conrad Hilton 
LeMar Shoe Co. Palmer 
Lennox Bags Conrad Hilton 
Lennox Mfg. Co. Conrad Hilton 
Leprechaun, Mist Palmer Booth—Ex. Hall 
Lesol, Inc. Conrad Hilton 
Lessing Rudner Footwear, Inc. Congress 
Leverenz Shoe Co. Palmer 
Levi-Weiss Sales Co. Morrison 
Lewis, Dan, Inc. Palmer Booths—Ex. Hall 
Life Stride Shoes (Div. Brown Shoe 
Co.) Conrad Hilton 
Lincoln Shoe Co. Morrison 
Linda Jo Shoe Co. Morrison 
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FIRM NAME HOTEL 


Palmer 
Conrad Hilton 
Conrad Hilton 
Conrad Hilton 

Palmer 

Palmer 

Morrison 

Palmer 
Conrad Hilton 

Palmer 

Morrison 
Morrison 
Morrison 
Congress 
Conrad Hilton 
Palmer 
Palmer 
Morrison 


Lion Sandals, Inc. 

Lissak & Co. 

Lissak Shoemakers 

Little Deb Shoes 

Little Falls Felt Shoe Co. 

Little Yankee Shoes 

Littleton Shoe Co. 

Lewellyn, Inc. 

Locatelli F.lli 

Lockwedge Shoe Corp. 

Lois Shoe Co. 

Lo-Mox Corp. 

Louis Shoe Co, 

Lown Shoes, Inc. 

Lucerne Shoes 

Lucey, John E., Co., Inc. 

Lucille Footwear Co. 

Lucky Footwear Corp. 

Lucky Sales Co., Inc., 
Palmer Booth—Ex. Hall 

Lucky Stride Shoes, Inc. Conrad Hilton 

Lumbard-Watson Co. Conrad Hilton 

Lumured Handbags Conrad Hilton 


Conrad Hilton 

Palmer Booth—Ex. Hall 
Conrad Hilton 
Morrison 


Mackey-Starr Shoes 
Mad Mist Co., Inc. 
Maine Aires 
Maine Shoes 
Mainstreeter's Shoe Co. Palmer 
Manistee Shoe Mfg. Co. Conrad Hilton 
Mannequin Shoes, Inc. (Div. General 
Shoe Corp.) 
Manning-Gibbs Shoe Co. 
Manor Made Shoes, Inc. Morrison 
Mansfield Shoes Palmer 
Mantovani, lvo, Calzaturificio. Conrad Hilton 
Maranne Shoe Co., Inc.. Sheraton-Blackstone 
Marcus, John, Shoes, Inc. Conrad Hilton 
Mardi Gras Raffias Conrad Hilton 
Margoret Jerrold, Inc. Conrad Hilton 
Maribelle Shoe Co. Morrison 
Marilyn Sandal Corp. Morrison 
Marks, C. W., Shoe Co. Morrison 
Marlo Shoe Corp. Congress 
Marshall, Meadows & Stewart, Inc... Palmer 
Martha's Creations Conrad Hilton 
Martin & Tickelis Shoe Co., Inc. (Dansel 
Shoe Division) Morrison 
Martinique Shoes Palmer 
Marx & Newman Co., Inc. Conrad Hilton 
Mathes, |., Sons Shoe Co. Morrison 
Matrix Division (Milford Shoe Co.). Palmer 
Matrix Shoes (Div. Palizzio, Inc.), 
Conrad Hilton 
Maytown Shoe Mfg. Co. Morrison 
Mednick, Abe Palmer Booth—Ex. Hall 
Medwed Footwear Co. Palmer 
Melody Shoe Corp. Congress 
Mel Preston Shoe Corp. Conrad Hilton 
Melori Shoe Corp. Conrad Hilton 
Mendle Box Wrap & Label Corp., 
Palmer Booth—Ex. Hall 
Mercury Shoes Conrad Hilton 
Metropolitan Shoemakers, Inc..Conrad Hilton 
Meyer, Frank C., Co., Inc., 
Palmer Booth—Ex. Hall 
Miami Footwear Corp. Conrad Hilton 
Middletown Footwear, Inc. Palmer 
Mid-States Shoe Co. Palmer 
Midwest Footwear, Inc. Conrad Hilton 
Milford Shoe Co. Palmer 
Miller, |., & Sons Palmer 
Miller, O. A., Co. Palmer Booth—Ex. Hall 
Miller Hess & Co., Inc. Morrison 
Miller Shoe Co., The Palmer 


Palmer 


Conrad Hilton 


FIRM NAME HOTEL 


Palmer 


Millerkins 
Palmer 


Milwaukee Shoe Co. 
Minnetonka Moccasin Co. Conrad Hilton 
Minor, P. W., & Son, Inc. Palmer 
Miracle Tread (Div. Craddock-Terry Shoe 

Corp.) Palmer 
""Moc-Abouts” Morrison 
Modecraft Shoes, Inc. Conrad Hilton 
Modern Shoe Mfg. Co. Conrad Hilton 
Modiste Shoes, Inc. Conrad Hilton 
Monarch-Youngsters Shoes, Inc. Palmer 
Mondl Mfg. Co., The Palmer 
Moose River Moccasins Morrison 
Moran Shoe Co. Palmer 
Mosher Moccasin Co., Inc... Conrad Hilton 
Mosinger Cohn Morrison 
Mostra Mercato Internazionale delle 

Calzature Delegazione Conrad Hilton 
Mound City Division (Brown Shoe 

Co.) Conrad Hilton 
Moxees by Belgrade Conrad Hilton 
Muskin Shoe Co., The Palmer 
Mutual Shoe Sales Co. Conrad Hilton 
Myrna Shoe, Inc. Congress 


Morrison 


Narjos Shoe Co., Inc. 
Morrison 


Nashua Footwear Corp. 
National (Div. Craddock-Terry Shoe 
Corp.) 
National Shoe & Leather Co., Inc. 
National Shoe Products Corp., 
Palmer Booths—Ex. Hall 
Natural Bridge (Div. Craddock-Terry 
Shoe Corp.) 
Naturalizer Division (Brown Shoe 
Co.) Conrad Hilton 
Nazzoro, M. J., Inc. Conrad Hilton 
Nettleton, A. E., Co. Palmer 
New Step Footwear Co, Inc. Morrison 
New York Shoe Trading Co., Inc... Morrison 
Newbury Shoe Corp. Palmer 
Nina Footwear Co. Conrad Hilton 
Nohel Manufacturing Corp. Morrison 
Norrwock Shoe Co. Morrison 
Northeast Footwear Corp. Morrison 
Northeast Shoe Co. Conrad Hilton 
Nova Shoe Co., Inc. Conrad Hilton 
Novelty Slipper Co., Inc. Morrison 
Nu-Del Plastics Corp., 
Palmer Booth—Ex. Hall 
Palmer 


Palmer 
Morrison 


Palmer 


Nunn-Bush Shoe Co. 


Old Colony Shoe Co. Palmer 
"Oldmaine Trotters'’—Old Town Shoe 
Co. Conrad Hilton 
Old Tanner Shoe Dressing Co., 
Palmer Booth—Ex. Hall 
Omega Shoe Co. Conrad Hilton 
Oomphies, Inc. Conrad Hilton 
Orange Shoe Mfg. Co. Morrison 
Orchid Division (Tober Saifer Shoe Mfg. 
Co.) Conrad Hilton 
O'Sullivan Rubber Corp. Conrad Hilton 
Owens Shoe Co. Palmer 
Pacific Shoe Co. Conrad Hilton 
Palizzio, Inc. Conrad Hilton 
Pan American Modes, Inc... Conrad Hilton 
Panther Moccasin Mfg. Co., Inc... Morrison 
Pappagallo Conrad Hilton 
Paraders (Bartley, Inc.) Morrison 
Paradise Shoes Conrad Hilton 
Paramount Footwear Co., Inc. Morrison 
Paristyle Bags, Inc. Palmer 
[TURN TO PAGE 198, PLEASE] 
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A New Champion in 


Fashion Popularity 
BREZNER'S 


Brezner’s BRUSHIE is champion of tex- 

tured splits and its popularity is still growing. 

That’s because more and more manufac- 

turers have learned that BRUSHIE 

offers the deep, deep nap that men, 

women and children want in a casual. 

It wears well, cuts economically 

and comes with a finished back. 
Painstakingly tanned, like all 

Brezner Splits, BRUSHIE comes 

in pastels and standard colors to 

meet all of your designing re- 

quirements. 


Send for Swatches or contact our 
representative TODAY. 


Ooze lining Splits 

Finished lining Splits 

Suedes and Roughies — in 
black, white and colors 

Chrome Soles 

Finished Upper Splits 


THE BREZNER DIVISION OF ALLIED KID COMPANY 
145 SOUTH STREET, BOSTON 11, MASSACHUSETTS 


Fashion Right’’ Leathers from our Tannery, Penacook, New Hampshire 


$T. LOUIS, MO CINCINNATI, OHIO NEW YORK AND PENN MIAMI, FLORIDA ORIENTAL ExPORT 

H. B. Avery Co John A. Spille Co Homer Bear Jack G. Mendelsohn Liebman & Cumming 
MILWAUKEE, WIS ROCHESTER, N.Y LOS ANGELES, CALIF San Francisco, Calif 
Harold |. Stewort John E. Graham & Sons Russ White Co 


Handbag Representatives New York, N. Y., Chilewich Sons & Co 


Representatives in All the World's Leading Leather Markets 


October 15, 1955 











Edwards 


Jue SHOE FOR CHILDREN 











J. Edwards & Company is one of the notable shoe manufacturers who 
factor with William Iselin & Company, Inc. We are proud of our associa- 
tion with these successful companies. Iselin factoring has long been a 
basic tool of successful operation in many industries, whether used for 


financial. credit or consultative services. 


WILLIAM ISELIN & CO.,Inc. 


357 Fourth Avenue, New York 10, N. Y. 


Atlanta, Ga Grand Rapids, Mich 


FOUNDED IN 1808 


ONE OF A SERIES FEATURING NATIONAL ADVERTISERS WHO ARE ISELIN CLIENTS 


196 Boot and Shoe Recorder 





IN ELASTIC AND NON-ELASTIC STRAW 


Aver attractive comfortable medium 
wedge, banded flattic made of Thomas 
laylor s knit elastu traw 


A beautiful shoe featuring 
a wide band of three strips 
of 34 inch, and an instep 
strap of 114 inch multi 
colored red blue and natu- 
ral nonvelastic knit straw 


THOMAS TAYLOR & SONS 


HUDSON, MASSACHUSETTS 


RP. 1955 THOMAS TAY 
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Tomorrows Shoes on Display 


FIRM NAME 


Parkhill Shoe Co. ' 
Pedwin Shoes For Men 
Peek-A-Boot, Inc. 
Peerless Footwear, Inc. 
Penn Footwear Co. Morrison 
Pennant Shoe Co. Conrad Hilton 
“Penobscot Trampeze"—Penobscot Shoe 
Ms pian wades ose ste vt Conrad Hilton 
Perry-Norvell Co. Palmer 
Peters Shoe Co. Conrad Hilton, Palmer 
Pfeiffer's, Inc. Palmer 
Pfeiffer, Frank H., Co., Inc. Palmer 
Pied Piper Shoe Co. Palmer 
Pierce, C. $, Co. Palmer Booth—Ex. Hall 
Pierre Shoes Morrison 
Pincus, Lester, Shoe Corp. Morrison 
Pla-Moc Shoes, Inc Morrison 
Pleasant Valley Shoe Co. Morrison 
Plymouth Shoe Co. Palmer 
Pollack, Dan, Shoe Co. Morrison 
Portage Shoe Mfg. Co. Palmer 
Porter Shoe Co., Inc. Morrison 
Posner, Dr., Shoe Co., Inc. Palmer 
Potvin, R. J, Shoe Co Palmer 
Presberg, N S., Co.. Palmer Booth—Ex. Hall 
Prestige Shoe Corp. Congress 
Preston, Mel, Shoe Corp. Conrad Hilton 
Presto Staple Co. Palmer Booth—Ex. Hall 
Pretties Conrad Hilton 
Pretty Bags, Inc. Palmer 
Prima Footwear, Inc. Conrad Hilton 
Promettes Conrad Hilton 
Putterman-Loree Footwear Morrison 


HOTEL 


Morrison 

Palmer 
Morrison 
Morrison 


Quaker Shoe Corp. Morrison 
Morrison 
Conrad Hilton 


Conrad Hilton 


Quality Maid Footwear Corp. 
Queen Quality Shoe Co. 
Quo Vadis by Desco 


Radcliffe Shoes, Inc. 
Ramsey Shoe Corp. 
Randolph Mfg. Co., Inc. 
Rao-Koury Shoes, Inc. 
Recordia Footwear Corp. 
Red Cross Shoes (The U. S. Shoe 

Corp.) 
Red Wing Shoe Co. 
Regina Footwear, Inc. 
Reider Shoe Co. 
Renee Footwear Corp. 
Resorters, Inc. 
Revelations by Desco 
Revits, Horry, & Co., Inc. 
Rex Shoe Co., Inc. (Div. Desco Shoe 

Corp.) Conrad Hilton 
Rhinestone Creations Palmer Booth—Ex. Hall 
Rhinestone Distributors, 
Palmer Booth—Ex. Hall 

Morrison 


Conrad Hilton 


Conrad Hilton 
.Morrison 
Morrison 
Conrad Hilton 


Morrison 


Palmer 

Palmer 
Morrison 
Palmer 
Morrison 
Morrison 
Conrad Hilton 


Palmer 


Rialto Shoe Co., Inc. 
Ripon Knitting Works 
Risque Division (Brown Shoe 
Co.) 
Riviera Shoes, Inc. 
Robbie Shoe Corp. 
Robern Shoe Mfg. Corp. 
Roberts-Hart, Inc. Palmer 
Roberts, Johnson & Rand Conrad Hilton 
Robin Hood Division (Brown Shoe 
Co.) Conrad Hilton 
Roblee Division (Brown Shoe Co.) Palmer 
Rochester Shoe Tree Co., Inc., 
Palmer Booth—Ex. Hall 
Conrad Hilton 


Conrad Hilton 
Conrad Hilton 
Conrad Hilton 
Conrad Hilton 


Rockingham Shoe Co. 
Romp-Eez Shoe Co. Morrison 
Rondeau, H. O., Shoe Co. Conrad Hilton 
Ro-Search—Div. Wellco Shoe Corp... Palmer 
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Rosen, George H., Shoe Mfg. Co. 

Rosen, S., & Son, Inc. 

Ross Shoes, Inc. 

Roy Shoe Co. 

Rubber Corporation of California 

Rubber Corp. of Pennsylvania 

Rubin Bros. Footwear, Inc. 

“Rul” The Rubber Corporation of 
California 

Ruth Shoe Co. 


Morrison 
Morrison 
Morrison 
Morrison 
Morrison 
Morrison 
Morrison 


Morrison 
Palmer 


Conrad Hilton 
Palmer 
Conrad Hilton 
Conrad Hilton 
.. Palmer 
Conrad Hilton 


Morrison 


Sabrina 

Salvage, Louis H., Shoe Co. 

Samuels Shoe Co. 

Sandal Craft 

Sandler of Boston 

Saqqal-Stiles Inc. 

Saucony Shoe Co. 

Saunders Mfg. Novelty Co., 

Palmer Booth—Ex. Hall 

Palmer 

Conrad Hilton 

Conrad Hilton 

Conrad Hilton 


Palmer 


Saval, Ted 
Saxe-Glassman Shoe Corp. 
Sbicea of California 
Scampers 
Schawe-Gerwin Co. 
Schiff, Lawrence, Silk Mills, 
Palmer Booths—Ex. Hall 
Morrison 
Conrad Hilton 


Schneider Shoe Co. 
Schoenfeld, Sam, Associates 
Scholl Mfg. Co., Inc., The, 
Palmer Booth—Ex. Hall 
Schwartz & Benjamin, Inc. Conrad Hilton 
Sebago-Moc Co. Palmer 
Selby Shoe Co., The Palmer 
Selva-Dance Shoes Conrad Hilton 
Sentinel Sales Div. (International Shoe 
Co.) _.. .Morrison 
Servus Rubber Co., The. Sheraton-Blackstone 
Shapiro & Silverstein Footwear Co.. Morrison 
Shapiro, Ben, Shoe Co., Inc. Morrison 
Sheffield Shoe Corp. Morrison 
Shenanigans Shoes Palmer 
Sherman Bros. Mfg. Co., The Morrison 
Shields Slipper Corp. Morrison 
Shoe Form Co., Inc. Palmer Booths—Ex. Hall 
Shoe and Leather Reporter Co., 
Palmer Booth—Ex. Hall 
.... Morrison 
Conrad Hilton 
Conrad Hilton 
Conrad Hilton 
Conrad Hilton 
Morrison 
Palmer 
Conrad Hilton 
Smith, J. P., Shoe Co. Palmer 
Smith Synchro-Flex Palmer 
Sobel, Bernstein & Greene Co. Conrad Hilton 
Sohari Shoe Co. Conrad Hilton 
So-Lo Marx Rubber Co. Conrad Hilton 
Somersworth Shoe Co., Inc... Conrad Hilton 
Songo Shoe Mfg. Corp. Conrad Hilton 
South Berwick Shoe Co., Inc. Morrison 
Southern Shoe Co., Inc. Morrison 
Spalding, A. G., & Bros. Conrad Hilton 
Sparkle-Toes Conrad Hilton 
Spatola, $. C., Footwear Morrison 
Sport Specialty Shoemakers, 


Shoo-Zees Mfg. Co. 
Shu-Stiles, Inc. 

Sibulkin Shoe Co. 
Silhouette Shoes 
Simone Shoes, Inc. 
Skippy Footwear Corp. 
Skow Moccasins, Inc. 
Smash Hits 


Inc., 

Conrad Hilton 
Sports Illustrated Magazine, 

Palmer Booth—Ex. Hall 
Morrison 
Palmer 
Palmer 
Conrad Hilton 
Palmer 


Sportwelt Shoe Co. 
Stacy-Adams Co. 
Stein-Sulkis Shoe Co. 
Step Master Shoes 
Stepping Stone Shoes, Inc. 


FIRM NAME HOTEL 


Palmer 
Morrison 
Palmer 


Stetson Shoe Co., Inc., The 
Stillman, H. C., Shoe Co. 
Stone Tarlow Co., Inc. 
Storm Advertising Co., 
Palmer Booth—Ex. Hall 
Storybook Shoe Co. (Div. General Shoe 
Corp.) Palmer 
Strathmore Shoe Co., Inc. Palmer 
Stride Rite Shoes Palmer 
Sturdy-Step, Inc. Morrison 
Stylecraft Bag Mfrs. Conrad Hilton 
Styl-Eez Shoes Palmer 
Sufix Shoe Mfg. Co. Morrison 
Sullivan, P., Shoe Co., The Palmer 
Sun Cal Footwear Conrad Hilton 
Supreme Slipper Mfg. Co., Inc. Morrison 
Surrey Shoe Corp. Conrad Hilton 
Susan Handbag, Inc. of Chicago Palmer 
Swan Shoe Co., Inc. Palmer 
Sydney Accessories, Inc. Palmer 
Sylvania Shoe Mfg. Corp. Morrison 


Taicher Shoes Conrad Hilton 
Taylor, E. E., Corp.. Palmer 
Tee Gee (Div. Tober Saifer Shoe Mfg. 

Co.) Conrad Hilton 
"Tee Vees" Morrison 
Tenaly, B. M., Shoe Mfg. Co., Inc.. .Morrison 
Texas Boot Co. . Palmer 
Texas Moccasin & Sandal Mfg Co.. Morrison 
Theoder of California, Inc. Palmer 
Thompson Bros. Shoe Co. Palmer 
Thrillmates Cushion Arch Casuals, 

Conrad Hilton 
Tiffany Originals Conrad Hilton 
Tingley Rubber Corp., 
Palmer Booth—Ex. Hall 
Tober Saifer Shoe Mfg. Co.. Conrad Hilton 
Tobin-Hamilton Co., Inc. Conrad Hilton 
Toby True Shoe Co. Conrad Hilton 
Toni Drake. . Conrad Hilton 
"Totes" Conrad Hilton 
Town & Country Shoes Congress 
Trans World Shoe Corp. Conrad Hilton 
Treasure Shoe Mfg. Co. Morrison 
Trend Shoe Corp. Conrad Hilton 
Tres’ Biens (By Coronet) Conrad Hilton 
Triangle Handbag Co. Palmer 
Trimfoot Company Conrad Hilton 
Tropical Craft Corp. Conrad Hilton 
Tropical Footwear Co., Inc. Morrison 
Troylings Congress 
True Value Slipper Corp. Morrison 
Truitt Brothers, Inc. Morrison 
Tru-Stitch Moccasin Corp. Conrad Hilton 
Tupper Shoes, Inc. Palmer 
Turian, Inc. Conrad Hilton 
Tweedies Conrad Hilton 
Tye Shoe Co., Inc. Morrison 


U. S. Foot Appliance Corp... Conrad Hilton 
United Last Co. (Div. United Shoe 
Machinery Corp.) Palmer Booths—Ex. Hall 
United Men's Division (Brown Shoe 
Co.) 
United Shoe Machinery Corp., 
Palmer Booths—Ex. Hall 
United States Rubber Co. (Lastex 
Div.) Palmer Booths—Ex. Hall 
United States Shoe Corp. Palmer 
Universal Shoe Mfg. Co. (Men's), 
Conrad Hilton 
Universal Shoe Mfg. Co. (Women's), 
Conrad Hilton 


[TURN TO PAGE 227, 
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the Quality Line 


eee eee ee ee ee 


that gives 


you 








Nothing can stop you! You're headed for all-time profits with 
American Juniors .. . the sparkling line of children’s shoes . . . tots to 
sub-teens. Plus-profit-makers for you, because they’re priced low for 
greater volume. They score a win in style, quality and fit with 


thousands of kids from coast to coast. AND. . . we’ve got the fastest 





See Our Complete Line at 


ad oc 
suggested retail for most styles *49 to *6 a9 NATIONAL SHOE FAIR 


The Red Lacquer Room 


in-stock service in the business. They’re terrific. Order now! | - 


Send for our catalog today. Write us for franchise for your city. Palmer House, Chicago 








AMERICAN JUNIORS SHOE oC: IN C 
ONE ISLAND STREET, LAWRENCE, MASS. 


Division: Consolidated National Shoe Corp 





October 15, 1955 





BUSY 
AT HIS 
SPECIALITY... 


OMEN TINY 


...so hard to buy, 


so easy to sell 
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SANDIER 


OF BOSTON 


CHICAGO * PALMER HOUSE * PRIVATE DINING ROOM 18 
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The FINISH is 
the Start of the Sale 








with = 


Looks Better Longer 


MEN’S, WOMEN’S AND PARTICULARLY 
CHILDREN’S SHOES need all the finish 
durability you can give them! Retailers 
want shoes that stay factory bright. 
Duralene, the new finish that doesn’t 


“drop off” between packing room ond DURALENE ‘ 


shoe store — provides both advantages. i the packing room 
> packing roo? 


Yes, and wearers find that this ; 
>a ; ; s the newest me mber 
water-repellent finish will keep its 
sparkle far longer — actually of the family of 


eliminates rain spotting. | \ fal) r¢ c 
The cost? Probably no more than NN | al FI) i YL 


you are now paying because Duralene 
adds value without increasing the cost. 
Ask for a demonstration today! 


Distributed by 
UNITED SHOE MACHINERY CORPORATION 


*Trademark BB Chemical Co. nesren, massacneceres 


October 15, 1955 





YOU CAN SEE 
FOR 
YOURSELF 


Yes ... at the National Shoe Fair 

you'll be able to see for yourself 

why the new Servus tennis and casual line 

will be the “best-sellers” again this year. 

New exciting styles and colors have been 
designed to give you footwear with the “Tops” 


in “eye-appeal” and “‘sales-appeal.” 


Call, wire, or write us today 
and your Servus Salesman will show you 


this fast-moving new line. 


Oxford 


Wraptite Tennis 


THE SERVUS RUBBER CO. 


ROCK ISLAND HLLINO'US 
NEW YORK OFFICE and WAREHOUSE 





New York 7. N.Y 


P.S. We'll see you at the National Shoe Fair 330 Broodway 
Sheraton-Blackstone Hotel, Chicago, Ill. October 23-27 


Boot and Shoe Recorder 





FAST ... that’s how you'll 


the ae ’56 line of 


now 1 els 


The Shoes You Love To Live In 


ELT: AIRES 


ey ENNA JETTICK 


BE SURE TO SEE OUR DISPLAY AT 


— > »e CONRAD HILTON qd 
Oct. 23-27" 


Rooms-714, 716, 717, 742, 


750, 751, 752, 753 and 755 


$995 = $4.95 
ENNA JETTICKS Retail at g and 10 


g® g® 
JETT-AIRES Retail at and 


® 


As Nationally Advertised In: 
LADIES’ WOMAN'S 
Home JOURNAL + McCALL’S « GOOD HOUSEKEEPING - Home COMPANION 
FAMILY CIRCLE » WOMAN’S DAY + MADEMOISELLE - CHARM + GLAMOUR 


October 15, 1955 











More People, Better 
Living—Increased Sales 
[CONTINUED FROM PAGE 100} 


lation into specific markets for your products. Know 
not only what and where the population growth is, but 
why. Shoe business as a whole—and each merchant's 
business specifically—will have a much better chance of 
cashing in on these population potentials if approachec 
in this manner, 

And now, let’s present a number of examples of 
“translating population trends into specific markets” 
with a view to sales potentials for various types of 
footwear, 

The Suburban Market: Here is the 


population development on the American scene today. 


most phenomenal 


There has been a mass migration to the suburbs, espe- 
cially over the past decade, While the U. S. popula- 
tion, 1940-54, rose 15 per cent, and city population 
rose 14 per cent, and rural areas rose 6 per cent, sub- 
urban population grew by 38 per cent. People have 
been moving to the suburbs at the rate of 1,200,000 
a year. Total suburban population is now 32 million, 
hy 1960 will reach between 40 and 44 million. Sub- 
urbia also has the highest birth rate in the nation. 

And it’s the lushest market in America today. While 
the suburbs comprise 19 per cent of the total popula- 
tion, its 11 million families represent 30 per cent of 
the nation’s spendable income. Average family income 
is $6,700, or 70 per cent above the national average. 
And a highly interesting fact; per capita consumption 
of footwear among suburbanites is appreciably higher 
than the national average, 

But because suburban living has become a “way of 
life,” it has developed some specialized tastes and needs 
for its specialized environment and habits. The cloth- 
ing, for example, is strongly casual and colorful for 
community and around-the-home living. And that goes 
for footwear, too. In fact, the sudden and spectacular 
success of rubber-fabric “casual” footwear was due 
largely to its mass popular acceptance for suburban 
wear, 

But suburban shopping tastes and habits can be 
deceptive. Some types of items have excellent local 
shopping success in suburban areas (children’s and 
infants’ wear, toys, housewares, inexpensive dresses, 
ete.). Others 


women’s higher-price and high-style footwear. 


haven't. For shoes, 

But 
women’s casuals and children’s shoes have had good 
luck there, 


Outlook; Spectacular. But it’s a market to be studied, 


instance, men’s 


for its needs and tastes are specialized, particularly in 
terms of apparel shopping habits. 

The Infants’ and Tots’ Market; The postwar baby 
boom has brought boom times to many businesses, 
including shoe business. Since 1945 some 38 million 
babies have been born, And for the past 10 years 
annual sales of infants’ shoes alone have run 10 million 


pairs above the level of the 20’s and the 30’s. 


204 








But per capita consumption of infants’ shoes has 
made little progress, in some instances has actually 
In the 10-year period 1941-50, 
consumption of infants’ shoes averaged 2.74 pairs an- 
nually, But in the five-year period 1951-55 it fell to 2.08 


declined. per capita 


pairs. If this “lost” two-thirds of a pair could be re- 
gained, then the continuing high birth rate could bring 
spectacular results to infants’ shoe business. 

Outlook: Excellent—particularly if there can be a re- 
turn to the former 2.5 pairs per capita for this group. 
Incidentally, the drop in births so frequently predicted 
in the past several years has failed to materialize— 
despite the decline in the number of marriages. Reason: 
married folks are having more third, fourth and fifth 
children—-so the baby boom continues to ride high. 
In the 1956-65 decade ahead it’s estimated that another 
42 million babies will be born. 

The Children’s Market: In 1940 there were 10.7 mil- 
lion children in the 5-9 age group, as compared with 
14.4 million today, an approximate 45 per cent rise. 
And here’s one market where shoe business has done 
full justice to the sales potential. 

Annual sales of misses’ and children’s shoes are run- 
ning 20 to 30 million pairs above the 1940 level. How- 
ever, per capita consumption has shown a handsome 
increase; from a prewar level of around three pairs to 
a current level of nearly five pairs. One major reason 
has been the introduction of more “fashion,” plus a 
greater variety in types, particularly for little girls. 

Outlook: 


crop continuing to move into the 5-9 age group each 


Excellent, with an extremely large baby 
year; and also due to the splendid merchandising and 
“styling” job done by the industry for this age group. 

Youths’ and Boys’ Market: This market has for some 
years remained fairly stationary, due chiefly to a 
lowered population within this group. For example, the 
10-14 age group was two per cent lower in 1954 than 
in 1940; and the 15-19 age group was 13 per cent lower. 
Obviously, this will shortly begin to show sharp changes 
as the heavy crop of under-10 children move up. 

For the past 10 years, sales of boys’ and youths’ 
shoes have remained at about 18-19 million pairs an- 
nually, and per capita consumption has been at a low 
level of 1.38 pairs (as compared with about 1.90 pairs 
in the Twenties). 

Outlook: Fair to good, The large baby crops that 
started in 1945-46 will now move into the 10-14 age 
group. Larger population of this group means more 
shoes. However, stronger emphasis on increasing per 
capita consumption of these shoes is needed if the 
market potential is to be realized. 

Teen-Age Girls: This 10-14 age group has been a 
remarkable postwar development market-wise. It now 
numbers some 7,000,000 teen-age girls, and will expand 
to some 10 million over the next two-three years. 

However, though this is the same numerical size as 
the boys’ and youths’ market (10-14 years), it is a 


[TURN TO PAGE 247, PLEASE] 
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WORK SHOES 


BY ANWELT SHOE MFG. CO. 





Are made with the added value of 
BARBOUR SOLID LEATHER STORMWELT 
THE FAMOUS 


See the complete ANWELT LINE ot the 


ROOM 506 © HOTEL MORRISON 


MAGICARPET DISTRIBUTORS everywhere endorse genuine Barsour STORMWELT 
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Ripon Ftipon iporw 


funtime footwear funtime footwear funtime footwear 


t 
estrellitas 


Cable. Low and 


lively! Pure worsted 
tops. Colored side- 
walls. Indoor-out- 
door Catspaw soles. 


One of 5 styles, in cow- | 


hide, by designer Sylvie 
Hamilton. Elasticized 
topfor trim fit. Cushion 


Argyle. Ever popular ! 


pattern, now with 
indoor-outdoor Cats- 
paw soles. Pure wor- 


insole. 


| a illness sted, contrasting cuff, 


« 
for fall and winter 423 pore 


72: 2 


funtime footwear 





Foot Gloves. New 


featherweight! Soft 


glove leather elasti- 


cized top for trim fit 


f 


atm 


Catspaw Tredair soles. . 


206 


Ke 
X 
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funtime’ footwear 


takes another step ahead 


Another step in the bright direction. Not alone new colors 
and fresh styling—but true innovations like these: 

@ FOOT GLOVES 

@® KNEE HIGHS 

e COLLEGE STRIPES 

e ESTRELLITAS 

@ INDOOR-OUTDOOR SOLES 
And these are only starters! Wait till you see them all... 
you'll see that Ripon Funtime Footwear is really making 
strides. 

And when your customers see them—in LIFE, 
McCALL’S, ESQUIRE, FIELD & STREAM, THE 
NEW YORKER, VOGUE, MADEMOISELLE, 
SEVENTEEN, SUNSET and PARENTS—be ready 
to meet the demand! 

You will be ready with Ripon’s merchandising aids 
(including ads of your own, just like those you see here). 
Ask to have a salesman show you the new line, the new 
program, Now is the time, now, with this exciting new 
line--step out with Ripon, and step up your sales! 

\ 


Write for the new Fall and Winter Style 


_ complete with dealer price list. 


‘ Ripon Knitting Works, Ripon, Wisconsin 


Branch offices: NewYork, Chicago, Los Angeles, Detroit, Seattle, 
Dallas. In Canada: Forest City Knitting Co., London, Ontario 


NEW CATSPAW 
SOLING! Now they 
can enjoy Ripon’s 
“slipper sock com- 
fort’? outdoors as 
well as in. 


NEW TRIM FIT 
FOPS! On Ripon 
Foot Gloves, Estrel- 
litas. Elasticized top 
assures a trim fit 
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What is it that makes a shoe manufacturer great? 
What is it that makes a shoe sell? 
‘6 . What does a woman look for in a pair of shoes? 
B | u e C h | p S$ ‘hree ways of asking the same question. And these 
eight blue chips all have the same answer 
It takes good fit — she calls it comfort 


. 
| n t h p i n d T) S t r y Lh It takes good shoemaking that extra ounce of value 


Style the magic in a shoe that turns her dress into 
an ensemble 


And timing the shoes she wants, when she wants 
them 


The leaders of the shoe industry have these things in 
common. For in this competitive industry of ours, there 
isn't much room for mistakes. These companies are not 
among the leaders by accident 


There is one more thing these blue — shoemakers 


have in common those uncommon 


heels by Wilner 


y fine wedge 


And that's no accident, either 


ey 


lilt, 


Worlds Largest Manufacturer of Wedge Heels jiner 


wooo reooucts co 





NORWAY, MAINE - NORWAY 480 © ST. LOUIS OFFICE - 410 NORTH FOURTH STREET © CHESTNUT 1.0927 
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Make sure your shoes of 
the future make full use 
of all the magical 
STRETCHABLE 
new shoe materials 
created with “LASTEX” 
that await your 3 
designers’ 
talents. 


s-t-r-e-t-c-h-a-b-l-e 

SATIN 

Newest in the broadioom 
family ...a heavy lustrous 
satin woven with Lastex to 
sheathe and girdle the foot 


s-t-r-e-t-ch-a-b-le 

NET 

Newest of the fascinating, airy nets 
ond patterned meshes which, thanks 
to Lastex yarn, fit without binding 


the miracle yarn 
that makes things fit 
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s-t-r-e-t-c-h-a-b-l-e 

“LASTEEN” 

A completely new shoe material with 
all the beauty of patent, born of 
“Lastex” and a remarkable new 
plastic, that flexes without cracking 


s-t-r-e-t-c-h-a-b-le 

GLOVE LEATHER 

More than ever before—glove 
and novelty leathers are being 


given controlled stretch through 
Lastex yarn in the lining. 


See whole families of these exciting new materials 
at the LASTEX EXHIBIT, PALMER HOUSE, 
NATIONAL SHOE FAIR, SPACES 15, 16 and 17 
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FABRIeushon 


.. Sales plus 


for 


TOP BRANDS 


These are the star styles in the brands 
you make your money on...and they're 
all featuring FABRIcushon’s fabulous 
features for Spring. 

You'll amaze your customers with the 
“walking shoe comfort” of these high- 
style shoes, the style detail in these 
sports shoes. 

Because FABRIcushon, the standard 
of the industry, makes every style of 
shoe comfortable, softer, cooler, 
smarter, Makes every shoe hug the foot 
without a slip. See them all at the 
Shoe Fair, and place your orders early, 
they're your best-sellers for Spring! 


ANDREWS-ALDERFER COMP, 
1065 Home Ave., Akron, Ohio. 


Representatives in Boston, Carlisle, Spiease, 
Detroit, Los Angeles, Milwaukee, Nashville 
New York, St, Louis, Manufacturing affiliates 


in Toronto, Canada; London, Engiebd. 


ACCENT 
Conrad Hilton 
Rooms 819, 820, 824, 826 


AIR STEP 
Conrad Hilton 
Rooms 2400. 2402A 


AMERICAN GIRL 
Palmer House 
Red Laquer Room 


CITATIONS 
Conrad Hilton 
Rooms 1104-5 


COLLEGE HILL 
Conrad Hilton 


Rooms 801A, 810A, 811A, 858A : 


CONFORMAL 
Conrad Hilton 
Rooms 701-2 


Palmer House 
Dining Room 17 


DICKERSON 
Palmer House 
Rooms 964, 965, 971 


DRESS UPS BY ALEXIS 
Conrad Hilton 
Room 532A 


ENNA JETTICKS 
Conrad Hilton 
Rooms 716, 752, 753 


FASHION BILT 
Palmer House 
Rooms 807-8 


FASHION CRAFT 
Palmer House 
Rooms 815-16 


FOOT SAVER 
Palmer House 
Rooms 722, 724 


GRACE WALKER 
Conrad Hilton 
Private Dining Room 2 


HEEL GRIPPER 
Palmer House 
Room 831 


1. muLueR 
Palmer House 
Rooms 2047W-50W, 2052W- 54w 


JACQUELINES 
Palmer House 
Dining Room 17 


MADEMOISELLE 
Palmer House 
Rooms 890-94 


MIRACLE TREAD 
Palmer House 
Rooms 901W, 963W 


NATURAL BRIDGE 
Palmer House 
Rooms 911-13 


NATURALIZER 
Conrad Hilton 
_ Rooms 2200-2A 


NATURAL POISE 
Palmer House 
Rooms 928W- 930W 


NITE AIRES 
Conrad Hilton 
_ Rooms 807-8 


” Pou PARROT 
Conrad Hilton 
Rooms 717A-20A 


PROMETTES 
Conrad Hilton 
Room 806A 


QUEEN QUALITY 
Conrad Hilton 
Rooms 702A, .710A, 700 


RED CROSS 
Palmer House 
Rooms 822, 824 


RED GOOSE 
Conrad Hilton 
Rooms 7\7A- 20A 


RHYTHM. STEP 
Conrad Hilton 
Rooms 600, 604, 605, 607 


RISQUE 
Conrad Hilton 
Williford oe Room 
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Palmer House 
Room 836 


SWEETHEART BY PENNANT 
Conrad Hilton 
Rooms 904- 8 


TROYLINGS 
Congress Hotel 
Washington Room 


VALENTINE 
Palmer House 
Rooms 651- 2 


VELVET ‘step 
Conrad Hilton 
Room 757A 


VITALITY 
Conrad Hilton 
Rooms 603A-5A, 607A, 609A 


WALKMASTER 
Palmer House 
Room 857 


WEATHER BIRD 
Conrad Hilton 
Room 756A 


WESTPORT 
Conrad Hilton 
Williford Ball Room 


WINTHROP 
Palmer House 
Rooms 828-9 
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LUCKY y af Pa Le 


and LUCKY STAR Shoes 


Styled for 
“the Young Man of Distinction”... 


and his sister too! ... OF all the characteristics which mark our . 

informed, intelligent American youngsters, none is more highly devel On Display 

oped than their fashion sense—they know what is right in apparel and 

in shoes. Shoe retailers who can best interpret their preferences soon NATIONAL SHOE FAIR 

hecome fashion headquarters for the youngsters of their communities. 
Such alert retailers have found Five Star’s experience in serving 

the juvenile fashion field an invaluable help in setting up their styl 


programs. That's why you should be selling Lucky Old Pals and PALMER HOUSE 
Lucky Star Shoes. Let’s talk it over at the Fair. 


Chicago * Oct 23-27 


1061 -2-3 


ve ‘ 1 . _ 
Five Star Footwear Company Palos 

P PARENTS 
43-01 22nd Street. Long Island City 1, New York a 
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® 


Everybody's 
talking about 
the entirely 
new ideas in 
out-door 
footwear— 








at the Shoe Show 
room 903w 
palmer house 
chicago 


SWAN SHOE COMPANY 
3001 E. Madison St., Baltimore 5, Md. 


Yeueeneeeeneea’ 


f 
‘ 
' 
‘ 
. 
5 
: 
1 
a 
a 
: 
z 
i 
z 
' 
: 
, 
a 
i 
' 
i 
* 
' 
i 
& 
a 
a 
: 
a 
i 
a 
‘ 
& 
r 
a 
i 
t 
i 
: 
5 
i 
‘ 
® 
8 
& 
e 
6 
® 
' 
5 
% 


SESS SSS Seale, 





In Fashion’s Forefront 
[CONTINUED FROM PAGE 134 


bright colors for all-over soft dressmaker pumps. The new 
soft grains—Softee Kid, Soft Touch and Lava Kid—are 
mentioned as especially right for the new super soft flats 
in paddy sole and Italian constructions, Softee Kid has a 
dull matte finish; Soft Touch a glazed finish. Lava Kid is 

shrunken grain with a high glaze. Frostee, the luster- 
finished kidskin and kip is suggested for new sandals and 
open patterns keyed to the Far East influences. 


% 4 # 


RECENT reports from the Allied Kid Co. note the beige- 
to-brown family as a number one group with Vanilla and 
Nougat the tops. Palest Pinafore Pink and Bubble Blue, 
palest of blues, are the top sellers in these two pastel 
families. In the yellow group, Newcastle reports Jackstraw 
good and White Poinsettia very good. In the Standard 
Division the latter is also very strong with Primrose good. 
Nectarine and Apricot are also doing well. 

Red shows more life than expected, according to Doro- 
thy Campbell of the style department. And here Red 
Poinsettia is very good. In the greens, interest is starting 
in Lime Frappé and Pistachio, There is more interest than 
usual in pink and blue suedes. Nougat is also liked. Shag 
continues popular. White Tile, a print on suede, is liked. 


é la % 


Best selling colors start with black, according to Dorothy 
Fox Davies of FE. Hubschman & Sons. “We are doing a 
big matte job,” Mrs, Davies says. After black, she listed 
French Bread, Perfect Brown, Butter, Coffee Frost and 
Salmon. Less important but worth noting are Sari Green, 
Palmetto and Wedgwood. 


& x a 


AMERICAN HIDE AND LEATHER COMPANY'S style 
director, Mrs. Dorothy W. Anderson, reported recently that 
the golden tones were receiving the biggest acceptance in 
Cane, Tarnish and Italian Pear. Chrysanthemum Green is 
being picked up by some style authorities and Morning 
Glory Blue is “very good.” White Bark and Fruitwood in 
the beige family are very much in demand. Pink, Mrs. 
Anderson considers, is volume. Azalea is showing very 
little action. 


4 % . 


Hicu styling at low prices on walking height heels is the 
purpose of the Cherubs Shoe Salon opened at 46 West 57th 
Street, New York, recently. Planned to meet an increasing 
demand among business women, housewives and career 
girls for more exciting footwear on comfortable walking 
heels, this store is the latest venture of Bunny and Shirley 
Fastenberg, already owners of stores on 34th, 42nd and 
De Lancey Streets. 

True to their purpose of making their shoes exciting, 
these two sisters have introduced all the latest style ideas, 
including very thin heels, glass heels, color contrasts in 
heels, carved heels, heels studded with rhinestones and 
multicolor ornamentation, delicately shaped baby heels, 
very new Italian flat heels and bamboo heels. Textured 
leathers, antique finishes and combinations of finishes are 
among other style ideas in leathers. Besides great diversity 
in styling of daytime and end of the day shoes, the store 
specializes in a wide size range from 4 to 12 and AAAA 


to C. 
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m AMER Company 


PHILADELPHIA 23, PA 


dtat 


the 
inspired 
elegance 
of Kid 
that 
looks 
and 
feels 


luxurious 


FLIGHT BLUE 
SMOKED PEAR 
PRIMROGE YELLOW 
SWEETHEART BLUE 
SHELL PINK 
VANILLA 


write 





SHOE COMPANY, INC. 
Shoe City, BELCAMP, MD. 
*ROOMS 668-670-672 
MORRISON HOTEL 
October 23, 24, 25, 26, 27 


More People The World Over Wear Beata shoes than Any Other Brand 
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Manufacturing and Markets | 
[CONTINUED FROM PAGE 190] 
combinations should be high fashion favorites both in | . 
cruise wear and on into Spring. Patents are placed in the | THE BASS LINE FOR '56 
high volume field and most leaders expect them to be 

bigger than ever for Spring. Vinylites also may approach | 

the volume field, with color, color combinations, and mate- a 


rial combinations maintaining their hold in the style pic- 


ture. 
The pump continues, much as it has this past season, THE NATIONAL SHOE FAIR 
but the bare and open types will be most important. So | 


will three tone combinations of leathers and fabrics. The 
influence of the Orient will show up, particularly in Indian 


« 
and other Eastern type prints. There seems to be no dearth 1n 


of interest in the springolator and similar treatments. In 


fact, they will probably be stronger than ever. There will 
probably be more shoes with elasticized treatment, even in | ROOM 765-PALM ER HOUSE 
closed pumps. 


The French and Italian influence is expected to continue, 
especially in the casual field. However, there will be a 
number of versions of the very open Roman sandals which See the new styles, new fashions 
are being presented for dress wear. Although the Italian in classic, fast-selling Bass Out- 


sandals were a disappointment in some quarters last year, 
door Footwear. 


timing has been blamed somewhat. There will still be a 
good selection of them around. Casuals and soft espadrille 


types that can be worn with the continuing favored Ber- 
muda shorts will also be sought. a 


New England MAKERS OF BASS WEEJUNS* 


THE general “long range” outlook for Spring business is "TM, Reg. 


one of fair confidence among New England shoe manufac- 
turers. However, right at the moment the situation is some- ; 
what mixed and uncertain, due primarily to the unsettled 
price situation. 
A large number of shoe manufacturers—and this in- 


cludes men’s, women’s and children’s, and in almost all 
grades—feel quite certain that they will have to move up BASS WEEJUNS* AND WEEJUN® TIES 
their prices when their shoes are shown at the National 


Shoe Fair in late October. But only a very small number 
have actually announced such price rises. 

Right now there is a great deal of “hedging,” of waiting 
to see what competitors are going to do. Perhaps the ma- 
jority of final decisions on prices will be made during the 
middle two weeks of October, at last minute prior to the 
Shoe Fair. 


The recent indecisions on prices are based on two factors . 
here: (1) how much to raise prices; (2) whether to held BASS GUAR HUNTERS", TRALMASTERS, INSULATED BOOTS 


the price line and move into a slightly lower grade or 
quality to compensate for increased costs. The majority is 
moving toward higher prices rather than reduced quality. 

In New England, the price situation is perhaps more 
“sensitive” than in any other part of the country because 


of the large number of shoes produced here for the chains. 

Many of the chains, having “branded price” lines, are re- BASS SPORTOCASINS* AND OXFORDS 

sisting the upward price movement which will necessitate 

many of them moving into the next higher price range. 

Yet they too, realizing the “inevitability” of price boosts 

in the face of rising costs, are undecided whether to move ONE SALE LEADS TO ANOTHER! 
into a lower grade line to hold their long-advertised prices, 


or to move into a new price bracket. OUTDOOR 
An interesting indicator was the recent Boston Shoe 

Shew (October 2-6), where attendance of exhibitors and FOOTWEAR 

buyers alike hit an all-time high. One key reason for the 

high interest in this regional show at this time was the 


G. H. BASS & CO., Dept, 8S10, Wilton, Maine 
658 Marbridge Bidg., N. Y. C. 1, N. Y. 


fact that many factories are seeking immediate cutting and 
are looking for orders. This also applies to wholesalers 
[TURN TO PAGE 220, PLEASE] 


October 15, 1955 





if you want to be known for the best... 


Style 6027-—Black grain wing tip. 
Style 6028—Tan grain wing tip. 


feature 7 Ordo OY shoes 


The Shoe That’ s Ditfere 


BE SURE TO VISIT US AT THE 
CHICAGO SHOE FAIR OCT. 23-27, 
ROOM 832, PALMER HOUSE 


FIELD AND FLINT CO. 
Brockton 68, Mass. 


nationally advertised the nation over! 


= §6FIELD AND FLINT CO., BROCKTON 68, MASS. 
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4. EASY STEPS 


to extra holiday profits with Timp hosiery 


FEATURE “COMFEES" | 


NATIONALLY ADVERTISED THE YEAR 'ROUND! 


FREE! 


SEND IN COUPON FOR 
Trimfit Fall-Winter Catalog! 
Styles for all the family, illus- 
trated in color! Plus displays, ad 


mats, promotions, etc.! 


* 
45 sovianiste OE 


TRIMFIT 
EMPIRE STATE BUILDING + NEW YORK 1, N. Y. 


October 15, 1955 


FEATURE | 
“TRIMSTRETCH" 


TRIMFIT, Dept. $-10, Empire State Bidg., N. Y. 1, N. Y. 





Please Send Me | Style Doz : Price 


B-75 Foot-Sox | 8.75 | $3.75 Doz 
(3 doz. total) 


FREE Trimfit Fall-Winter Catalog 
Store Name 
Store Address 
City 


Buyer 
(signed) 
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standard for 


correct shoe fitting! 


rannock device 


509 EAST FAYETTE STREET, SYRACUSE 2, N. Y. 











featu ring 


HAND SEWN 


im’ 
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_ 
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THE CUTLASS... Choice ° 
calfskin with perforated 7 
hand sewn vamp. eee 


THE BLADE... Choice °° 
calfskin with hand sewn vamp. 


AT CHICAGO, 
ROOM 760 
PALMER HOUSE 


October 15, 1955 


VAMPS 
at a popular 


price! 
..+- Once again Ward Hill is 


first in its field, 


Two new 1956 numbers by Ward Hill 
. outstanding dress shoes of the 
seamless moccasin type. In styling and 
detail they reflect the custom grade 
footwear of society’s bootmakers, 
including choicest calfskins and genuine 


hand sewn vamps... yet they are 


popularly priced for volume business. 


Knipe Bros., Inc., 
Ward Hill, Mass. 
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_ “INCREASED 
SHOE TREE 
SALES 


82%" 


says Happy West Coast Dealer! How much price increase? Best guesses at the moment: 


from a low of 15-25 cents on the lower grades, to a high of 
75 cents-$1.25 in some of the better grade men’s lines. This 
signifies retail price boosts of from about 35-40 cents to as 


| much as $2, 


[CONTINUED FROM PAGE 215] 







and jobbers. Hence, on staples particularly, a lot of good 
business was booked on advance orders for advance de- 
livery (by or before December)—at current rather than at 
the new raised prices that are expected. 
| 











This development has given a real lift to some of the 





New England factories, providing cutting in recent weeks 
when they most need and want it. In fact, it might be 
said that, at least for the moment, he forthcoming price 
boosts have been a small boon to some of the manufac- 
















Ready-to-Wear Fabric Trends 





[ CONTINUED FROM PAGE 131] 










sheer weights . . . in the most beautiful colors ever. 


Oriental influences contribute the roughened hand- 






| woven types as well as lustrous supple fabrics for late 






day. Paris, with its emphasis on the de-emphasized 






figure, strengthens the trend to soft supple fabrics. 
Here RAYON stars in the beginning of a new interest 
in crepes that are full-bodied . . . in sheers that will 








houette. New bengalines and ottomans for Spring coats 






are exciting. 






Important color families start off with white and 





j 
take to the shirrings and puflings of the new sil- 
| 
| 


“offbeat” versions of white . . . yellows strong and 






| buttery and casting their influences into peach and 






apricot tones .. . yellowed beiges, Summer browns. . . 






country-sky blues... everything fresh and washed .. . 






grayed leaf greens used as neutrals with orange and 






shocking pink tones . . . pinks continuing in volume... 






reds taking a pinker cast . . . black for the little dress, 










the late day coat. All in all, we’re in for a season of 





... WITH ONE 
GROSS PURCHASE 


wonderfully thought out clothes, in uniquely beautiful 








fabrics and colors. 








American Rayon Institute 
ShoeKeeper Counter Display attracts attention... | 






and sales automatically! It's a compact 18" «x 20" x 8" 






silent salesman that helps you to extra | 











A profits with every purchase! ...And— IN WOOL, Watch For: Much Lighter Weights— 
, vaes ShoeKeepers’ extensive West Coast New Bedford Cords—Sheer Wool Voiles Broken 
scar nadie om warehouse facilities are another Down into Two Categories, Homespun or Hop- 
THRU THE MAIL money and time saver! Display is sacking Tweeds and New Smooth, Crisp Worsteds, 
AND THRU free with one gross order; orders the Latter Strongly Favored—Blazer Stripes in 
— less than a gross, $5.00. Flannels or Tweeds for Sportswear—Jerseys in 







Novelty Patterns—Pastels Very Important Again 
but Sharper and Clearer than Last Year. 





Write for ShoeKeepers Special Christmas Offer! 





ROCHESTER SHOE TREE CO. 
60 Cumberiand Street, Rochester, N. Y. 


I'm interested in ShoeKeeper Counter Display. 
Please send complete details 








FOR SPRING 1956 the new wool fabrics have great 
fashion excitement. Although there is continued inter- 
















Nome est in the knitted texture, new interest in Bedford cords 
Address and sheer wool voile is shown. These can be broken 
it ' ve 

City mone note [TURN TO PAGE 224, PLEASE] 


Boot and Shoe Recorder 





220 


CAROUSEL styled by Kaimon in “the softest of 


soft leathers.’ This famous shoe, 
Venezia B24, has made casual fashion 
history. Crafled in butter soft Caper Calf. . 
rich full-grained . . aniline-dyed . . 


for the utmost in comfort. 








NEW OUTSOLE LIGHTEST MADE! 
Rainbow Cell-Tite’...17% lighter 


Rainbow Cell-Tite by B. F. 
Goodrich now gives leisure wear 
new color, new comfort, new 
lightness. 


Compared with other soles of 
its type—Rainbow Cell-Tite is 
17% lighter. In a typical pair of 
men’s casual shoes, the weight 
is 6 oz. less. 


And, of course, Rainbow Cell- 
Tite has outstanding flexibility, 
resilience, will not absorb mois- 
ture and provides perfect insu- 
lation. 


Available in irons from 11% to 
24. Colors are pastel blue, 
sweetheart blue, cork, coffee, 
shell pink, benedictine, brick 


red, scarlet, oyster white, nat- 
ural white and black. 

Distributed by Bristol Rubber 
Co., Division of Bristol Fabrics, 


Inc., 64 South Street, Boston, 
Mass. 


See Rainbow Cell-Tite at National Shoe Fair, Palmer House—October 24-27, Booth 402. 
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Shoe Trade Faces Up 


| CONTINUED FROM PAGE 103} 


will be Gino Prato, the amazing little shoemaker who won 
the nation’s heart and admiration with his fabulous knowl- 
edge of opera, on “The $64,000 Question” TV program 
He will be an honored guest during the official opening 
breakfast on Monday, October 24, where he will be pre- 
sented with a special award. 

Two questions in particular will occupy forefront atten- 
tion among attending retailers and buyers at the Shoe 
Fair: 

1) What’s the outlook on shoe prices? 

2) What's the outlook on shoe business for next year? 

As to the first, a number of shoe manufacturers have 


already announced price increases over recent weeks. A 


substantially greater number are expected to make similar 
announcements when presenting their new lines at the 
National Shoe Fair. 

Talk of price boosts has been in the air for many months, 
but almost every producer was following a wait-and-see 
policy. The prevalent feeling had been that if it appeared 
that shoe business would continue fairly strong, then price 
boosts would tend to be more acceptable with the intro- 
duction of new Spring lines. If there were signs of any 
business letdown, however, manufacturers would relu 
tantly absorb costs and not raise prices. 

Most manufacturers have expressed confidence in con- 
tinuing good business, and many have therefore gone 
ahead with anticipated price rises. The chief reasons given 
are as follows: 

1) The rise in the minimum wage to $1, which will 
directly affect about 25 per cent of all shoe workers (now 
receiving below that minimum), and will indirectly affect 
all shoe workers as a result of a proportionate rise in all 
wage levels. The new minimum takes effect March 1, 1956. 

2) Increased machinery rental costs, resulting from the 
outcome of the government’s anti-trust suit against United 
Shoe Machinery Corp. 

3) Manufacturers must now pay separate machinery 
repair and service charges, which previously were included 
in rental and royalty charges. 

4) A miscellany of 
distribution, advertising and promotion, freight, ete. 

Manufacturers point to the fact that average factory 
value per pair has shown an almost steady decline over 


‘creeping costs” such as overhead, 


the past five years, with 1955 averages being the lowest 
since 1949. The accumulation of “creeping costs” over 
this period of time, along with sharper and more sudden 
cost increases as represented by the new wage minimum 
and the upped machinery costs, represent strong justifica- 
tion for price rises, according to most manufacturers. 

It’s also pointed out that while manufacturers’ profits 
have made a better showing this year, it has been largely 
the result of record output. Any appreciable slide in vol- 
ume of output, receding from the 1955 back to a “norm,” 
could seriously squeeze manufacturers’ profits in the 
tightening vise of costs. 

According to some shoe manufacturers, and an even 
larger number of tanners and other suppliers, we have 
been under-selling or under-pricing shoes for some time 
States one shoe producer, “Every segment of the industry, 
from retailer right back to the supplier, could use a little 
better margin of profit.” 

As to the second question—the outlook for business in 
1956—the answers are a bit more mixed and _ hesitant 
Almost nowhere is there any feeling of serious anxiety 
In fact, most shoemen, in line with most businessmen in 

[TURN TO PAGE 227, PLEASE] 
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It takes more than shoes to 
sell shoes in your store! 


CHAIRMASTERS superb 
custom-crafted furniture 
is distinctively styled and 
durably designed for all 
types of shoe stores — 
large and small — 
luxurious or modest. 


200 East 146 Street © New York 51, N.Y. © CYpress 2-0600 
SPECIALISTS IN SHOE STORE FURNITURE 


fmt toto o ne -------- 


{| Please send New Chairmasters 
Catalog to 


NAME 
STREET 
city STATE 
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Juvenile Shoe 
Merchants 
Have Been 
Challenging 

Us To Do It! 


SO WE 
DID IT! 


If You're Interested 
In More Profits 
Don't Miss Our 


EXCITING 
SURPRISE ! 


On Display in 
Room 840 at The 
Palmer House 
During the Shoe Show! 
It's New! 

It's Terrific! 


It's Money in the Bank! 
DON'T MISS IT! 


KREIDER’S SONS 


=s MANUFACTURING COMPANY 


Palmyra Pennsylvania 











Ready-to-Wear Fabric Trends 
[CONTINUED FROM PAGE 220] 


down into two categories—homespun or hopsacking 
tweeds, and new smooth, crisp worsted with strong 
emphasis on the latter. These homespun tweeds in 
dress, suit, or coat weight come in many variations of 
weaves and patterns. Many of them are touched with 
white, or distinctly patterned with white. 

The new worsteds, keyed to coordinate with tweeds, 
or live a life of their own, are much lighter in weight 
and smoother to the touch than before. They are either 
plain or textured (in some cases to resemble linen or 
cotton) or patterned, with strong emphasis on glen 
plaids and tiny checks. 

New, too, for this season are blazer stripes in flan- 
nels or tweeds which are most important in sportswear. 

Jerseys, always infinite in their range of colorings, 
have been influenced by the new loosely-woven tweeds 
in their novelty patterns and are looped, dotted, or 
petit-point, ribbed or brushed. 

As is true of most Spring seasons, colors lean toward 
pastels, but this year they are sharper and clearer of 
tone resembling the clean colors of water colors. Yel- 
lows; rosy pinks, or strong watermelon pinks; cool, 
pale greens; blues, light hyacinths; are most important, 
with beiges tinged with peach or apricot strong fashion 
news. There is some feeling for pale, pale grays. Tradi- 
tional Spring colors such as navy, black and white, and 
oatmeal will still be popular and the tan-black-and-white 
mixtures of last Fall strongly whitened will be good. 

All these fabrics are much lighter in weight which is 
certainly an important factor in increasing the season 
for wool to include resort wear and late Spring wear. 
As a matter of fact, wools are well on the road to becom- 


ing all-year-round fashions. 


The Wool Bureau 





The currently favored Italian styling is seen to advantage 
in these two slip-ons. Appropriately named “Briccone” 
they are from Lion Sandals. They are featured in plain 
toe and laced models in a variety of leathers and colors. 
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GOLO SPECTACULAR 


rates & 
rave 
reviews! 


AT THE 


NATIONAL SHOE FAIR 


PALMER HOUSE — SUITE 955-957 


Make GOLO your first stop at the shows. Your visit 
will be well rewarded! Dealers report more and more 
women calling for GOLOS ... the name fast becom- 
ing familiar through their favorite magazines. CASH IN 
ON THIS TREND... BUY GOLO! 


*Starring the Golo Trio 


SEE THE GREATEST SPRING LINE AT THE SHOWS 


. 30 - Nov. 


5 - Nov. 


+ 6+ Nov. 
» 6 Nov. 
+ 12 + Nov. 
. 13 + Nov. 
+ 13 + Nev. 
+ 20 - Nov. 


Michigan Shoe Show, Detroit 
Northwestern Shoe Show, Seattle 
Southeastern Shoe Show, Atlanta 
Southwestern Shoe Show, Dallas 
Pennsylvania Shoe Show, Pittsburgh 
Mid-Continent Shoe Show, Oklahoma City 
West Coast Shoe Show, Los Angeles 


Ohio Shoe Show, Columbus 


GOLO of DUNMORE « G FLATS by GOLO + ‘TWEENS by GOLO of DUNMORE 


FOOTWEAR CORP., Empire State Building, New York 1, N.Y. 
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for 


| IN-STOCK styles 


and girls... Write for 


rent catalog 








New! Beautiful! 
The Talk of 
the Market! 


See 


PEARLETTA 


in shoes, bags, heels and bows 

The most brilliant, the 
most exciting women’s 
shoe fabric in 25 years. 
Glemorous, iridescent syn- 
thetic fibre that makes 
fabric look like woven 
leather Retailers! Ask 
your manufacturers for 
sample shoes, bags, ete., 
now! 


SHAIN and Company, Inc. 


ESTABLISHED 1907 


184 Lincoln Street 
Boston, Mass., U.S.A. 








in- 
fants, children, misses, boys 
cur- 








IT'S "SECOND PAIR" TIME! 


... BE READY TO SELL YOUR SHARE 


Feature the popular Buffalo Billy's for replacement 
and football wear, because Buffalo Billy's are . . . 
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sian aniainticnillinae sti 


* Famous for Fiexibility and Long Wear 
* Genuine Goodyear Welts 
® Unmatchable to sell at $4.95 to $6.95 


Mi etanina anion 


ATT ee 


603 DUNDALK AVE. © BALTIMORE 24, MD. 


Denver West: Chesapeake Shoe Co. of Calif., 543 Mission St., San Francisco, Calif. 


The year after year popularity of 
wedge heels is something to think 
about, Here again it is the com- 
bination of style with comfort that 
appeals to women. The woman who 
tries on her first pair of wedge heel 
shoes is astonished at the way they 
feel—-by the sense of strong support 
under her arches. From the point of 
view of style, the wedge heel is capable 
of a variety of treatments. It has been 
shaped until it looks like an outside 
heel from the rear. It has been scooped 

slightly, or until only a quarter or 
a half inch thickness remains under 
the arch. It has been covered in all 
kinds of materials or decorated with 
jewels, or appliques, carved or painted. 
Or, it has been left as just plain wood 
or cork, 


too. 





A New RECORDER Feature 


Hundreds of the nation's shoe retailers have 
agreed to serve on a monthly Panel or “forum” 
dealing with topics of high current interest and 
importance to all shoemen. These retailers 
make up a carefully selected list. They repre- 
sent small, medium and large volume opera- 


tions; stores in big cities and small towns; 
men's, women's, children's and family shoe 
stores; shoe chain stores, department stores, 


and independent shoe stores; and stores from 
every part of the country. In short, the Panel 
comprises an excellent cross-section of retail 
shoe business in America. 

Watch for the first Shoe Retailers Panel re- 
port in the November 1 issue of the BOOT 
AND SHOE RECORDER —and each month 


thereafter. 








California Has 
Them All 


[CONTINUED FROM PAGE 172] 


these shoes—and so were the men! 
Here was a shoe that kept them 
guessing. What was it? Which was 


shoe and which foot? How did it stay 
on? Many women report, too, that their 
vinylite shoes were so comfortable; 
that they were so soft; the shoe yield- 
ing to the pressure of their feet. 
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Buffalo Shoe Retailers 
Hold Business Meeting 


BuFFALO, N. Y.—A general business 
discussion featured the first Fall meet- 
ing of the Greater Buffalo Shoe Re- 
tailers and Affiliated Shoe Trades held 
at the Stage Door Restaurant, 416 
Pear] Street. 

The meeting was presided over by 
John N. Mueller, president. Members 
discussed plans for coming meetings 
and the next session was scheduled for 
October 19, 











Stunts, Promotions, Pay 
Off for Year-Old Store 


MONTGOMERY, ALA. A series of 
extremely colorful footwear promotions 
are steadily building shoe sales for 


Belk’s, large family shoe store here 

Last month, E. L. Crowe, shoe buyer, 
staged a “Jefferson Davis Day” when 
four people in the department 
wore costumes reminiscent of the days 
when the Civil War president made his 
headquarters in Montgomery. 

Each employee competed for prizes, 
buying his own materials, finding his 
own patterns and coming up with 
authentic reproductions of 1863 
costumes. 

During the Jefferson Davis sale, 
the shoe department displayed many 
antique types of footwear, handed 
down by Montgomery families. This 
event was highly successful, according 
to Mr. Crowe, with traffic sharply 
stimulated into the department after 
news of the Civil War costumes was 
circulated. 

Mr. Crowe came up with an equally 
clever, sales-stimulating stunt, when 
he staged a “five-cent shoe sale”. The 
promotion was run in place of the 
usual end of the month sale and invited 
customers to pay the regular price for 
the first pair of shoes, receiving a 
second pair for another five cents. 
This odd approach to sales merchandis- 
ing was likewise effective, resulting in 
a complete clean-up of tag ends in the 
footwear inventory over the space of 
three days 

The Belk store, only a year old, 
prefers to develop its promotion on the 
strength of novel, unique appeal, in 
place of mere price cuts, according to 
Mr. Crowe. 

“Our theory is to attract attention 
by events which do not consist simply 
of slashing the price of merchandise,” 
he said, “through the year, we will 
probably stage a dozen such colorful 
promotions spaced far enough apart 
so that each of them will attract at- 
tention.” 


sales 
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Shoe Trade Faces Up 
To Industry’s Problems 
[CONTINUED FROM PAGE 223] 


general, tend to believe that the 1955 
boom has enough steam in reserve to 
carry through 1956 with only a mild 
letdown at best. And one comment is 
almost universal: “An election year is 
coming up... so you can bet there’ll 
be no serious slide permitted.” 

Consensus in the shoe industry can 
be summed up simply: “A good year 
in 1956, but not the level of 
1955.” 

Much of the power behind the shoe 
industry’s upsurge in 1955 came as a 
result of retail inventories that had 
been held low for the previous 12-14 
months. The record-high 1955 output 
poured into two streams: refilling of 
depleted retail inventories, and supply- 
ing a stepped-up pace of consumer 
shoe buying 

The current feeling of optimism or 
confidence in the shoe industry regard- 
ing the year ahead is based chiefly on 
the current status of retail inventories. 
Despite heavy output and refueling of 
retail stocks, there is nothing re- 
sembling a retail inventory glut such 
as existed a couple of years back. Most 
retail inventories are considered “nor- 
mal’’—sufficient in most cases to take 
care of the current level of consumer 
buying. 

Actually, stocks of many retailers 
are being classified as “sub-normal.” 
This, however, is somewhat deceptive. 
Many, if not most, retailers today 
don’t carry heavy loads of stock. Chief 
reason has been the rapid postwar 
development and expansion of manu- 
facturers’ in-stock departments. Also, 
the manufacturers’ ability to produce 
and deliver order at a much 
faster pace today has tended to give 
the retailer more buying latitude—that 
is, to operate with a much more “fluid” 
inventory. To sum it up: his orders 
(as well as his on-hand inventory) may 
be smaller, but he 
frequently. Thus, his stocks on 
are smaller—but his total 
of stock over the course of a 
as in years past, or larger. 

Such facts have required a new look 
at retail inventories. But even an 
analysis from this new-look standpoint 
reveals that most retailers appear to 
be in a healthy inventory condition as 
they prepare to enter 1956. A continua- 
tion of present levels of consumer shoe 
buying could well make 1956 a very 
fine year for shoe business. If even a 
bit lower than 1955, it still seems as- 
sured of being the second-best year in 
the history of shoe business. 


boom 


shoes on 


buys much more 
hand 
purchase 


year is 


Made Department Manager 


William Fleschman 
has named manager of the shoe 
department of Bradford-Husch Co., 
womens’ wear, at 86 North High Street. 
Before this, Mr. Fleschman had been as- 
sistant manager of the shoe department 
in a Kansas City store 


CoLuMBus, O 
been 
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Tomorrow’s Shoes 
On Display 


[CONTINUED FROM PAGE 198] 


FIRM NAME HOTEL 


Conrad Hilton 
Morrison 
Palmer 


VAF, S.r.1., Calzaturificio 
Vail, Dean, Corp. 
Vaisey-Bristol Shoe Co. 
Valentine Shoe Co. (Div. General Shoe 
Corp.) Palmer 
Valley Shoe Corp. Morrison 
Variety Footwear, Inc. Conrad Hilton 
Velvet Step Shoes Conrad Hilton 
Vermont Shoe Co., Inc Morrison 
Verona, Calzaturificio di Conrad Hilton 
Vibelsport S.r.l., Calzaturificio Conrad Hilton 
Viner Bros., Inc. Conrad Hilton 
Virginia Shoe Co., Inc Palmer 
Vitality Shoe Co. Conrad Hilton 
Vogue Shoe, Inc. Palmer 


Walkin Shoe Co. 
Walk-Over 
Wall-Mac Shoe Co., Inc. 
Wall-Streeter Shoe Co. 
Waller, Charles, Sales Co. Morrison 
Walnut Novelty Co., Inc. Conrad Hilton 
Ware Shoe Co. Sheraton-Blackstone 
Waterbury, S., & Son Co. Palmer 
Weather Bird Shoes Conrad Hilton 
Weber Shoe Co., Inc. Conrad Hilton 
Webster Shoe Co. Conrad Hilton 
Wee Walker Shoes Palmer 
Weigert-Dagen Shoe Co. Morrison 
Weil, M. K., Shoe Co. Morrison 
Weinbrenner, Albert H., Co., 

Conrad Hilton-Palmer 
Weiss, Herman E., Shoe Mfrs. Morrison 
Weiss-Lawrence, Inc. Conrad Hilton 


Palmer 
Palmer 
Morrison 
Palmer 
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Morrison 
Paimer 
Morrison 
Conrad Hilton 
Palmer 
Morrison 
Morrison 


Weitzman, Louis | 

Wellco Shoe Corp 

Werman, A., & Sons, Inc 

Wesboro 

Wesboro Shoes 

Westboro Shoes, Inc 

Western Maryland Shoe Co. 

Westport Division (Brown Shoe Co.) 

Conrad Hilton 

Palmer 

Morrison 

Conrad Hilton 

Conrad Hilton 


Palmer 


Weyenberg Shoe Mfg. Co 

Weymouth Shoe Co 

"Whis-purrs 

White, Ed., Junior Shoe Co 

Wilbur Coon Shoes 

Willits Shoe Co 

Wilner Wood Products Co., 
Palmer Booth 


Palmer 


Ex. Hall 
Morrison 
Palmer 
Palmer 
Booth—Ex. Hall 
Morrison 
Congress 
Conrad Hilton 
Congress 
Conrad Hilton 


Palmer 


Winston Shoe Co 
Winthrop Shoe Co 

Wohl Shoe Co. 

Wolf Brothers, Inc... Palmer 
Wolf, A. N., Shoe Co., Inc. 
Wolfelt, Curt, Studios, Inc 
Wolff-Tober Shoe Mfg. Co 
Wolfelt Miller Studios, Inc. 
Wolsam, Ltd 

Wolverine Shoe and Tanning Corp 
Wood & Smith Shoe Co 
Worcester Bickford Corp 
Worcester Shoe Co. 

Worthman, Barney 
Wright-Batchelder Corp 


Palmer 


Morrison 
Morrison 
Morrison 

Palmer 


Booth—Ex. Hall 
Wright, E. T., & Co. Palmer 
Wright Arch Preserver Shoes 


Palmer 


Yankee Shoemakers, The Palmer 


Yorktown Shoes Palmer 


Conrad Hilton 
Conrad Hilton 


Zimonti, Giovanni 


Zulick, J. S., Co., Ine 
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WHERE DO YOU GROW FROM HERE, 
MR. JUVENILE SHOE MAN? 


Whatever your goal in the children’s shoe field, you’re certain to get there 
more quickly and surely with a Dr. Posner franchise. Dr. Posner gives you 
a “growing business” from the word go — witha proved eight-point 
promotion program designed to boost your sales volume...build up your prestige... 
and establish your store in your community as headquarters for fine fit 
in juvenile footwear. Write today for Dr. Posner in-stock catalogue. 


Most complete line of tested and accepted juvenile shoes. 
Outstanding service of baby shoes...famous for over 50 years. 
“Special Feature” shoes...an orthopedic line with style appeal. 
“Flying Aces”...specifically styled for boys and big boys. 

In-stock service...immediate delivery. 

Perfect sizing to accepted measuring devices. 

Newspaper mat service on cooperative basis. 

Transportation and outdoor advertising to build local store traffic. 


Full program of premiums, giveaways, mailings and displays. 


o 
4 
0 
O 
0 


Be sure to see the Dr. Posner line during the 
National Shoe Fair, October 23rd—27th... 
Room 897-98 at the Palmer House, Chicago. 


Dr. POSNER SERVING YOUTH SINCE 1888 


SCIENTIFIC 


SHOES 
Dr. Posner Shoe Company, Inc. 112 West 24th Street, New York 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Tanners to Hear Merchandising Expert 





Gene Flack’s Appraisal of Industry’s Distribution Methods to Be 
Highlight of Tanners’ Council Meeting in Chicago 


New YorkK—Valuable contributions 
to the industry’s knowledge of mer- 
chandising may be expected from a 
talk to be given by Gene Flack at the 
banquet scheduled during the Tanners’ 
Council annual meeting, to be held at 
the Edgewater Beach Hotel in Chicago 
October 27 and 28. The banquet at 
which Mr. Flack will speak is to be 
held on the first day of the two-day 
gathering. 

In announcing the selection of Mr. 
Flack as featured speaker, the Coun- 
cil’s bulletin to its members describes 
him as “a man whose background in 
selling techniques is probably unique 
in the country.” 


Labor Relations on Agenda 


“This speaker,” the announcement 
continues, “has been analyzing selling 
and merchandising methods in the tan- 
ning industry and his appraisal could 
well be a revelation to members and 
their guests. A preliminary review of 
his material indicates that his remarks 
at the annual meeting could have 
dramatic consequences.” 

Other subjects up for discussion at 
this important gathering include trends 
in labor relations against the back- 
ground of probable general business 
developments, the supply and demand 
outlook and, _ specifically, domestic 
slaughter prospects for next year; 
developments in tanning industries 
abroad, and technical highlights of the 
past year. 

Speakers will include C. D. Jackson, 
vice-president of Time-Life, Inc., and 
formerly assistant to President Eisen- 
hower; Samuel L. Slosberg, president 
of the National Shoe Manufacturers 
Association; Dr. Leo Wolman of 
Columbia University and the National 
Bureau of Economic Research; George 
Odey, president of Barrow, Hepburn 
and Gale; Harold F. Breimyer, live- 
stock analyst of the Department of 
Agriculture. A number of members 
will participate as speakers in general 
discussions to present their views and 
experience on practical matters of 
general interest. A representative of a 
leading retail organization will under- 
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take to tell the industry what leather 
now means at the consumer level. 

The schedule provides for meetings 
of the finance, hide and nominating 
committees on October 26, prior to the 
opening of the annual meeting. Also 
included on that day are meetings of 
the board of directors and executive 
committee of the Leather Industries of 
America and an afternoon meeting 
of the Council’s board of directors, to 
be followed by a dinner. 

The first general business 
open to members and representatives 
of the allied trades, will be held at 
10:30 A.M. on the first day of the 
meeting, to be followed by group 
luncheon meetings for members only. 
The evening banquet is scheduled for 
6:30. Another open general business 
session will be held on the morning 
of the second day, October 28, con- 
cluding at 12:15 P.M. 


session, 


National Shoes Signs Leases 
For Two More Center Sites 


National Shoes, Inc., 
large independent retail chain, 
has signed leases for space in two 
more shopping centers, one in the 
“Lake Area” of upper New Jersey 
and the other on the Nassau-Suffolk 
boundary line of Long Island, according 
to an announcement by Mac Siegel, 
vice-president 

The New Jersey location will be in 
the Pompton Lakes Shopping Center 
and will service an area extending 
about 12 miles north of Paterson. The 
shopping center is expected to be open 
for occupancy by the end of this year. 

A 2,400 square-foot shoe store lo 
cation in the inter-county shopping 
center in the South Farmingdale- 
North Massapequa area of Long Island 
has also been taken. Construction on 
this center which will have parking 
facilities for 1,000 cars has already 
been started by Berger-Tilles on Car- 
man Mill Road. 

Mr. Siegel said the new stores will 
carry a complete line of women’s, 
teenagers’, children’s and men’s foot- 
wear. 


NEw YORK 
shoe 


eat - 9 
Initiate First of Industry's 
Trophy Selling Awards 

Cuicaco—The shoe industry’s trav- 
eling salesmen will no longer play the 
role of forgotten men. A competitive 
plan has been introduced whereby the 
salesmen will receive 


industry’s top 


Trophy to be awarded to industry's top 
salesman—winner of contest sponsored 
by National Shoe Fair Committee. 


national honors and industry-wide rec- 
ognition through the first “Star Sales- 
man Award” which is being 
launched at the Fair in 
Chicago, October 


contest 
National 
23-27 
the 
of leading salesmen receive a 
beautiful trophy, a lapel 
pin, plus national and home-town ree- 
ognition for his ad- 
dition, the winning 
honored at a special function. 

Details of the Star Salesman Award 
will be to all inter 
companies 


Shoe 
Each member of winning group 
will 
handsome 


achievement. In 


salesman will be 


Contest available 
ested 
during the forthcoming National Shoe 
Fair. Each participating company will 
run its operated 
under a suggested scoring system pre- 
pared by the National Shoe Fair in 
cooperation with the National Shoe 
Manufacturers Association and the Na- 
tional Shoe Retailers Association. Each 
participating firm receives a specially 

[TURN TO PAGE 230, PLEASE] 


shoe manufacturing 


own sales contest, 
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Forced to Move, 


Solby Bayes Opens Salon 


th 


Ory 
( tena 4‘ oe 


The left wall of the Solby Bayes shoe store interior is covered part of the way to 

the top with wallpaper with a marbleized pattern in gold and white. The two long 

shadow boxes in this wall are framed in silver walnut. Color scheme of the store 
is turquoise, coral and gold used in wallpaper, drapes and upholstery. 


BOSTON Late in 1954, Philip B. 
Bayes, president of the Solby Bayes 
Company, which operates one of the 
best known women’s shoe stores in 
New England, was notified that the 
building his store had occupied for 19 
years at 126 Tremont Street had been 
sold; and that the new owner planned 
to tear it down and build a new one to 
house a bank, Early in September of 
this year, the Solby Bayes Company 
moved into a new home at 45 Winter 
Street, just around the corner. 


Fabric Drape Covers Rear Wall 
Whereas the old 


the new one 
salon with a color 


store had visible 
is a modern 
scheme which taste 
fully turquoise, coral and 
gold, To the right of the entrance and 
extending for half the 45-foot depth of 
the sales floor, the wall is paneled in 
limed oak siding. wall 
carries an unsually decorative wall 
paper in a marbleized pattern worked 
out in gold and white. Above the paper 
is a wall section painted turquoise. 
The rear wall, separating the sales 
floor from the stockroom, is completely 
covered by a heavy fabric drape pat- 
terned in the same three colors which 
dominate the rest of the interior. 

Wood trim and fixtures are silver 
walnut as are the chairs, some up- 
holstered in turquoise; others in gold; 
and others in coral. Lighting fixtures, 
including ceiling spots, are of highly 
polished brass. 


stock, shoe 


combines 


The opposite 


The store front, of terrazzo and alu- 
minum, is dominated by a huge canopy 
of stainless steel with plastic letter- 
ing giving the size range carried as 
well as the name. The canopy 
has interior illumination, 

Whereas the Tremont Street store 
had only one window, not too large at 
that, the new has two, one on 
each side and each approximately four 
and one-half feet wide by 15 feet deep. 

The store was designed by the Boston 


store 


store 
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firm of Larkin and Glassman Associ- 
ates. 

Although the new store was not 
opened officially until September 12, 
customers were invited, by means of 
postcards, to do their Fall shopping 
one week earlier and were offered a 
10 per cent discount as a further in- 
ducement. This was the first sale the 
Solby Bayes Company had for 
seven years, 

Officers of the company, in addition 
to Mr. Bayes, the president, are his 
wife, who serves as secretary, and his 
brother, Harry W. Bayes, who is vice- 
president. The company also has a mail 
order division, offices of which are on 
the second floor above the store and 
get daylight illumination from a huge 
window, an extension of the store front. 


has 


Industry’s Top Salesmen 
To Be Honored 
[CONTINUED FROM PAGE 229] 


prepared manual of recommendations 
for getting the most out of the con- 
test. These include suggestions for 
timing, themes, follow-up ideas, prizes 
for runners-up, score cards, showman- 
ship, ete. 

Salesmen will be “rated” on the 
basis of such factors as unit and dol- 
lar sales; advance orders; new ac- 
counts opened; promotional efforts and 
ability; accuracy and promptness of 
sales reports; credit relations; per- 
sonal relations; character and appear- 
ance 

“The fine achievements of the shoe 
industry’s top salesmen will now be- 
come a matter of permanent record 
and national recognition,” states the 
National Shoe Fair Committee. “This 
vital, hard-working segment of our in- 
dustry now becomes eligible for well- 
deserved honors symbolizing their im- 
portant role in the growth and pros- 
perity of the shoe industry.” 





Dates to Remember 


Annual Convention, National Shoe Trav- 
elers Association, Morrison Hotel, 
Chicago Oct. 20, 21, 

Annual Convention, Independent Shoe- 
men, Sheraton Hotel, Chicago 
Oct. 23, 24, 

Palmer House, 


and Con- 


National Shoe Fair, 
Conrad Hilton, Morrison, 
gress Hotels, Chicago Oct. 23-27, 

Spring Shoe Show, Northwest Shoe 
Travelers, Inc., St. Paul Hotel, St. 
Paul, Minn. Oct. 29-Nov. |, 

Spring Shoe Show, Pacific Travellers, 
Hotel Vancouver, Vancouver, British 
Columbia Oct. 30-Nov. |, 

Spring Shoe Show, Michigan Shoe Trav- 
elers’ Club, Statler and Sheraton 
Cadillac Hotels, Detroit 

Oct. 30, 31-Nov. |, 

Spring Shoe Show, Pacific Northwest 
Shoe Travelers Association, Olympic 
and New Washington Hotels, Seattle 

Nov. 5, 6, 7, 8, 

Shoe Travelers 
Association, Hotel, Buffalo, 
N. Y. Nov. 6, 7, 

Annual Spring Shoe Show, Indiana Shoe 
Travelers Association, Inc., Hotel 
Claypool, Indianapolis. Nov. 6, 7, 8, 

Spring Shoe Show, Southeastern Shoe 
Travelers. Hotels Henry Grady, Dink- 
ler, Peachtree and Piedmont, Atlanta 
Nov. 6, 7, 8, 9, 
The Southwestern 

Association, South- 
land, Adolphus, and Baker Hotels, 
Dallas Nov. 6, 7, 8, 9, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 
Penn, Pittsburgh 

Nov. 12, 13, 14, 15, 

Shoe Show, lowa Shoe Travelers, Hotel 

Fort Des Moines, Des Moines 
Nov. 13, 14, 15, 

Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Huckins Hotel, 
Oklahoma City, Okla. Nov. 13-15, 

Western Michigan Shoe Fair, Michigan 
Shoe Travelers’ Club, Pantlind Hotel, 
Grand Rapids, Mich. 

Nov. 13, 14, 15, 

Spring Shoe Show, West Coast Shoe 
Travelers Associates, Alexandria Hotel, 
Los Angeles Nov. 13-16, 

Spring Shoe Show, Boston Shoe Trav- 
elers Association, Parker House, 
Boston Nov. 13, 14, 15, 16, 

Shoe Show, The Ohio Shoe Travelers 
Club, Deshler Hilton Hotel, Colum- 
bus, O. Nov. 20-22, 

Spring Show, Popular Price Shoe Show 
of America, Hotels New Yorker and 
McAlpin Nov. 27-Dec. |, 

Spring Market Week, The Boot and 
Shoe Travelers’ Association of New 
York, Inc., Marbridge Building, Em- 
pire State Building and McAlpin 
Hotel Nov. 27-Dec. |, 

Fiftieth Anniversary, Boot and Shoe 
Travelers Association of New York, 
Statler Hotel Nov. 29, 

Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel. 

Dec. 4-7, 

Forty-second annual Mid-Atlantic Shoe 
Show, Hotel Benjamin Franklin, Phila- 
delphia Jan. 15-18 

Convention, Empire State Footwear As- 
sociation, Onondaga Hotel. Syracuse, 


N. Y. Jan. 22-24, 


Shoe Show, Tri-State 


Statler 


Spring Shoe Show, 
Shoe Travelers 
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Topnotch Windows, Service Gimmicks, Swell Footwear Sales 


roar snow 
tate i ah. 
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MILWAUKEE—A casual, warm, 
friendly atmosphere with added service 
gimmicks spells volume selling in one 
of Milwaukee’s outstanding high quality 
men’s shoe stores, Schumacher’s Boot 
Shop, located in the downtown exclusive 
east side section at 406 East Wisconsin 
Avenue. 

When Clyde T. Barnes, with shoe 
retailing and promotional background, 
took over the managership about a 
year ago, he first surveyed the cold- 
looking shop with its waiting room 
fixtures and brought his art and inte- 
rior decorating talents into action. The 
only thing that has not been changed 
in the store is the top quality line of 
shoes. The old clientele has stayed but 
to it has been added large numbers of 
young executives and others of the 
“white collar” trade. 

With the idea that “a cold feeling 
doesn’t lend to friendliness,” Mr. 
Barnes first changed the lighting and 
transformed two dark side walls into 
lighted panels, seven squares across 
and three squares deep on each side 


wall, the squares alternating lighted 
tones of pastels and giving a three 
dimensional effect. Pink and yellow 


predominate, but the polished walnut 
panels above the lighted sections and 
in other woodwork trim provide the 
necessary masculine background, en- 
hanced, too, by the use of monk’s cloth 
covering every alternate lighted panel 


where shoes are shown on racks pro- 
truding from the wall. 
Club chairs, too, interspersed with 


a few casual] chairs add to the atmos- 
phere of relaxation for busy men. 
Large growing plants in corners of 
the shop increase the feeling of warmth. 

“Our windows can and do sell high 
quality merchandise to men,” Mr. 
Jarnes declared. He not only trims the 
windows but designs them and paints 
the background himself. For Fall, one 
large front window had his own painted 
backdrop of a Wisconsin Autumn scene. 


As a hunting theme, hunting boots 
hang over a rail fence, crossing the 
window. Cornstalks, guns, a_ stuffed 
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Above, an interior view of Schumacher's Boot Shop, show- 
ing alternate lighted squares and shoe display, the effect 
of which is three-dimensional, one of many topnotch pro- 
motional ideas introduced by talented manager, Clyde T. 











pheasant, leaves and stones add to the 
unusual display of eight pairs of new 
Fall shoes. 

The other front window 
one using a “Boot of the Month” theme, 
showing one outstanding pair of shoes, 


is divided, 


the other displaying six other new 
numbers before a bamboo screen cov- 
ered with Autumn leaves. In _ the 


Summer, one painted backdrop was a 
beach Lannon stone and green 
moss were used to give a cool effect and 
disnlay cool shoes for Summer. 

When travel periods approach, both 
in Winter and Summer, Mr. Barnes 
paints backdrops of foreign or resort 
effectively using foreign and 
domestic plane and ship travel folders 
with appropriate shoes. 

“Our phenomenal 
Italian this 
in large part to 
Rarnes said. Here he used Rome travel 
folders, shots of Italian ruin 
Italian Alps themes. “I was surprised 
for even in Milwaukee we had re-order 
for rough woven and smooth leather 
Italian stvles ranging from $29.95 to 
$34.95. When we had imported (Swiss) 
handmade sandals with built 
in our ‘Boot of the Month’ window and 
selling at $18.95, we couldn’t keep them 
in stock.” 

Another 


scene. 


scenes, 


success 
season is attributed 
windows,” M1 


shoe 


our 


and 


in arches 


service-selling gimmick 
which Mr. Barnes pulled out of an old 
Schumacher’s Boot Shop ad of 1891 
and revived in the past few months with 
great success is the shining of every 
pair of shoes before it leaves the shop 
The old ad read, “We shine every pair 
of shoes free.” With each attractively 
wrapped pair of shoes that leaves 
Schumacher’s today, there is 
which has been 


a card on 
superimposed a pair of 


hoes, eyes hining. with the words, 
“We have been saddle-soaped, shined 
and preconditioned for your immediate 
wearing enjoyment Another service 


Boot Shop “id So 


service device heen 


from Schumacher’ 
successful has this 
that General Shoe 
picked up the idea 
nationally. 


Corporation ha 


and now uses it 


Barnes. Right is shown one of Schumacher's attention- 
getting window displays in which Mr. Barnes has painted 
his own backdrop and uses seasonal props for action 
and color. 


with the 








Assisting Mr 
his assistant manager, Leo Staudacher, 
who like his superior, “You 
can’t make a shoe shop a success by 
limiting your efforts to the 40 hours a 
week that the shop is open. It’s an all 
week-round, all-month-round, all-year 
round job.” 


Barnes in the shop is 


declares, 


Butler’s-Marilyn Combine 
Now Top Retail Shoe Chain 


According to the 
President David L 
Inc., headquarters in 


annual 
Slann, 


ATLANTA 
report of 


Butler’s, with 


Atlanta, now ranks as the second larg 
est exclusively retail women’ hoe 
chain in the nation 

Mr. Slann said the expanded opera 


tion came as the result of the acquisi 
tion in July of Marilyn Shoe Corpora 


tion, and the combined shoe chain’ now 


operates 132 stores in 14 state 

During the fiscal year ended June 
30 the company (including Marilyn) 
opened 11 new stores and remodeled 
three others 

Mr. Slann went on to say that other 
improvement ‘ and replac ement were 
made in existing units as necessary 
New units will be added from time to 
time in the future, he added, noting 
that leases have been entered into for 
11 additional stores which are expected 
to be opened before the end of the 
present fiscal year 

Sales of Butler’s and Marilyn com 
bined for the past fiscal year totaled 
$18,213,191, President Slann’s report 
aid. 

Net income of Butler’s, In and 
Marilyn Shoe Corporation, and their 
subsidiary companie adjusted for 
charges and credits arising because of 
the acquisition of Marilyn on July 1, 


came to $566,173 


Opens Bargain Shoe Basement 


The First 
hoe Outlet, 551 


Anniver 
Broadway, 


GARY, IND ary 


of Factor 


yas celebrated by a sale the open 


plu 


ing of a new Bargain Shoe Basement 
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Shoe Store Names Soldier 
To Fill Executive Vacancy 

Jouurt, ILL.—William B. Storey, cur- 
rently serving with American armed 
forces in Germany, was appointed vice- 
president of the F. E. Marsh Shoe 
Company, here. 


WILLIAM B. STOREY 


Mr. Storey is the son of Mr. and 
Mrs. William E. Storey, of 417 Cayuga 
Street. He was named to the executive 
post by the Marsh Company board of 
directors to fill the vacancy created by 
the death of George C. Gray, who had 
been associated with the firm for al- 


most half a century altogether. 

Mr. Storey’s military tour of duty 
will be completed in November, 1956. 
Ralph L. Marsh, president of the com- 
pany, said Mr. Storey had been associ- 
ated with his firm on a part-time basis 
since 1950, when he attended one of the 
first distributive education classes 
formed here. To satisfy part of this 
program, he began to work part-time 
at the where he received 
early training in shoe retailing. 

In 1952 he was graduated from Joliet 
Junior College and received a degree in 
merchandising and accounting in 1954 
from Washington University in St. 
Louis. 

He is married to the former Norma 
Blatt, who last month left Chicago to 
join her husband in Schweinfurt, Ger- 
many until his military tour is over. 


shoe store 


Open Scholl Unit in Altoona 


ALTOONA, PA. Pietro Evangelista 
was named an exclusive agency for Dr, 
Scholl’s shoes and foot comfort service. 

Mr. Evangelista opened his new Dr. 
Scholl store at 1328 Twelfth Avenue. 
He is a graduate of Dr. Scholl’s school 
of practicpedics in Chicago. He has had 
20 years’ experience and served, during 
the past eight years, as a director and 
instructor at the Technical Institute of 
Shoe Repairing. 
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YOU ASKED FOR... AUTOMATIC DISPENSING 


REG. U. S. PAT. OFF. 


SATIN LABELS 


MADE EXCLUSIVELY BY 


Meyer Label Co., Inc. 


5 EAST 16TH STREET » 


DISTRIBUTED IN 
ALL PRINCIPAL CITIES 
INCLUDING CANADA 


AT THE PPSSA 


NEW YORK 3, N. Y. 


HOTEL NEW YORKER °® 


King’s Opens Modern Unit in Dearborn 


King's Boot Shop, opened recently in Dearborn, Mich., Detroit suburb is distinguished 

by a fluorescent and spot lighting system, rows of back-to-back fitting chairs and 

a varied color scheme of flamingo, ivory, gold, gray and rose tones supplementing 
the key black-and-white theme. 


DETROIT King’s Boot Shop has 
opened a fourth store at 4937 Schaefer 
Road in the Detroit suburbs. It is lo- 
cated in the central shopping center 
developed during the past year in the 
heart of Dearborn. The firm operates 
its first unit in what was the original 
shopping center of Dearborn, four 
miles to the west, and also has stores 
in Wayne and Royal Oak. Owners are 
Albert King and David Wolk. 

Frank Levy, appointed manager of 
the new Dearborn store, has been with 
King for about three years, and was 
formerly with Edison Brethers in their 
Baker stores in Detroit. 

The new store features Air Steps, 
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the 


Goose, 


Tweedies, and De Angelo in 
women’s department; and Red 
Pied Piper, and Jumping Jacks in chil- 
dren’s, together with Mojud hosiery. 

The front of the store, which is 20 
by 100 feet, has the name in large 
black block letters on the canopy area 
at the top of the one-story structure. 
The windows, one of which is slightly 
angled, have stainless steel trim, fluted 
at one side in a column effect. The 
vestibule is floored in dark mottled ter- 
razzo and leads to the single glass en- 
trance door, off center. 

Black mottled asphalt tile carries the 
pattern of the outer vestibule 12 feet 
into the store. 


BETTER STICK 
NON-STAINING 


ROOM 1118 


To the left of the entrance, the wall 
of this inner vestibule area mounts a 
display fixture of parallel wood rods 
running the length of the store. Two 
directional are mounted on the 
wall above this fixture. 

All stock is concealed behind a four- 
foot projection at the rear of the inner 
vestibule area. The arrangement pro- 
vides a salon effect, with the dividing 
wall serving double duty as a stock 
boundary and as a background for the 
bag and hosiery bar, which has glass 
shelving and cabinet space, 

The left sidewall has alternating 
panels of pegboard and is broken up 
by four entrances, draped in gold fab- 
ric, leading to the stockroom 

The right sidewall is white-painted 
brick, carrying three blue rod display 
fixtures full-length mirrors. 
Two hover over each fixture. 

Carpeting is gray and the ceiling, 
off-white. Transverse eggcrate-louvered 
fluorescent fixtures at about 10 foot in- 
tervals provide the main lighting sys- 
tem, supplemented by ceiling spots. 

Three double rows of five 
each, set back to back, have black 
black and 
of the store, and alternat- 


spots 


and two 


spots 


chairs 


frames accenting the basic 


white decor 
ing ivory and rose fabric covering. 

The children’ ection in the 
has benches of flamingo 
finish. An adult 
provided on both of each bench, 


rear 
and 
seat is 


pecial 
ivory leather 
side 
with two children’s seats between them. 
The backs of the latter 
by relief designs of a 
rooster. 


decorated 
and a 


are 


rabbit 


Shoe Business Incorporated 

KANS 511 Shoe Co., 511 
Kansas City, Kan., 
a charter, as a and 
Edward M. Boddington, 
resident agent, $10,000 capitali 


TOPEKA, 
Central Avenue, 
was granted 
hosiery firm 
JdY., is 


zation was 


shoe 


authorized 








In Stock 


Visit us at the National Shoe Fair 
Rooms 702-703, Palmer House 


Chicago October 23-27 
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SCIENTIFIC CONSTRUCTION 


Finest Quality Comfort Shoes For Men 
Sizes 6-14 


C.%. Alden Shoe Cu. 


Cuslom Boctmakers Since 1884 


Brockton 64, Mate, 


AAA-EEE 


Most acceptable line of 
well-styled comfort feature 
shoes. Scientifically engi- 
neered in last and construc- 
tion to accommodate the 
most difficult fitting prob- 
lems. Write for complete 
details. 








RECORDER Staff Member 
Weds Weber Shoe Executive 


The marriage of Geral- 
member of the St. Louis 
editorial staff of Boor AND SHOE 
Recorper, and Alexis Smith of the 
Weber Shoe Company, took place here 
September 30 at the home of Miss 
Epp’s parents, Dr. and Mrs. George 
J. Epp. Members of the immediate 
family were present at the ceremony 
which was followed by a reception 
Miss Epp has been associated with 
Boot AND SHOE RECORDER as correspon 
dent for St. Louis and the Southwest 
since 1951. Prior to that time she 
a reporter and feature 


Sr. Louis 


Epp, 


was 
writer on the 


234 


St. Louis Globe-Democrat. She is a 
graduate of the School of Journalism 
of the University of Missouri. A mem- 
Phi Sorority, 
sorority work since 
time serving as 
president of her local chapter. 

Mr. Smith is 
dent and general manager of the Weber 
Shoe Company and a pioneer in intro- 
ducing high style into children’s shoes. 
He first with the 
shoe industry when he joined the Dun- 
bar Pattern 1934. Sub 
sequently he with Red 
Cross Shoes in a designing and styling 
well other 


ber of Gamma she has 


been active in 


graduation, at one 


executive vice-presi 


became associated 
Company in 
was associated 


capacity, with shoe 


manufacturing companies. 


‘Feeler’ Shoe Price Increases 
Reported at Boston Shoe Show 
of the 
show, 
“satis- 
traffic, 
couple of 
; 


BostoN—The majority 250 
exhibitors at the Boston 
held on October 2-6, reported 
factory buying action.” Good 
during the first 
also reported. The number o 
exhibitors was the highest yet for this 
Advance Spring Shoe Market Week. 
Prices comprised the big story at the 
is expected to do at forth- 
coming shoe shows weeks 
ahead. At least 65 of the ex- 
hibitors came in with higher prices or 
the announcement of imminent price 
boosts. In most instances the increases 
were small, 10 to 25 cents. Some ex- 
hibitors admitted that 10-15 cents 
increases were of the “feeler” variety, 
temporarily, and would likely go up a 
bit more either at the National Shoe 
Fair or the Popular Price Show 
Almost no price 
reported. Though 
mittedly not 
all seem in 


shoe 


especially 
days, was 


show, as it 
over the 
per cent 


“resistance” 
buyers 
pleased 


was 
were ad- 
with the 
that 
costs have necessitated price rises. 


boosts, 
agreement increased 
The announcement of price increases 
at the Boston show in general gave 
impetus to some advance buying that 
might ordinarily have been delayed had 
not the new prices come in. In staples 
and work shoes some substantial busi- 
ness was booked in an outright effort 
to get under the wire. Most of these 
sales went at the advanced prices (10- 
25 cents up), with and ex- 
hibitors alike admitting that a 
second rise might take place 
Other firms were offering 
customers opportunity to their 
last buy at the “old” Such 
offers attracted an appreciable amount 
of business. 


buyers 
small 
later. 
regular 

make 
prices. 


While there were no sign 
of “panic buying,” 
expressed 


some manufacturers 
that current); 
stepped-up buying might be 
from next year’s sales. 


concern 
borrowing 
However, most 
of the women’s makers seemed glad to 
get the business now in an ordinarily 
slack period when cutting could be used. 
As a result, a good number of New 
England plants will be fairly busy 
over the next several weeks on 
booked at or immediately after the 
Boston show. 

Deliveries are posing no problem as 
a result of currently larger 
“Tt’s not,” said one exhibitor, ‘as 
though it was business on top of 
business.” Present factory activity is 
such that promise of fast deliveries on 
current orders can be met easily. 

Almost all of the advance buying, 
however, was reported to be on types 
presently needed by retailers, or on 
staples where advance orders could be 
made in view of forthcoming price 
Not much activity was reported 
on advance style 
with the looming 
buyers appeared 


order 5 


or der bs 


boosts. 


Spring items. Even 


changes, most 
willing to wait on 
style items until the National Shoe 
Fair and Popular Price Show when 
Spring style trends will have crystal- 
lized. 


price 


Boot and Shoe Recorder 





Shoe Man Heads Home-Town 
Chamber of Commerce 
WINTHROP, MASs.—lIt not only pays 
dividends but it’s fun to take 
an active interest in civic affairs, ac- 
cording to Arthur L. Berman, local 


also 


ARTHUR L. BERMAN 


shoe retailer. Mr. Berman owns and 
operates Arthur’s Shoes, a family store 
at 6 Somerset Avenue, Winthrop, a 
location into which he moved about one 
and one-half years ago. His first Win- 
throp store, at 16 Bartlett Road, was 
approximately half the of his 
present one. 

Mr. Berman is currently serving as 
president of the Winthrop Chamber of 
Commerce, prior to which he was secre- 
tary of the organization. He is a mem- 
ber of the Rotary Club and one of the 
men who helped organize the Little 
League in his home town. 

Mr. Berman’s present store has a 
28-foot front with center entrance and 
two windows. The selling floor is ap- 
proximately 25 feet square. Nationally 
advertised lineg are carried. 

Prior to the last war, Mr. Berman 
had been for several years with a com- 
pany operating a chain of stores. Dur- 
ing the war, however, he was associated 
with his father in the liquor business 
in Beverly, Mass. He came here in the 
Fall of 1950 and opened the Bartlett 
Road store, moving to the much larger 
store in the Spring of 1954. 


size 


Give 71-Year-Old Store 
Extensive New Look 


WILKES-BARRE, PA.—The 71-year-old 
Walter’s Shoe Store on Public Square 
has completed an extensive remodeling 
program which gives the store a new 
look. 

Women’s and children’s departments 
are located in the remodeled section. 
The men’s department, which adjoins, 
is comparatively new. 

The new color scheme is coral, beige 
and green. Shadow box lighted 
plays dominate one side of the room 
while open lighted displays extend the 
length of the other. Full length mir- 
rors are on each column. 

The entire selling area has wal! to 


dis- 
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Scientific construction 
¢ fit better 
* look better 
« wear better 
« because 
they’re 
made better 


Visit us at the National Shoe Fair 
102-708, Palmer House 


Rooms 7' 
October 23-27 


Chicago 
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| C. H. ALDEN SHOE CO 
84 East Railroad Ave., 
Brockton 64, Mass. 
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Alden Shoes for Boys 
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your catalog and folder on the 
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ays’ Shoes 


In Stock 

Sizes 2-12 
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Competitively Priced 
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C. th. Alden 
| Shoe Co. 
Brockton 64, Abass 
| Guba Mie. 
i Sinee 14884 











wall carpeting and the entrance is of 
vinyl tile. Latest type overhead light 
ing is employed with indirect lighting 
around the room. 

The children’s section, which is now 
partially separated from the women’s 
department, is at the rear and the 
decorative scheme features appropriate 
caricatures. 

Walter’s entered the shoe business in 
1884 when a store was opened in the 
first block West Market Street 
Four years later it was moved to its 
present site. then considerable 
additional space has been acquired. 
Partners in the firm are E. L. Walter, 


on 


Since 


Christian Walter and Julius 
stern 

The following 
Women’s: Red Cros 
Aptitudes, Town & 
Children’s: Stride Rite; 
Stetson, Nunn-Bush, 


Highlander F oot 


lines are 


, Troy ( 


ling 4, 
Men's 


and Pals 


Dr. Scholl Unit in Detroit 
DETROIT 
Scholl’s foot comfort 


seventh floor of the J. L 
store 


center on 


pany department here 


nounced by W. E 


Simmons 


Country, S 


was 


Ling 


carried 

lini ’ 
elby > 
Wright, 
Florsheim, Keith 


Opening of a complete Dr 
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President, Boston Boot 
And Shoe Club, Only 35 


Boston—Charles W. Sweeney, the 
thirty-first president of the Boston 
Boot and Shoe Club, at the age of 35 is 
one of the youngest leaders in New 


The independent 

shoe retailer enjoys 

a business-building extra -_ | CHAS. W. SWEENEY 
when he features Converse Waterproof Footwear 
, ; 7 : Hy England’s leather trade. He is a part- 
for the entire family. He can count on Converse quality — that’s | ner in Kelley & Sweeney Leather Com- 
© | pany, Boston, sales agents for leading 


been a sure thing for.over fo a > can é ortai 
g for.over forty years. And he can also be certain tanners and producers of shoe materi- 


that Converse gives him protection as well as service. It will pay | als, which he organized with James J. 
g Kelley in 1945. 
you to concentrate on Converse, too! Mr. Sweeney was the pilot of the 
B-29 bomber that dropped the second 
atomic bomb on Nagasaki. 
A colonel in the Air National Guard 


/ ; and executive officer of the 102nd 
A SOCK that s Long places! Fighter Intercepter Wing, he is a 
This Conv a esti former director of the Aero Club of 
vinnie ingulated, celular plastic New England. Colonel Sweeney is also 
sock is making a terrific hit for outdoor cold a member of the Air Advisory Commit- 
weather wear. Worn with boots, pacs or tee and Committee on Public Relations 
leather tops. Only single pair of light- of the National Guard Association of 
weight wool socks required with this the United States. Mr. Sweeney is also 
plastic sock to provide warmth a member of 210 Associates, Inc. 
and complete insulation. Men’s cece 
6-13; Boys’ 3-6. ; . » . . 
: Canadian Store Adds Shoes 
TORONTO, ONT.—An extensive shoe 
department is a feature of the newly 
CONVERSE RUBBER COMPANY opened Holt Renfrew store at 144 Bloor 
MALDEN 48, MASSACHUSETTS Street West. 
CHICAGO 6 NEW YORK 13: SOUTH SAN FRANCISCO, CALIF. 
564 Weat Monroe St. 241 Church St. 100 Freeway Boulevard 





huy and use 


Chicago Store Stages Shoe lighted displays with placards bearing o. * 

> ; ‘ . , . color, flag, or some other insignia from © 

Promotion in Foreign Design the country concerned. Most of the ef 
CuIcaco—Domestic copies of foreign imports in the shoe department are * 4 

designs and some actual imported shoes Concentrated in the Leisure Square sec- 1955 CHIRISIMAS GREETINGS 1955 

are included in a store-wide foreign ‘ion of the fifth floor shoe department, 

trade promotion being staged by Mar- where at home, boudoir, and casual 

shall Field & Company. “Shop the Wide shoes =e sold. CH Ri SERS 

World at Field’s” is the promotion One display was devoted to straw 

theme. casual from Italy. Another featured 


, — : the Roman sandal and was given 
Imported wares being highlighted in- emphasis in a special advertisement. 
clude hundreds of different items, rang- Styles include flats, wedge, spool, and 


ing from women’s high fashions and poh heels. Bally Shoes from Switzer- 
men’s apparel to toys for children. land are highlighted in another depart- pe Whe tuberculosis 
Imported shces are shown in spot- ment. 
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Sell the whole family. . . 


Goding Cowboy Boots for 
Men win you profits in a 
walk ... or a ride. Hi-Cow- 
boy heels or walking heels 
make them favorites of the 
riders or the walkers . . . fav- 
orites of retailers who want 
their customers to come back 
for more. Like all other 
Goding Boots, they’re built to 
exacting specifications, with 
genuine Goodyear Welt Con- 
struction, 

You'll also want to see the 
rest of the Goding line — 
Cowboy Boots for ladies and 
children, and Service Boots, 
including Wellington and 
Engineer styles. Yes, the 
whole family is a sales pros- 
pect when you stock Goding 
Boots. 

Write today for our free il- 
lustrated booklet. See the 
full line of Goding Cowboy 
Boots and Service Boots .. . 
see them in the true colors 
of the expertly tanned leath- 
ers used in their construction. 


Salesmen: A few 
choice territories are 


open. Write today. 


PARIS, ILLINOIS 
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| will be held in Atlanta, November 6-9, | 


| 


| with a merry-go-round and 


Southeastern Shoe Show 
Lines Up 400 Manufacturers 


ATLANTA—The twenty-fifth show of 
the Southeastern Shoe Travelers, Inc. 


it is announced by Mrs. Ruth Whatley, 
secretary to the president of the asso- 
ciation and office manager. 

Approximately 300 shoe representa- 
tives from 11 states are expected to at- 
tend the four-day show displaying the 
new Spring lines of 400 manufacturers. 

Display space has been engaged at 
four of Atlanta’s leading downtown ho- 
tels—the Henry Grady, Peachtree, 
Piedmont, and Dinkler-Plaza. 

A Buyers’ Guide, listing all firms, 
their representatives, and where they 
will be showing is now being made up 
and ready for distribution 
around October 15. 

Advance registrations 


will be 


and 


ever held here, Mrs. Whatley declares. 
Edward Bomar, of Jackson, 


other features. Mr. Bomar is associated 
with Naturalizer Division of Brown 
Shoe Company. 

Advertising and publicity for the 
show is being handled by Lee Strick- 


land, of Atlanta, representative of the | 


Bates Shoe Company. 
President Ted Hinds, 
representative of the 


of Atlanta, 
Mutual 


ness meeting. 
Other officers who are 


and B. Shoe Company; ex-officio, T. M. 
Johnson, Friedman Shelby Shoe Com- 
pany, all of Atlanta, and directors: 
George Bomar, Jackson, Miss.; Paul 
Hawks, Barnesville, Ga.; Ernie Miller, 
Asheville, N. C.; M. K. Pentecost and 
Lee Strickland, of Atlanta. 
Southeastern Shoe Travelers, Inc., 
maintains offices at 1108 Mortgage 
Guarantee Building, Atlanta, Ga. 


Wetherby-Kayser Expands 


Los ANGELES—During the last few 
days of August, two new shoe stores 
were opened by the Wetherby-Kayser 
chain in suburban Los Angeles. One 
was at 6543 Laurel Canyon Boulevard 
in North Hollywood, and the other was 
at 368 South Lake Avenue in Pasadena. 

The Valley Plaza unit in North 
Hollywood is managed by Jack Malin 
and has a special children’s section 
refresh- 
ment bar for the young customers. 

The Pasadena store, managed by 
Ben Byrd, is the 


| vard. 





enthusi- | 
asm among the trade promise to make | 
this one of the most successful shows | 


Miss., | 
treasurer and chairman of the enter- | 
tainment committee, has planned a din- | 
ner dance, membership banquet, and | 


Shoe | 
Company, will preside over the busi- | 


at work on | 
plans for the show include: vice presi- | 
dent Edward C. Thorp, Pennant Shoe | 
Company; secretary, Max Orenstein, O. | 





second Wetherby- | 
Kayser outlet in Pasadena. The other | 
store is at 476 East Colorado Boule- | 


Cavy says: 

All you have 
to do 

is stock it... 


CAVALIER 


BOOT CREME 
Sells Itself! 


Pl rene > + 


More and more shoe stores and 
repair shops feature Cavalier 
Boot Creme because it’s .. . 


NATIONALLY KNOWN as 
the finest treatment for kid 
and calf and other 
smooth leathers. Cleans, dyes 


shoes 


and stains, preserves and oils, 
polishes and waxes—all in 
Comes in 


screw-top jars. 


A YEAR 'ROUND FAVORITE 

In four summer pastels. . . 
yellow, pink, and 
avocado ... and 18 standard 
shades for year ’round care. 


one action. handy 


pale blue 


USED BY THE WHOLE FAMILY 

From baby to grandpa, 
every member of the family 
wears smooth 
that look better 
better with 
Creme care. 


leather shoes 


and wear 


Cavalier Boot 


Order from your wholesaler or 


CAVALIER company 


A Generation of Serving 
the Shoe Trades Exclusively 


Baltimore 30, Maryland 


CAVALIER DRESSINGS 


ore advertised in Big 











THE MESH THAT R 


EVIVED 





footwear parade! So-0-0 


superb plus comfort 


want the FINEST, say 
in solid and 2-tone colors. 


Des'gne patented 2174768, 


SHAIN 


144 Lincoln Street © 





NYLON MESH IN MEN'S FOOTWEAR! 


NORTHCOOL Nylon Mesh 


The MESH that’s FIRST in popularity on the men’s 
with closed look men go for! 
Has that “leather look”, yet is wonderfully porous, 
gives airy coolness. Has Shain’s exclusive permanent 


crease-resistant and water-repellent finish. 


NORTHCOOL*! 


2173769, 


and Company, Inc. 


Boston, 


smooth on the foot for 


If you 


Available 


#174599. 


ESTABLISHED 1907 


Mass., U.S.A 








Mary Jane Adds Two Units 
In Wisconsin, More to Come 


MILWAUKEE—Mary Jane Shoes, na- 
tionwide retail chain outlet for the John 
Irving Shoe Corporation, Boston, has 
opened two new stores in Wisconsin, 
the company announced. 

The first was opened in Racine and 
the second, at 219 West Wisconsin 
Avenue, here, on a site formerly occu- 
pied by an S. 8S. Kresge Company store. 

Mary Jane handles popularly priced 
women’s shoes, hosiery and handbags. 

Hy Katt, vice-president of the John 
Irving firm said his organization plans 


to open another Wisconsin store later 
this year in Madison. The openings, he 
said, are part of the company’s expan- 
sion program which envisages 22 more 
retail outlets throughout the country in 


1955. 


Milwaukee’s Boston Store 
Promotes Shoe Buyer 


MILWAUKEE —L eonard Lauwasser, 
manager-buyer of the first floor 
Fashionette Shoe Shop, Boston Store, 
for the past three years, has been 
promoted to buyer of better shoes and 
casuals in the same store and has 


retained his additional former job as 
buyer of moderate-priced shoes on the 
second floor. The Boston Store’s Fash- 
ion Shoe Centre is located on the 
second floor. 

Mr. Lauwasser succeeds Albert Mac- 
Adams, who resigned to become buyer 
of women’s and children’s shoes at 
Powers Dry Goods Company, Minne- 
apolis, Mr. Lauwasser has been with 
the Boston Store since graduation from 





LEONARD LAUWASSER 


high school, having started as a shoe 
salesman in the basement department 
six and one-half years ago. 

Earl Damgard, who has 
Baron’s Department Store, Madison, 
Wis., has named to succeed Mr 
Lauwasser. Louis Keefer is divisional 
merchandise manager in charge of all 
women’s shoe operations. 

Mr. Damgard began his shoe retail- 
ing career in his home city of Council 
Bluffs, Ia., with J. C. Penney Company, 
where he remained two years. He then 
joined the Wohl Shoe Company, with 
headquarters in St. Louis, Mo., eight 
and one-half years ago, serving as a 
buyer in the John Beno Company, 
Council Bluffs; Younker’ Brothers, 
Ames, Ia., and The Leader (Greenberg 
Brothers), Kansas City, Mo., before 
going to Baron’s two and one-half 
years ago as buyer there. Wohl Shoe 
Company operates the Baron store 
shoe division, where James Holtdorf 
has been named to succeed Mr. Dam- 
gard. 


been at 


been 








SPORT KING 


‘wy BOWLING 
SHOES 


A 


prices. Littleway stitched. 
Men's: Black or Smoke, 


Athletic Footwear Division 
BERNED SHOE CO., 207 ESSEX ST., BOSTON 11, MASS. 


top value at popular 


Sizes 6-12, $3.60. 


Women's: 
Red or Smoke, 
Sizes 4-9, $3.20 


Barrer t Conrany, lnc 


ALPINE « BRIARHIDE-LASTICALF+:GRAINS 
NEWARK, NEW JERSEY 
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Luncheon Meeting Feature 
Of Columbus Shoe Fair 


CoLuMBus, O.—Kenneth G. Eifert, of 
Buskens, Inc., chairman of the Colum- 
bus Shoe Fair Committee, has an- 
nounced that the fair will be held at 


KENNETH G. EIFERT 


the Deshler Hilton Hotel here on No- 
The fair is | 


vember 20, 21 and 22. 
sponsored by the Ohio Shoe Travelers 
Club. 


Highlight will be a free buffet lunch | 


for all shoe people at 9 P.M. Sunday, 


November 20, in the Deshler Hilton’s | 
Sky Room, during which prizes will be 


awarded. 

On Saturday evening, November 19, 
preceding the show, the travelers will 
have a banquet at the hotel which will 
be followed by the annual election of 
officers. 

Mr. Ejifert’s committee consists of 
Harry Teetsel, Parkhill Casuals; Clyde 
Logan, Tweedie Footwear; Ray Brooks, 
Sandler of Boston; Chris Miller, Brown 
Shoe Company; Robert Oeflein, Nunn- 
Bush Shoe Co.; Al Wilmot, Deevers 
Shoe Co.; and M. C. Swan, Cotillion 
Footwear, 


Open Second Baker’s Unit 
In Greater St. Louis Area 


St. Louts—The second Baker’s shoe 
store to be opened in the Greater St. 
Louis area within recent weeks, Baker’s 
Forsyth, began operation September 1. 
It is the first completed store unit in 
the new Glick building erected just 
opposite Famous-Barr Company’s 
Clayton store. 

The store, which has 9000 square 
feet of floor area, has 60-foot full 
visual frontages both on the street 
and on the parking area to the rear. 
The exterior is contemporary in style 
with brick, stone and glass and pre- 
sents a two-level effect at the corner. 

Baker’s is a division of the Edison 
Brothers Stores, Inc. of St. Louis. 

The facade is made of Colorado- 
pink stone and stack bond brick with 
an overhang of gray porcelain enamel 
around the front windows. In the 
interior a series of suspended plastered 
coves form the ceiling, achieving an 
unusual effect. 


October 15, 1955 


The new store will be under the Department Store as the principal 
regional jurisdiction of Bert T. Ogles- tenant. 

by, with headquarters in St. Louis. —-- 
Sam R. Suchart, with Edison Brothers Florida Store Remodeled 
for twenty years, has been appointed 
manager. He has previously managed 
stores for the company in Detroit, 
Chicago, Seattle and St. Louis. 


OCALA, FLA.—Grady B. Gatlin, owner 
of Gatlin’s Shoes, has extensively re- 
store, thereby improving 
all facilities. An entire new front now 
gives the store double windows, with 
between. Women’s shoes 
Op- 


modeled his 


Edison Brothers will open one more 
store in the St. Louis area as part of 
the expansion program which so far 
this year has netted it fourteen new _ posite side men’s and boys’ shoes will 
stores, with an additional seven sche- be featured. A new lighting system 
duled for later openings. It’s a Baker’s has been installed and the entire in- 
in the Westroads Shopping Center in terior redecorated. All this is in an- 
Brentwood, with Stix Baer and Fuller ticipation of a heavy Winter business. 


an entrance 
will be shown in one and on the 





SMOOTH GRAIN 
red, brown, blue 


RIPPLE GRAIN—brown, 
black, brown & white 


new stylish design—mothers think it’s 
“cute” « new 2-eyelet moccasin—easy for 
easy to fit, ankle 
holds fit without rubbing 


little ones to lace « new right-and-left quarter 


feels good right away * new ball heel 
or sliding 


ORDER—OR REORDER NOW! SIZES 5 TO 9 A-E WIDTHS. 








G.W. CHESBROUGH, INC. 


797 SMITH STREET + ROCHESTER 6, N.Y 


MAIL COUPON 
NOW FOR 
TRIAL PAIR ON 
APPROVAL 


SEND coOLoRr 
NAME 


ADDRESS 











YOU CAN SELL MORE PAIRS 


UPPERED WITH 


\ 


66 ws eT OFF 


Because 


White Shoe Care 


FREE KLEENETTE 


KLEENETTE UPPERED SHOES. WRITE 


Shopping Center Manager 
Appointed by Berland’s Shoe 


Sr. Louts—The appointment of Don 
Pelletier as manager of Berland’s Shoe 
Store in Knollwood Plaza, was an- 
nounced by R. C. Haught, Berland’s 
district supervisor. 

The new St. Louis Park shopping 
center, located on Highway 7, between 
Minnehaha Creek and Texas Avenue, 
opened August 24. It consists of more 
than 40 air-conditioned stores and 
shops. 

Mr. Pelletier has been with Berland’s 
for five years in the Sioux City store. 
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FOLDERS AND MERCHANDISING 
A. H. ROSS & SONS CO. 





TAGS NOW AVAILABLE FOR 
CHICAGO 22, ILLINOIS 


Rear-Loading Shadow Boxes 
Shoe Department Innovation 


MONTGOMERY, ALA. Display 
“shadow boxes,” which load from the 
rear directly out of the stock room, are 
a time-saving innovation in_ the 
women’s shoe department of the John 
Danziger Company here. 

Harry Bellows, shoe department 
buyer, designed his impressive new 
footwear salon for maximum ease in 
operation. 

The department is semi-enclosed in 
towering walls of random-width red- 
wood planking with rows of multi- 


color wall-upholstered chairs, ranging 
out in a variety of directions. To at- 
tract attention to the highly styled, 
fashionable shoe lines carried, Mr. Bel- 
lows arranged for three inset “shadow 
boxes” which appear at eye level, out 
through the redwood wall. 

Brilliantly lighted from within, with 
two fluorescent lamps each, the shadow 


Shoe department shadow boxes in the 

John Danziger store, Montgomery, Ala., 

can be trimmed from vantage points in 
the stock room. 


boxes are used to highlight new fash- 
ionable developments as rapidly as they 
arrive, and since they are visible all 
the way from the front of the store 
they command extreme attention and 
create additional traffic. 

Instead of building displays from the 
front, the usual practice with shadow 
boxes set in the wall, the Alabama shoe 
buyer arranged for each to be con- 
veniently set up from the rear. 

The boxes extend entirely through 
the wall which divides the fitting area 
from the stockroom. The rear of the 
window is closed in with a plywood 
panel, mounted on hinges, and finished 
in flat white. Now, whenever any win- 
dow display is set up, it is a simple 
matter for Mr. Bellows, or the sales 
person assigned to select the necessary 
footwear styles, from the stock shelv- 
ing surrounding, adding props and ac- 
cessories, to work out an eye-catching 
display without moving more than a 
few steps from the rear of the window. 

It is possible to change the window 
display half a dozen times during a 
single day, devoting only a few minutes 
to each operation, inasmuch as the 
sales person does not have to walk 
around the partition wall from one 
side to another in building the display. 

“The time saved in developing these 
displays is quite worthwhile,” the Ala- 
bama shoe buyer said. “Translated 
into a week or a month, the result is 
several hours freed from display oper- 
ations which can be better applied to 
sales, stock work, and other functions.” 
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Kinney Company Promotes 
Fulghum to District Manager 


Dock Fulghum, above, former manager 
of the Kinney Shoe Store in Winston- 
Salem, N. C., has been promoted to dis- 
trict manager of the North Carolina and 
Tennessee territory, the G. R. Kinney 
Company, Inc., announced. His 18-year 
association with the firm has been 
marked with repeated successes in a 
number of Kinney stores. He succeeds 
Paul Mullen, who has joined the com- 
pany's auditing staff. 





Shoe Design in Canada 
Following Women’s Tastes 


MONTREAL—Elegance is the keynote 
in the wide range of women’s shoe 
styles for Fall, according to Mrs. Eliza- 
beth Hammond, director of the Shoe 
Information Bureau of Canada. “The 
still continuing tapered toe, usually 
modified considerably, has a great deal 
to do with this effect,” she said. 

She pointed out that shoe manufac- 
turers were conscious of Canada’s en- 
try into the world of fashion and were 
stressing high style in their designs to 
compete with styles produced anywhere 
in the world. 

Mrs. Hammond said that Canadian 
women were acquiring an individualism 
and that Canadian shoe manufacturers 
were answering this demand and de- 
signing shoes specifically for the Cana- 
dian woman with her living habits in 
minds. 

“This Fall, one of the new notes in 
women’s shoes will be the choice of 
beautiful colors in soft suedes, polished 
surfaces and lustre leathers,” she de- 
clared. “Granted, the black and browns 
will still be in demand and available in 
the very latest styles, but in addition, 
Canadian manufacturers are picking 
up the beautiful colors found in our 
own Autumn scene. 

“For instance,” she added, “there 
will be glowing copper tones, pale 
beiges and sand shades and vibrant or- 
ange and tangerines as well as a wide 
variety of soft greens. These colors will 
blend or contrast with the new Fall 
clothes and will add a note of chic to a 
well co-ordinated costume.” 

Mrs. Hammond pointed out that high 
style went two ways. The closed shoe, 
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conservatively smart or very elegant, 
was one way and the opened-up, dainty 
and feminine was the other. Both had 
their place in the life of the Canadian 
woman, she declared. 
Footwear Dealers Organize 
Beard Contest as Promotion 
CHEYENNE, Wyo.—Four stores here 
featuring Western-styled footwear re- 
ported that sponsorship of beard judg- 
ing contest during the recent Cheyenne 
Frontier Days was effective in fostering 


Room 601 
Morrison Hotel 
National Shoe Fair 


good will. Prizes were given to the men 
with the champion beard, second best 
beard, third best beard, longest beard, 
softest beard and the best goatee. A 
booby prize also went to the man with 
the beard it took the most nerve to 
grow. 

Co-sponsoring and donating prizes 
for the event were Western Ranchman 
Outfitters, Merritt’s Western Store, the 
Cowboy Corral and Pasternack’s. 
Prizes consisted of such items as West- 
ern belts and wallets and other leather 
and 


novelty products. 


ROYAL 
WORCESTER 


SPORT BOOTS 


(Patented) 


A lot of shoe people thought it couldn't be done 


But we did it. 


We found the way to build a fully-insulated boot of leather, so 
you can give your customers both of the features they want most 


in a handsome, rugged sport boot that actually retails for less than 


many non-insulated or non-leather boots! 


There's fast turnover and a 


generous profit margin at your low 


retail price of about $16.95 for the popular 8-inch Royal Worcesters 


in either plain or moccasin toe 
for both men and women 


Order “ROYAL WORCESTERS 


for folders, free sales aids. 


WORCESTER 


SHOE COMPANY 


Available in 6- and 10-inch tops, too 


From Your Jobber Nou W rite 


NATIONALLY ADVERTISED 
te leading eutdeor magazines 





69 HAMMOND STREET 
WORCESTER © MASS. 








Made in Canada as “Sienen Bushmaster Shoe” by 
T. Sismen Shoe Co. Lid. Aurore, Ontario, Conede 





Mahe Waris Your 


Number 1 Resource for 


SAMPLES 
JOB LOTS 
CANCELLATIONS 


ALWAYS AVAILABLE! 


The Finest and Largest Selection 
of Branded Women’s and Children’s 


Job Lots. 


Every pair top quality —top name! 








Tremendous variety of current styles, 


high fashion and staple models! 


Materials of all descriptions, all colors, 


designs and heel types! 


See us at the Big Shows: 


CHICAGO 


ATLANTA 


DALLAS 


LOS ANGELES 


National Shoe Fair, Oct. 23-27 
Hotel Morrison, Rooms 1122 & 1123 


Southeastern Shoe Travelers Ass'n, Nov. 6-9 
Piedmont Hotel, Parlor B 


Southwestern Shoe Travelers Ass'n, Nov. 6-9 
Adolphus Hotel, Room 1010 


West Coast Shoe Travelers Ass'n, Nov. 13-16 
Alexandria Hotel, Room 512 


Bans Shoe Co 


Jobs In Fine Shoes From Fine Sources Since 1931 
79-81 Reade Street, New York 7, N.Y. 








Cable Address; ALBARISHOE + Phone WOrth 2-5180-1 





Department Redecorated 


Rocuester, N. Y.—McCurdy & Co.’s 
second-floor women’s shoe department 
has been redecorated as part of the 
modernization of the department 
etore’s fashion floor. 

Hand-painted decorations ornament 
posts in the department, and a new 
gray carpet with snowflake-like figures 
of light gray and blue-green has been 
installed. 

Raymond F. Loewy and Associates, 
New York industrial design firm, 
directed the modernization. Leo Schul- 
theis is buyer for the department. 
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Predicts Speedy Increase 
In Foot Health Knowledge 


LoraIN, O.—John McKee, who oper- 
ates a children’s shoe store at 2701 
Broadway, this city, speaking recently 
before a meeting of the Child Health 
Section of the American Association of 
University Women, predicted that 
there will be “more progress in foot 
health in this decade than there has 
been in the last 300 years.” The reason 
for this, he said, is that “parents are 
talking.” 

Amplifying latter 


this statement, 


Mr. McKee pointed out that “the first 
step in curing any common ailment is 
open discussion of it. As long as we 
whispered the word ‘consumptive’ and 
thought of consumptives as tainted, 
tuberculosis was one of the most im- 
portant causes of death. Today there 
are TB sanatoria with corridors of 
empty rooms. 

“Modern parents,” 
“recognize the health importance of 
children’s shoes. They read articles 
on the subject and discuss what they 
read. Bunions, hammer toes, corns and 
callouses are evidences of ignorance 
and ignorance cannot withstand the 
light of intelligent discussion.” 


he continued, 


JOHN McKEE 


This is not the first time that Mr. 
McKee has spoken out in public on the 
subject of foot care nor is it the last 
as he already has been asked to speak 
at a November meeting of the Child 
Conservation League and, in February, 
at a meeting of the Durling School 
Parent-Teachers Association. These 
invitations to talk on a subject in which 
he has gained recognition as an ex- 
pert are directly traceable, Mr. McKee 
believes, to a series of unusual adver- 
tisements he has placed in the Lorain 
newspaper. All carried the same head- 
line: “Footsaving Education.” Each 
discussed, under his signature, some 
phase of child foot health suggested by 
queries received in response to an 
invitation embodied in the first of his 
advertising series. Some of the sub- 
jects treated in this series on “Foot- 
saving Education” are “Do tennis shoes 
cause flat feet?”, “Are shoes that are 
outgrown by one child safe for an- 
other?”, “Why do shoes have heels?”, 
“How can I be sure that my children’s 
shoes fit when I buy them?”, and “Does 
sleeping posture affect walking 
habits?” 

It is part of Mr. McKee’s credo that 
“children’s feet do not hurt internally 
and that outgrown shoes can be worn 
with comfort but still cause permanent 
deformities. I learned this fact as a 
teacher,” he said recently, “when I 
measured the feet of 4,000 Lorain 
school children in 1939. Three thousand 
were found to be wearing short shoes— 
only one child said her feet hurt.” 
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Models, Actresses, Rate 
10 Per Cent at Coquettes 


NEw York—It takes a lot of shoe 
leather and a generous shoe wardrobe 
to keep on top in modeling or show 
business in competitive fashion-con- 
scious New York, any model, actress 
or dancer will ruefully admit. And 
altho Bennett Unger, president of 
Coquettes, the new Fifth Avenue shoe 
shop at 53rd and Fifth, can’t exactly 


Shoes are the topic of conversation here 
as pretty New York model Joan Kemp, 
left, world famous ballet star, Mia 
Slavenska, and Bennett Unger, president 
of the Coquette shoe salon look over 
new Fall styles. Miss Kemp and Miss 
Slavenska are among those taking ad- 
vantage of the 10 per cent discount 
offered women in the theater and model« 
ing fields by Mr. Unger. 


whip up a fairy godmother to supply all 
of New York’s glamour girls with 
glass slippers, he’s a prince of a fellow, 
and has a charming solution. 

“One will get you ten” might be a 
good slogan for Bennett’s “Let them 
live happily ever after” solution to ex- 
pensive shoe budget problems. 

“Any model, dancer or actress can 
get ten per cent off on her shoe pur- 
chases at Coquettes by presenting one 
of the radio, television or theatre union 
ecards and leaving her composite,” he 
explains. “Once her composite is on 
file with us, she’s entitled to a ten 
per cent discount from then on.” 

There won’t be any favoritism either, 
for Coquettes, “Shoes For The Young 
At Heart,” doesn’t cater only to a 
petite Cinderella size, but runs from 
4AAAA to 12B. 


New Shoe Store Opened 


PHOENIX, ArIz.—Factor Outlet Shoe 
Store opened recently at 30 North 
First Avenue. The store carries wo- 
men’s shoes and handbags, Jerry Sel- 
inger, the manager, said. 

Mr. Selinger came here from E! Paso, 
where he had been employed in another 
store of the same name. Both the El 
Paso and Phoenix stores are owned by 
Nate Lipset of E] Paso. 
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Finds Children’s Shoe Sales 
‘Better Than They Should Be’ 


Syracuse, N. Y.—According to 
Frank Stapleton, shoe buyer for The 
Addis Company, with stores at 499 
South Salina Street and in Shopping- 
town, children’s shoe sales have been 
“way ahead” of women’s this Fall. 
“Actually, our volume in children’s 
shoes is better than it should be,” he 
said. 

In a million-dollar expansion 
gram, the big specialty store entered 
the children’s wear field a little less 


pro- 


than two years ago, opening a second 
floor “Children’s World.” The new de- 
partment has its own shoe section and, 
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SEE! 


WHAT DICKERSON'S BEEN KEEPING 
UNDER THEIR SOMBRERO TO ADD KICKS 
TO YOUR SPRING AND SUMMER SELLING! 


It's the season's smartest sleek, chic, collection 


of fine footwear for women——women who insist on 
style, but demand comfort, too. 


early this Fall, provided the half dozen 
or more Child Life “basics” for a 
special display in the women’s shoe 
salon on the fourth floor. Placed on a 
rack along the main traffic aisle, the 
samples attracted the attention of 
customers stepping off the elevators 
whether they were paying a bill at the 
nearby cashier’s office, shopping for 
shoes, or going through to the store’s 
beauty salon. 

Maintaining that the two depart- 
ments help each other, Mr. Stapleton 
also reports that mothers are becoming 
more watchful all the time about proper 
fit. “Mothers are willing to pay as 
much as a dollar a pair more for their 
children’s shoes,” he said, “when they’re 
sure of proper fit and wearability.” 


I 


| _.when you 


SEE! 


THE HAT COMES OFF — in Chicago's Palmer 
House, Rooms 964-965-971—during the National 
Be sure to see this collection. 


We think 


you'll take your hats off to 


Vo 


THE WALKER T. 





The Smart Shoe 
That's Really 
Comfortable 


lf you don't get to Chicago, a note to us now 
will allow our representative to arrange a special 
showing for you on his first trip, 


DICKERSON CO. 
COLUMBUS 15, OHIO 


New York Office: 417 Marbridge Building 








These Italian Shoe Manufacturers invite 
you to visit their exhibit at the 
NATIONAL SHOE FAIR in Chicago: 


Cornuda 
“Robur” 
“Tuffolina” 
Godiver 
“Ala” 
0.C.1. 
Mantovani 
Locatelli 
Zimonti 
“La Romagnola”’ 
A.B.C. 
Vibelsport 
V.A.F. 


The “National Group" of 

Italian Shoe Manufactur- 

ers, organized by""MOSTRA - 

MERCATO INTERNAZIO- 

NALE CALZATURE, Vige- 

vano (International Shoe 

Market), under the sponsorship of the Italian Government, 
will exhibit a comprehensive collection of interesting, high 
fashion shoes at the 


CONRAD HILTON HOTEL 
10th floor 
OCTOBER 23 TO 27, 1955 














Entrance lobby of Collier's Shoe Store in Hamilton, O., is paved with terrazzo in 
pink and white. The lobby's rectangular shape gives a better view of merchandise 


in the attractive windows. 





Three top sales 
attractions under 
one solid roof 


BAIMSH WALKERS 


OCTOBER SHOE FAIR 


en's Room: 79% 
Women's Room: 789 


HANAN 
ozo ice 


OCTOBER SHOE FAIR 
Display R The BIG THREE 


in better footwear 
under one solid roof years 
of skilled experience in 
crafting shoes that please. the 
public. (And pile up profits 
Here they ore sensationally new 
for ‘56 styled to make the coming 
season your greatest yet 
Advertising to millions in TIME © FORTUNE @ 
U. S. NEWS & WORLD REPORT ®© SPORTS 
ILLUSTRATED @ EBONY ® HARPER’S BAZAAR 


J.P. SMITH SHOE CO. chicago 


Crafting tuxurious footwear 
for discriminating stores 
and clientele is our 


Proll Meelaa) lelilely 


Although theirs is a family shoe 
store, it was pointed out the operators 
take pride in the dynamic “come in 
and see us sometime” invitation to be 
found in the women’s window. 

It has the come-hither glitter, he 
believes, of an exclusive women’s spe- 
cialty shop. 

As the shopper drops her eyes, 
straight down she sees tantalizing dis- 
plays of purses, hosiery and kindred 


accessories. 





The right-hand window is confined 
to men’s foot wear at the forefront, 
with children’s shoes in the rear, with 
the lobby floor cleverly graded upward 
from the front to an approximately 
&- by 4-foot offset enclosing the chil- 
dren’s display. 

This slant is designed to bring the 
shoes to chidren’s eye level, to stimulate 
the “Mon, I want that pair, there!” 
impulse. 


HAMILTON, O.—-Celebrating 50 years 
of service at 246 High Street, here, 
with an unveiling of its new modern 
front, Collier’s Shoe Store, operated by 
the Dan Cohen Company, of Cincinnati, 
provokes an interesting query. 

Have they found the way to have 
their cake and eat it? 

Faced with the dilemma of what to 
do in view of the trend toward subur- 
ban shopping centers, with the possible 
decay and decentralization of down- 
town, the Cohen strategy board went 


244 


all out to lift the face of the present 
store, 

Coming up with possibly the most 
modern front in the area, and cer- 
tainly the finest in their own chain of 
65 stores, an officer of the company 
said, in effect 

“We believe we can compete success- 
fully with any suburban threat and 
still remain in the very heart of the 
shopping district, if we make our store 
front speak for the kind of merchandise 
we sell.” 


The lobby is paved with a pink and 
white terrazzo, with gray bulkheads 
supporting the windows, which are 22 
feet deep. The decor is a light pastel 
pink, an effect much in vogue in better 
interiors. The lobby is 14 feet wide. 

Instead of the more or less con- 
ventional V-shaped lobby, Collier’s is 
a rectangle, the whole, with the offset, 
presenting to the patron six phases of 
viewing, rather than four. 

Naturally the rectangular windows 
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provide more floor and display space, 
than those which taper at the inner 
ends. 

The interior of the store is furnished 
with a new hosiery bar, purse bar, and 
customers’ chairs. The chief concern 
of the just-completed renovation seems 
to have been with the front, an im- 
portant factor downtown today. The 
company believes it is contributing an 
important part in helping to lure shop- 
pers to downtown Hamilton. 

The John Kalish Construction Com- 
pany, of Atlanta, Ga., designed and 
built the new look for Collier. 

Gale Sexton, formerly of Muncie, 
Ind., is manager of the store, while 
Herman Yeager is district supervisor. 

Daniel Cohen founded the chain 63 
years ago with one downtown retail 
outlet, in Cincinnati. 

Today there are 65 such _ stores 
stretching from Cincinnati to deep in 
the heart of Texas under the Collier 
banner. The store on the ground floor of 
the swank Terrace Plaza Hotel in Cin- 
cinnati exemplifies the faith of the com- 
pany in the survival of downtown as 
the great magnet for attracting the 
shopper. The Hamilton store is another 
example. 

Three grandsons of the deceased 
founder carry on. They are Sigmund 
M. Cohen, president; Dan M. Collier, 
chairman of the board; and Dana N. 
Cohen, secretary-treasurer. Herman 
Godfried is vice-president. 


Jimmy Fund Drive Headed 
By Boston Leather Man 


Boston — An active committee of 
men representing the shoe, leather and 
allied industries is now soliciting con- 
tributions to the Jimmy Fund designed 
to finance the continued operation of 
the Children’s Cancer Research Foun- 
dation in this city. Heading the com- 
mittee is Charles W. Sweeney, of the 
Kelley & Sweeney Leather Company. 
Mr. Sweeney is president of the Boston 
Boot and Shoe Club and also general 
chairman of the Shoe and Leather 
Division of Boston's 1955 Community 
Fund Drive. The industry, he pointed 
out recently, has been very successful 
in three similar drives in raising $45,- 
000 to build and equip the blood trans- 
fusion laboratory in the Foundation’s 
new building. 

“Industry members,” he said, “are 
called on to support this worthy cause 
designed to save children’s lives 
through cancer research and medica- 
tion. Company and employe contri- 
butions, as well as personal donations, 
are urgently needed. Our committee 
is counting on a generous response 
from everyone in the trade.” 

Members of the committee, in 
dition to Mr. Sweeney, are: 

Vice-chairman, Joseph T. McCauley, 
Allied Kid Co.; treasurer, Maxwell 
Field, New England Shoe and Leather 
Association; secretary, Myer S. Lowen- 
stein, Allied Kid Co.; women’s shoes, 
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Louis Kleven, Klev-Bro Shoe Manu- 
facturing Co.; men’s shoes, H. E. 
Lynch III, Howard & Foster Co.; 
children’s shoes, James R. McGinnity, 
Mrs. Day’s Ideal Baby Shoe Co., and 
Charles Slosberg, Green Shoe Manu- 
facturing Co.; shoe retailers, Alfred L. 
Morse, Morse Shoe Stores; shoe whole- 
salers, Jerry Hirsch, Hirsch Shoe Co. 
and Charles Stedfast, Auerbach Shoe 
Co.; upper leather, Philip F. Brian, 
Crestbrand Leather Co., and James T. 
Gormley, Day-Gormley Leather Co.; 
sole leather, H. Sherman Howes, Jr., 
Howes Leather Co., and Daniel W. 
Keeler, Keeler Leather Co.; shoe 
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BERNE 


by 


fabrics, Gilbert Freeman, Gilbert Free- 
man, Inc., and Mortimer Weiss, 
Cooney-Weiss Fabric Corp.; rubber 
and plastic trades, Sidney Shapiro, 
Gold Seal Rubber Co.; allied trades, 
Hyman Snyder, Universal Shoe Corp.; 
hides and skins, Louis Robinson, Jacob 
Stern & Sons. 


Named Assistant Buyer 


Boston—Herbert D. Goldberg, until 
recently leather buyer for the Sand- 
lerette Footwear Manufacturing Com- 
pany of Webster, Mass., has been 
made assistant leather buyer for the 
A. Sandler Company of this city. 


Amouean postal quewrrnedy dane, of 


BALLET SLIPPERS 


Crmte Ww 


212 SIZES 
IN STOCK 


As important as the fine quality, 
professional design and flawless fit 
of Berned Ballet Slippers is the 
complete range of sizes ready 
IN-STOCK for instant delivery — which 
gives this line the rapid turn-over that 
insures profits for you. Genuine black 
or white kidskin, hand-lasted and 
fully lined. $4 80 


Net f.0.b. Boston 


BERNED SHOE CO. 
Manufacturers 
207 ESSEX ST., 


- Distributors 
BOSTON 11, MASS. 
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November 6-7-8-9 
Atlanta 4955 








» THE MOST 
SENSATIONAL 
DEAL ON * 
INDIAN DOLLS 
YET OFFERED! 


Cute, lovable! Unbreakable 71/2" 
plastic dolis with sleeping eyes, 
movable arms. Dressed in white 
leather and buckskin tan, assorted, 
authentically beaded. A Sell on 
Sight Item! In stock for immediate 
delivery! 


ve) 








#100 Assortment 











“ARROWHEAD 


SOUVENIRS, INC. 


| 406 Portland Ave., Minneapolis 15, Minn 




















Idings’ Riders and After Story Is from Cluttered to Open Look 


é & ; - 
. he 


includes stock and selling space and contains 40 chairs of 

blond wood, upholstered in chartreuse in the women's and 

children's department, and in brown leather in the men's 
section. Fluorescent lighting is overhead. 


The cluttered shoe department, left, of the Yeildings’ De- 
partment Store in Birmingham, provided little inducement 
for footwear shoppers. The wide-open look was achieved 
by remodeling the section. The new department, right, 


shoe department includes both stock and 


on August 18 to compare notes. 
selling space, with a seating space in 


Customers find an amazing difference 


ALA, — According to 
W. W. Schou (pronounced “shoe’’), 


BIRMINGHAM, 


manager of the recently modernized 
shoe department, at Yeildings’ Depart- 
ment Store, 2129 2nd Avenue North, in 
Birmingham, customers have been 
flocking into the department since the 
formal opening of the remodeled store 
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in the “new” and the “old” shoe depart- 
ment. The old shoe department was 
cluttered, colorless and cramped for 
space. The new shoe department is spa- 
cious, attractive and pleasingly colorful. 

The 3200 square feet of space in the 


children’s, women’s and men’s shoes, of 
40 chairs. 

The floor of the department is com- 
pletely covered in soft taupe-shaded 
carpeting. The walls are painted to 

[TURN TO PAGE 248, PLEASE] 
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More People, Better VALUES HIGH! IN STOCK 
4 READY 


Living—Increased Sales 


[CONTINUED FROM PAGE 204] PRICES me) kL TO SHIP 


‘ 


ROOM 637 
NAT'L SHOE FAIR 


FREIGHT 
ALLOWED 
ON 100 
PAIR 
ORDERS 


much more organized or homogeneous group—due in 
good share to some clever merchandising done by a 
variety of industries aiming specifically at the “teen 
market”, Today, for example, clothing is styled and 
marketed specifically for this group. Such merchandis- 


ee" e*artatatayv 


ing has created a teen-age market spending an estimated 


$4 billions annually for all goods. 
26 ~— LADIES’ WEOGIE MOC made of Glove Cowhide. Neolite type 
sole 


Shoes, too, have cashed in on this market, due to 


’ for the distinct needs and tastes of Cihioe: Calne elie end piemmalen 


Sizes 3-10 Medium, '2 sizes included $2.40 pr 
Sizes 6-10, Norrow, 2 sizes included $2.40 pr 


~.*e*a* 


“target styling’ 





this group. As a result, per capita consumption of shoes 
among this group has risen more than a full pair. 
Incidentally, this serves as a splendid example of how 
sales can be increased even when a population group 
is numerically in a decline. 


*e*e*a*ea*atat 


Outlook: Excellent. Numerically, this group is 
rapidly enlarging. And if per capita shoe sales for this 
group continue to expand, the teen-age market will be =816—MEN'S MOC made of Glove Cowhide. Foam rubber insole 


Colors: Palameno and brown 

Sizes 6-13 >? sizes included $2.40 pr 
Same os 816 with rubber sole 

Sizes 6-13 2 sizes included $3.00 pr 


one of the most promising. 

Campus Market: There’s a current college enrollment 
of 2.3 million, about 1.5 million of which are males. It 
will probably stay around this figure over the next 
few years, but beginning in 1959-60, will rapidly en- 
large as the big baby crops of the Forties reach college 
age. 

However, the high school “campus market” has 
better immediate prospects. The 13-17 age group is 
enlarging by 600,000 a year, by 1960 will total 8,000,- 
000. High school seniors and juniors are being cited 


LADIES’ MOC made of Glove Cowhide. Foam rubber insole 


Colors: Palameno, white and turquoise 
Ladies’ Sizes 3-10, V2 sizes included $1.90 pr 


” Misses’ sizes 11-2, no ue ! 
as a “market-neglected” group. Children’s sizes 6.10, no : $1.80 or 


’ 

, 

, 

’ 

’ 
’ 
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The foregoing ideas illustrate what is meant by Same as 566 with rubber sole 

° P ‘ ° Ladies’ Sizes 3-10, ‘2 sizes included $2.40 pr 
translating population growth and trends into specific Children’s Sizes 6.2, no ‘2 sizes $2.35 pr 
markets for specific products—and particularly what 


they mean to your store, your community, the shoes 





you carry, and the way you market your merchandise. 
An “inside look” at population trends—rather than a 
over-all outside look—gives a much clearer insight into 
sales potentiais when it comes to shoes or any other 
product. 


: ; #656-—LADIES’ CREPE SOLE MOC mod NO. 82235 — THUNDER 
Our expanding population holds wonderful prospects 


Glove Cowhide—thick crepe rubber BIRD Cowhide 
sole with wedge. Attractive th ‘ 

bird beading desigr ion Bag. Pal 
olors:; Palamer white and cha White Tura 


¢ 
coa | 


sded — 
$3.00 pr 


for shoe business. The proper use of population 
statistics and facts can bring a handsome cash-in 
return to the industry. 


# 106— LADIES’ HI-WEDGE MOC. Soft-csa 


kitten glove cowhide 


dd ed ed ee ee 


Colors Palameno, white, charcoal 


POPULATION AND SHOE PRODUCTION TRENDS . * ee ee 


YEAR POPULATION SHOE PRODUCTION 


1920 106 million 300 million 
1930 130 million 304 million 
1940 132 million 404 million 


$3.60 pr 


TERMS NET 


1945 140 million 491 million came 

1950 152 million 523 million 

1955 167 million 555 million 

1960 *180 million *630 million 

1965 *195 million *683 million 
1970 *212 million *743 million MOCCASIN CO., INC. 
1975 *230 million *805 million 


* Estimated 
Note: Estimotes bosed on 3.5 pairs per capita 


406 Portland Avenue, Minneapolis, Minn. 
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NU-DELL’S 


CLOG-HOPPERS 


—have taken the country by storm 


Nu-Dell's Clog-Hoppers are unquestionably 
the most exciting sales leader to hit the shoe 
industry in more than a century! 


—da new idea in sandals— 


© Ideal for shower, leisure, 
and sportswear. 


beach, locker 


room, 


* A new foot-freedom and comfort. 
© Molded of durable, flexible squeeze-bottle plastic 


(polyethylene). 


© Lightweight—non-skid design. 

© Easy to clean—merely rinse and shake dry. 

® Colors—frosty white sole with foot-hugging rubber 
strap in contrasting colors. 


© Sizes—4 
mother, dad. 


for the family—brother, sister, 


© Packed—i pair per box—or polyethylene bag— 
12 pairs in shipping box. 


If you do not visit the show 


place your order with your jobber immediately. 
lf he does not have them yet—write direct to 


NU-DELL PLASTICS CORP. 


Pulaski & Belden Aves. 


Chicago 39, Ill 








Cluttered Department Gives 
Way to Spacious Section 
[CONTINUED FROM PAGE 246] 


complement each other perfectly. 

The chairs, in blond wood, are uphol- 
stered in chartreuse in the women’s and 
children’s departments, and in 
brown leather in the men’s department. 
The fitting stools are upholstered in 
matching leather. 

The three different shoe departments 
are attractively separated by low, blond 
wood partitions. 

The soft lighting is fluorescent, indi- 
rect, in long columns. 


shoe 


248 


Perhaps the greatest improvement in 
the shoe department, according to Mr. 
Schou, is the wall between the grocery 
supermarket portion of Yeildings’ and 
the shoe department. Greater privacy 
as well as beauty and comfort result. 

The selling space, stock space and 
wrapping space have been more conve- 
niently arranged in the remodeled de- 
partment, making for greater ease in 
serving the customers. 

Yeildings’ Shoe Department special- 
izes in Rand and Nunn-Bush Shoes for 
men, in Poll Parrot and Child Life 
Shoes for children, and in Trim-Tred 
and Trim-Tred De Luxe shoes for 
women. 





Sholem Opens Department 
In Women’s Wear Store 


CHAMPAIGN, ILL. — Introducing the 
first of their leased shoe departments, 
The J. J. Sholem Stores Co., of Cham- 
paign, held a formal opening in the 
Ralph Miller, Inc., women’s wear store 
at 219 North Neil Street, Champaign, 
August 29. Eight full pages of the 
Champaign News Gazette were devoted 
to the opening by the newly remodeled 
Miller store, including a full page an- 
nouncing the opening of the shoe de- 
partment. This will be managed by 
Raymond Gasting, formerly of Nevada, 
Mo., and more recently connected with 
the shoe departments of Famous-Barr 
Co., St. Louis, and the Robinson shoe 
store, of Kansas City, Mo. 

Almost the entire rear half of the 
Miller ready-to-wear store is occupied 
by the shoe department, which will fea- 
ture women’s novelty shoes and chil- 
dren’s shoes Lines include Jacqueline, 
Connie, Paris Fashions for women and 
Stepmaster and Ed White shoes for 
children. Approximately 7500 pairs are 
carried. 

Color scheme conforms to the store 
proper, being carried out in shades of 
rose, turquoise and canary. Shelving 
and wood fixtures are done in pale 
beige. The chairs are of black wrought 
iron, modern design, with seats and 
backs of simulated textured yellow plas- 
tic. Carpeting is in rose sculptured de- 
sign. Direct and indirect cold cathode 
tube lighting has been used throughout 
the store. 

John Miller, of New York City, 
grandson of the founder of the Ralph 
Miller dress chain, was present for the 
opening, as well as Stanford H. Sholem 
of the J. J. Sholem Stores. Being lo- 
cated next door to the S. S. Kresge 
Neil street, Stanford Sholem 
states that the firm is expecting a very 
The Sholem fam- 
ily has been in the retail shoe business 
since 1872, and is one of the oldest shoe 
concerns in the Middle West. Their 
main store is located at 8-10 Main 
Street, the Sholem 
Building. 


store on 


successful operation. 


Champaign, in 


| Retailer Flies Ad From 


Platoons of Trolley Cars 


An enterprising shoe retailer, whose 
two Junior Boot Shops are situated in the 
Philadelphia suburbs in Newtown Square 
and Springfield, believes in advertising 
that gets around. One of his ads in con- 
junction with Edwards shoes for children, 
is shown above attached streamer fash- 
jon to one of the trolleys in a suburban 
Philadelphia transportation system. Each 
one of the cars travels an average of 
40,000 miles a year 
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Group Hears Oral 
Retailing Textbook 


Detrroit—“There’s no mystery about 
successful retailing. Your job as a 
merchant is to know what you’re doing 
—and then do it,” shoe men were told 
by Robert Baker, general merchandise 
manager of the Ernst Kern Company 
department store, at the Fall dinner 
meeting of the Detroit Shoe Retailers 
Association. 

“Never stop learning,” Mr. Baker 
counselled. “The most successful men 
in retailing know they still have a lot 
to learn about their own business. 
Don’t be afraid to discuss your mutual 
problems, and to give and take.” 


Operational Flexibility Advised 


As for the position of the independ- 
ent, he advised, “Don’t be afraid of 
competition. You have to compete with 
powerful chain operations, but no ar- 
rangement yet devised can provide the 
incentive that personal ownership re- 
ceives”—in profit and in the satisfac- 
tion of a job well done. “Be flexible. 
There should be no rule you cannot 
deviate from. You must be able to 
change prices or quantities immediately. 
In a large organization, that is cumber- 
some. You have a marked advantage.” 

Mr. Baker said that independents 
have been forced out of business, not 
by a chain operation, but because they 
just were not up to their competition. 

“Maintain strictly a one-price opera- 
tion. Sometimes people are accustomed 
to haggle with the owner of a small 
store. Sometimes you will lose a sale, 
but it’s worth it. The customer will 
come back because she realizes you 
won’t make a concession, and that you 
are reliable. 

“To meet the competition of chains 
and department stores, announce a 
policy of refunds on request. Make 
good on your merchandise. Guarantee 
it for wear or reasonable use. You are 
on the firing line, and the customer will 
hold you responsible, not the wholesaler 
or manufacturer. Even if the customer 
is wrong, satisfy her. 


Don’t Use Windows for ‘Dogs’ 


“Never use your windows to sell 
merchandise you want to get rid of,” 
continued Mr. Baker. “Don’t use win- 
dows more than once a year for clear- 
ance merchandise. They are your best 
selling agent. If you’ve made a mistake, 
put your ‘dogs’ out on tables. 

“Rush the season with your merchan- 
dise. It’s important to give sales a shot 
in the arm early in the season. People 
who come in at the end of the season 
will expect merchandise at a reduced 
price. 

“Put Summer merchandise 
March, and Fall merchandise 
August.” 

Mr. Baker’s talk was one of the most 
concentrated textbooks in retailing to 


out in 
out in 
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be given to Detroit shoe men in years. 
Commenting on it David Nedelman, 
DSRA president, said, “Chain stores 
have been very successful because they 
shoot their merchandise into the stores 
early. In September, they are display- 
ing slippers and rubbers.” 

On the dais besides Mr. Baker and 
Mr. Nedelman, were Mrs. Ann Richard- 
son, projectionist, Ernst Kern Com- 
pany; Mrs. Frances Jefferson, person- 
nel director of Kern’s; Sam Plotler, 
Original Sample Shoe Shop; Steven J. 
Jay, president, R. H. Fyfe and Com- 
pany; Ed _ Dickson, vice-president, 
DSRA, and B. J. Copley, basement mer- 
chandise manager, Kern’s. 


Lucks Open “Lucky Shoes” 


AKRON, O.—Fairlawn Plaza, shop- 
ping center just outside the city limits 
of Akron on West Market Street, was 
formally opened recently with twenty- 
One of the new outlets in- 
which represents 


one stores. 
clude Lucky Shoes, 
a milestone in the business lives of 
Leonard and Milton Luck. They are 
carrying on a business started by their 
father, Joe Luck, in 1919 in the Fire- 
stone Park area. 

There is also a Nobil Shoe Store, of 
which Charles Burkins is manager. 
This unit also has a complete hosiery 
and handbag department. 








Lince 1855 


ONE SOURCE 
YOU CAN DEPEND ON 


- Always 


Come and See the New Styles 


including linen casuals for Spring 


NATIONAL SHOE FAIR, OCT, 24, 25, 








Palmer House 
26, : 
ROOMS 


964-W 965-W 


Worn with Pride and Comfort 


by Each 
Succeeding Generation 


Blum Shoe Mfg. Co., Dansville, N. Y. 





NSIS shrink. 


Wetting and drying shrank the insole of this shoe... 
caused the shoe to shrink and curl... lost a customer... 


but a Farberized Insole would insure repeat sales. 


Here is why. Farberized Insoles resist 


What is Farberizing? It is a special 


sales Shrink 


shrinking, cracking and curling because 
they resist sweat and moisture. They 
preserve fit and comfort and add 
months to the useful life of a shoe... 
all for just a few cents. 


process which replaces water soluble 
tannins with stable fats and oils . . 
seals each individual fibre against mois- 
ture and chemical attack, but retains the 
porosity of the leather, 


L. Farbar 


Farber Welting 
walks with 
the Shoe 








Italian Footwear Fashions 
To Be Exhibited at Fair 


CHICAGO An organization of 14 
leading Italian shoe manufacturers 
will exhibit their exciting new collec- 
tion of footwear fashions at the Na- 
tional Shoe Fair in Chicago, October 
23-27. Nine rooms at the Conrad Hil- 
ton Hotel have been assigned to this 
exhibit, believed to be the largest col- 
lection of foreign footwear ever dis- 
played at a U. S. shoe show. The lines 
will include men’s, women’s and chil- 
dren's shoes. 

The organization, 


known as the 
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Internazionale delle 
Calzature,” was formed entirely by 
private enterprise to market Italian 
footwear, particularly for export pur- 
poses. The manufacturers in the group 
are from Vigevano, Italy’s major foot- 
wear fashion and production center. 
Vigevano, in January of each year, 
holds a footwear fashion showing. This 
year there were 360 exhibitors whose 
collections were seen by 10,000 visitors 
from all over the world. 

Vigevano, now recognized as Europe’s 
footwear fashion center, has 300 shoe 
factories employing 25,000 workers, in 
addition to 2,000 home craftsmen. 


“Mostra Mercato 


Special Flights to Chicago 
Sponsored by NESLA 


Boston—The New England Shoe 
and Leather Association, as a special 
service to its 500 shoe and leather 
members, is sponsoring seven non-stop 
flights to and from Chicago for the 
National Shoe Fair. 

American Airlines will 
special DC-6 flights reserved exclu- 
sively for shoe men. These flights will 
leave Boston on Saturday, October 22 
at 11 A.M. EDT and Sunday, October 
23rd at 11:30 A.M. EDT and return 
to Boston on Thursday, October 27th 
at 4 P.M. CDT. To accommodate heavy 
reservations received to date, all space 
on regularly scheduled flights of DC-7 
“New Englanders,” leaving Boston on 
Saturday and Sunday at 9:50 A.M. 
EDT and return to Boston on Thurs- 
day, October 27th at 6:35 P.M. CDT, 
are also reserved for shoe men. 

Both Trans World Airlines-TWA 
and United Airlines have made ar- 
rangements to handle shoe men’s reser- 
vations on their regularly scheduled 
flights to and from Chicago during 
show week. 

Arrangements have also been com- 
pleted with the Boston & Albany RR, 
as an additional accommodation for 
shoe men, for extra Pullman cars on 
the New England States train leav- 
ing South Station at 1:45 P.M. EST 
on Friday, October 21st and Saturday, 
October 22nd and returning at 2 P.M. 
CST on Thursday, October 27th. 

The finest available equipment will 
be used by both the airlines and the 
railroad and arrangements have been 
completed to transport sample cases 
and trunks direct from planes and 
trains to the hotels in Chicago, accord- 
ing to Maxwell Field, executive vice- 
president of the association. 


have three 


Sommer & Kaufmann Holds 
Designers’ Shoe Show 


SAN FRANcCISCO—A three-day design- 
ers’ shoe show, unique for northern Cal- 
ifornia, was presented by Sommer & 


Kaufmann at the company’s Market 


Street store, here. 

Herbert Sommer, president of the 
firm, declared the show marked the 
first time such an extensive display of 
designers’ work has been presented by 
any boot and shoe retailer. 

A total of 13 of the country’s leading 
shoe companies was represented at the 
show with the newest shoe styles for 
the coming season. 

The national companies are John 
Marine, DeLiso Deb, Foot Delight, Con- 
fetti, Kalmon, British Walkers, Val- 
entine, Selby Arch Preservers, Whis- 
Purrs, Amalfi, Joyce, Fortune and 
Friendly. 

As a part of the event, Sommer & 
Kaufman presented two fashion shows 
a day, featuring the newest designs in 
shoes. 
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Your Store or 
Department 


— the Modern Fluoroscopic 
X-RAY SHOE FITTER 


Within the last year, the Simplex 
SUPREME has been put into 
service in hundreds of leading 


shoe stores, department stores 
and specialty m texte Why not 
join these leading merchants by 
installing the modern Simplex 
SUPREME in your store soon? 
Ask your Simplex X-Ray repre- 
sentative or write — 


X-RAY SHOE FITTER CORP. 
3533 N. Palmer St., Milwaukee 1, Wis. 


~~ v 





Canadian Representatives 
BOISVERT AND JANELLE CO., LTD. 
8405 31. Lawrence Bivd., Montreal 18, Canada 
J. M. HARVEY 


211 Mitchell-Copp. Bidg. 
Winnipeg, Menitebe, Canada 


A8512%4 
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Old Pittsburgh Shoe Store 
Opening Branch in Suburbs 


PiTTsBURGH—Verner’s Shoes, a 104- 
year-old Pittsburgh business organiza- 
tion, has opened a new store in the 
Pittsburgh district in the Lebanon 
Shops. This marks Verner’s first sub- 
urban store and was realized because 
of the “trend toward shopping nearer 
the home.” Most of the building in 
Western Pennsylvania is going on in 
the suburbs and this decided Verner’s 
idea to “take the store to the people.” 

Although Verner’s main store in 


downtown Pittsburgh carries a com- 
plete line of shoes, this branch store is 
essentially for children, carrying a com- 
plete line of Stride-Rite shoes. Sandler 
and Selby Easy Goer casual shoes for 
women and teenagers will also be 
stocked, 

The new store is flanked by other 
spanking new shops—all decorated in a 
garden motif with white wrought iron 
used generously. A huge mural takes 
up one wall. 

Louis Bartlett is manager of the new 
store and aims to uphold Verner’s high 
reputation for positive fitting of shoes. 
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ARE STEADILY RISING, 
—for these 5 good reasons! 
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1. Excellent fitting is} 


combination lasts 
2. Smart styling 


3. Overnight 
In-stock 
service 


4. Top 
quality 


5. And 
national 
advertising in 
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Satdoer Life 


Wing-tip Bal oxford, brown soft long-grain leather, 
right and left quarters, natural welt, white stitch on 
welt and around heel seat, steel arch, full grain insole, 
Pacifate twill lining. double leather sole, on our No. 14 
Combination last. Also available in black. IN-STOCK 
to retail at $9.95. 


Shaw's steady sales increase and constantly growing 
list of retailers have made them the fastest growing line 
of men's shoes in the country! Shaw's unique combina- 
tion of high quality, moderate price, fine fitting 
combination lasts, smart styling and national advertis- 
ing in 4 leading men's magazines gives retailers a 
profit-packed promotion that just can't miss! Add to 
this Shaw's exclusive Trade Builder system of supplying 
you with OVERNIGHT service from over 50 Shaw dis- 
tributors in every section of the country — and you'll 
soon see why our retailers say Shaw shoes are like g 
*““money in the bank'’! 


M.T. SHAW, Inc., - Cold wate: Michioull 








e MEL-O-TAN 
© GLOVETTE 
¢ MEL-O-NAP 
© KORKY-GLOVE 
e MEL-O-CRUSH 
© MEL-O-PRINT 


139 LYNNFIELD ST., 





Meeting New Spring Production 


For America’s Finest Footwear 


Acme Leathers 


DISTINCTIVE IN COLOR! FINISH! STYLING! 


“Full grain drum-dyed glove and 
softee" and corrected pigment 


“New lightweight” full drum dyed 


“Shaggy-ruff” glove leathers 


in combination colors, patterns and designs 


New MEL-O-WEEV, Amazing! New! 
Perforated glove leather 


(Also BAG and BELT LEATHERS) 


© Send for Sample Swatches 


ALL LEATHERS + CROPS and SIDES 


BOSTON OFFICE 105 SOUTH STREET 


theane LEATHER COMPANY, Inc. 


glove leathers 


“Textured embossed" 
soft dry finish 
Shrunken grain glove leathers 


Sensational glove tannage 


PEABODY." MASS. 








Shoe Store Has Features 
Unique in Canada Retailing 

HAMILTON, ONT.— Dorsen’s Shoe 
Store has completed an extensive ex- 
pansion program on King Street East, 
featuring a curved store front said to 
be unique in Canadian retailing. 

The expanded store features larger 
and better facilities for women shoe 
customex's. 

Adjacent to the main store is another 
“first” in Hamilton—a Little Guys and 
Dolls shoe store, which serves children 
exclusively. 


252 








The children’s shoe shop features a 
carnival atmosphere. Locomotives with 
flat cars, bearing seats especially made 
for youngsters, are backed up by free 
lollipops and balloons. In the background 
is a miniature fair with a working 
roundabout, a slide and other 
attractions. 

Another feature of the children’s 
shop is the Treasure Chest. After each 
purchase of shoes, the child is handed 
the key to the chest, opens it and se- 
lects a toy. 

The original store was opened in 
1952. 


Sees Biggest Spring Show 
Of Northwest Shoe Travelers 


St. Paut, MINN.—Dates for the 1956 
Spring Shoe Show sponsored by the 
Northwest Shoe Travelers, Inc., have 
been set for October 29 to November 
1 inclusive at the St. Paul Hotel here. 

Speakers and their subjects sched- 
uled at an 8 A.M. breakfast November 
1, are “The Manufacturer’s Responsi- 
bility to the Merchant” by Owen H. 
Dickerson, president of the Walker T. 
Dickerson Company of Columbus, 0O.; 
“The Responsibility of the Retailer to 
His Supplier” by R. W. Hurrle, presi- 
dent of the Hurrle Brothers Shoe 
Company, and “In-Stock Footwear” by 
Arthur Bender of the Somersworth 
Manufacturing Company of Somers- 
worth, N. H. 

A complimentary banquet and dance 
will be held October 31, beginning at 
6 P.M. 

According to Paul Cook, secretary 
of the travelers, shoe business is good 
and improving and promises to continue 
at this level for many months to come. 
Mr. Cook said the improving business 
picture accounts for the desire of many 
lines to be represented at the show. 

Reservations for sample rooms, to 
date, are greater than at any time in 
the history of Northwest Shoe Travel- 
ers’ shows, he said and indicated that 
advance reservations already received 
will add up to the biggest show ever 
held in the Northwest. 

Officers of the Northwest Shoe 
Travelers are, president, David C. 
Larson, Sr., House of Crosby Square; 
first vice-president, Roy C. Miller, 
Roberts, Johnson and Rand; second 
vice-president, Keith McCarthy, Yan- 
kees Shoemakers; secretary, Paul D. 
Cook, Northwest Footwear; and trea- 
surer, Henry Thorson, Seaboard 
National Shoe Company. 

Directors are Ed Trench, Citation 
Shoes; Earl Brisbois, Twin City Sales 
Company; Henry Nylander, Brown 
Shoe Company; Claude W. Sheldon, 
Viner Brothers; William F. Strub, 
Wohl Shoe Company; Arthur B. Peter- 
son, Jolene Shoes, and Kenneth F. 
Jensen, Weinbrenner Shoe Company. 


Feature Campus Shoes 


PHILADELPHIA — The fashionable 
Chestnut Street shopping section has 
been featuring windows with black 
pumps. Two stores devoted special at- 
tention to shoes with fancy type bows. 
Pumps were in both the traditional 
style and the sling. Several specialty 
shops also featured “glass” shoes. 
Many of the shoes seen carried Louis 
heels, in heights suitable for subdeb 
or campus wear. 

Two shops also brought in a color 
keynote with suede pumps in colors. 
Loafers in all colors were popular in 
all the stores. One had five color 
combinations to offer in saddle shoes 
as well, 
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Educational Meetings Planned 
By Independent Shoemen 


Boston—An elaborate program of 
education designed to help shoe retail- 
ers increase sales and profits is being 
planned by Independent Shoemen dur- 
ing the Spring Shoe Show to be held in 
Boston’s Parker House from November 
13 to 17. While this show, as usual, 
will be sponsored by the Boston Shoe 
Travelers Association, the educational 
features will be IS sponsored, and in- 
terested members in New England have 
submitted to Sam Sullivan of Laredo, 
Texas, president of IS, and to Ben 
Finn, executive director of that organi- 
zation, a tentative outline of what may 
prove to be the first of a series of such 
educational meetings to be held in other 
parts of the United States. 

Preliminary plans contemplate a di- 
vision of these features into three main 
groups, each under expert leadership, 
and each held in a separate room of 
the Parker House during the progress 
of the show, and timed in such a way 
as not to interfere with the retailers’ 
buying activities. These three groups 
are: 

Advertising, which will include criti- 
cism of advertisements brought in by 
retailers; advice on the size of adver- 
tisements, media and position; direct 
mail campaigns; and how to prepare 
an effective mailing list. 

Display and window trimming, in- 
cluding how to create effective trims, 
how to use color, various types of trims, 
and how to prepare shoes. 

Merchandising and sales promotion 
which, as planned, may include a wide 
range of subjects such as ideas on how 
to put on style shows for women’s and 
men’s organizations; how to develop 
hizh schoo] and college trade; traffic 
building ideas such as contests, pre- 
mium offers and others. Contemplated 
also, are lectures on the tanning of 
leather and the manufacture of shoes. 


Upgrades Shoe Stock 
In Main Cleveland Store 


CLEVELAND — A complete revamping 
of its merchandising policy followed 
the Stone Shoe Company’s taking over 
the first floor in its main downtown 
Cleveland store. The space was for- 
merly leased to the Wohl Shoe Company 
and operated as a budget floor. 

Merchandise was upgraded from a 
budget level to a medium price range 
of $8.95 to $12.95. Other floors have 
been upgraded respectively. 

Vitality and Laird-Schober lines were 
added on the third floor to replace Air 
Steps and Fiancees, which were moved 
to the first floor, where a slipper and 
casual was also added as a new depart- 
ment. 

Fred Hyland, advertising manager of 
the store, announced that Stone’s are 
also enlarging their Shaker Square 
store with the prospect of a complete 
renovation in the near future. The 
company operates five stores. 
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Flood-Swept Stores Eligible 
For Government Loans 


Boston—E. J. Stewart, head of the 
government’s Smal! Business Adminis- 
tration in New England, has announced 
the appointment of Philip B. Bayes, 
prominent Boston shoe retailer, as a 
member of a committee charged with 
assisting his office in passing on loans 
requested by businessmen and home 
owners as a result of losses incurred 
during the disastrous floods which 
swept the Northeast in the wake of hur- 
ricane Diane. The committee is com- 
posed of bankers, industrialists, realty 
and insurance experts, builders and 


and wholesale and retail 
store operators. Their decisions in any 
given case will be given speedily in or- 
der to expedite the rapid processing of 
loans, 

Mr. Stewart said that loan requests 
have not yet been broken down into 
categories but that shoe stores, particu- 
larly many in the western part of Mas- 
sachusetts and some in Rhode Island, 
have suffered losses resulting from wa- 
ter damage to inventories and store 
fixtures. To the situation as 
rapidly as possible, he said, branch of- 
fices where loan applications can be 
made have been set up in Springfield, 
Webster and Worcester, Mass., and in 
Woonsocket, R. I. 
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Introducing PIERCE'S “TAPER-TOPS” 


“Taper-Tops,” the excitingly new plastic shoe 


form by Pierce. 


Creatively designed to reflect 


beauty of design in the new tapered toe, low top- 
line, and open-shanked shoes for milady. 


, 


*Taper-Tops’ 
signed 


are 


expressly to 


modernly new, and de- 


correlate shoe form 


styling and new shoe fashions, Available in 


flesh, clear transparent, and pastel shades, 


Pierce’s “Taper-Tops’ 


a) 


add eye appeal and 


buy appeal to modern shoe displays. 
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JUVENILE COWBOY BOOTS | 


More styles—more profit 


Square—Round—Pointed toe 


Walking—Riding—Flat heel 


Eye-catching colors and patterns 


No. 3101X 


4/8 to RETAIL at $3.95 
8I/,/3 to RETAIL at $4.95 
3!//6 to RETAIL at $6.95 


(Welted side seams slightly higher) 
"B" and "D" IN-STOCK for immediate Delivery 


Write for price list or see us at 





No. 3201x 





National Shoe Fair 


ROOM 948 


HOTEL MORRISON 








Quinn & Delbert s00r mrs. co. 


MARLBORO, 


SPRINGHILL AVENUE, 


Roos’ Fifth Bay Area Unit 
Unveils Women’s Concession 


SAN FRANCISCO—Roos Brothers open- 
ed its fifth store in the Bay Area 
September 1. Located in the new Stan- 
ford Shopping District on the Stanford 
University campus in Palo Alto, Calif., 
the unit is completely modern. On one 
level, the traffic flow is entirely without 
hindrance 

The women’s shoe 
under the management 
Cadwell, who operates all five Roos 
Brothers stores’ women’s shoe con- 
cessions. The new department has 16 


concession is 
of Richard 


254 


| 
| 


MASSACHUSETTS) 


fitting chairs and is decorated in vary- 
ing shades of brown with accent colors 
of yellow and aqua. 

The men’s and boys’ shoe depart- 
ment is a Nettleton concession under 
the direction of Ben Marsh, supervisor 
for Nettleton Company in San Fran- 
cisco and the Bay Area, with Bob 
Duncan as department manager. Mr. 
Duncan was formerly with Rapp Shoe 
Company, Palo Alto. 

Herbst Childlife and Gerberich- 
Payne are sold in this department, 
together with the Nettleton line of 
men’s shoes. The men’s and boy’s de- 
partment has 19 chairs. 


Successful Show Expected 
By Boston Shoe Travelers 


Boston—Plans for the Spring shoe 
show to be held at the Parker House 
under the sponsorship of the Boston 
Shoe Travelers Association are well 
under way and all signs point to a 
repetition of the success which these 
affairs have had in past years. Dates 
of the show are November 13 to 17. 

Two features, both of which were 
popular at the last show, will be re- 
peated, according to A. P. Richards, 
treasurer of the association. These are 
the directory of exhibitors which will 
be mailed well in advance to 2,500 New 
England retailers to enable them to 
plan their calls during the show; and 
the Boston Room group exhibits. This 
is a room in which each exhibitor is 
permitted to show five samples from 
his line, identified only by the name of 
his firm and his room number at the 
hotel. While salesmen will not be 
barred from visiting the room, they 
will not be permitted to solicit business 
from visiting shoe men. 

Present plans call for a luncheon 
meeting to be held on Wednesday, No- 
vember 16, at which the usual number 
of valuable prizes will be awarded. 
Prior to the luncheon the association 
will hold its annual business meeting 
at which officers will be elected. 


L. Strauss & Company 
Sold to Group of Associates 


INDIANAPOLIS.—L. Strauss & Com- 
pany, 102-year-old men’s furnishings 
store, was sold to a group headed by 
Sam J. Freeman. The announcement 
was made by R. S. Norwood, president, 
and Henry Zitzlaff, vice-president and 
treasurer, who are retiring from active 
management of the store. 

They sold their entire stock interests 
to Freeman and associates. Mr. Free- 
man, who has been advertising coun- 
selor and a vice-president, will become 
the new president, and his son, William, 
becomes the new vice-president and 
treasurer. Gordon Raeburn, who has 
been with the store since 1928, is the 
new secretary. 

A handsome shoe department is lo- 
cated in the rear on the mezzanine 
floor, and is approached by a magnifi- 
cent staircase. 


Store Manager Honored 


LitTtLeE Rock, ArkK.—W. B. Donham 
received an award recently in recogni- 
tion of his outstanding work as man- 
ager of Chandler’s Shoe Store at 406 
Main Street during the last three years. 
It was presented by Eddie Kessler of 
Memphis, regional manager, and Ber- 
nard Edison of St. Louis, customer 
service director for Edison Brothers 
Stores, Inc., owner of the Chandler 
stores. Mr. Donham was chosen from 
among 259 managers in 38 states. 
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made only in 
FORT WORTH 
TEXAS 


See the JUSTIN showing at the National Shoe Fair in 


Chicago on October 24, 25, 26 and 27 in Room 761, Palmer House. 
§ 


...the 


line of western boots 


FOR MEN, WOMEN AND CHILDREN 


Justins have earned fame as boots of quality from the day 
in 1879 when Justin made his first pair of boots for a cow- 
poke riding up the Old Chisholm Trail. Your customers will 
enjoy the luxury of present day Justins with “Old West" 
craftsmanship and smart styling. No other boots offer so 
many exclusive patented features. 


JUSTIN'S RODEO KING 
AND QUEEN 


JUSTIN BOOT COMPANY : 


JUSTIN JODHPURS 


Write or Telegraph for 
Information and Prices 


Half of Department Reserved for Stock 


Photo shows the wide, modern sweep of the new shoe department in Kerr's 
Department Store, Oklahoma City, featuring recessed fluorescent lighting and 100 
wrought iron chairs in 4,800 square feet of floor space. 


OKLAHOMA CITY, OKLA. Kerr’s 
new shoe department, recently re- 
modeled and enlarged now occupies 
4,800 square feet of space, has 80 
chairs for casual and dress shoes and 
20 chairs for children’s wear. 

It occupies half of the entire second 
floor of the store, starting with the 
elevator entrance to the floor at the 
rear of store building and running the 
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entire length of the store to Main 
Street front. 

A modern expanse of wrought iron 
legged chairs, recessed fluorescent 
lighting, “everything above the floor,” 
gives a light, or see-through look to 
the department. Rubbed wood and up- 
holstering finish the chairs and the 
floor is completely carpeted with a 


neutral charcoal color of wool twist. 


r.0O.Box 848 ° 


a 


JUSTIN RUFF & TUFF 


JUSTIN DRY-FOOT 


Fort Worth, Texas 


The backdrop is bamboo fabric on the 
back wall, where the children’s de 
partment is heralded in large block 
cut-out letters in a variety of bright 
colors. 

The 
conditioned. 


department is completely air 


Says buyer-manager Lee Svendson, 
“the amazing and completely new thing 
about this department is that 50 
cent of the devoted to 
room, to house 30,000 pairs of 
We have found in so many 


that a natural mistake is made in 


per 
tock 


shoes 


space is 


instances 
not 
allowing enough room to stock and we 
believe 50-50 permits an adequate di 

tribution of 


space,” 


Rhythm Step 
Fashion Plate 
$16.00 to 
Her b 


and 


Lines carried are 
from $12.95 to $15.95; 
(their 
$22 95: 
22.95; 


Levine’s, 


own brand name) 
Martineque, $20 to $25; 
$26 to $69, in 
lines, British 
preservers. In 


tailored 

Walker 

the 
the 


casuals 


comfort and 
Selby 


department, 


arch casual 


with 37 chairs, store 
carries an extensive line of 
ranging from $7.95 to $18.96, 
with Rhythm 
Cats, Sandler of Joston, 
Murray, Mel Preston, Sbicca of Cali 
fornia, and Joyce. In the children’s 
wear, Kali-sten-iks, Jumping Jacks, 
Vara Vogues for girls and Vara Craft 
for and from the 
smallest baby shoes to boys’ sizes in 


6, priced from $4.45 to $9.50. 


starting 


Capezios, Steps, Copy 


Arthur 


boys Capezios, 





More than 1000 Satisfied Retailers 
Are Demonstrating 


THE VALUE OF 
THEIR OWN 
BRANDED LINE 


Every business day more than 1000 strong, independent retailers 
demonstrate the wisdom and workability of the formula of selling 
Ephrata juvenile shoes under their own brand name. And every day 
new names are being added to this roster of satisfied retailers. Here 
are the reasons why. First of all, they sell the finest children's shoes 
honesty and modern techniques can produce. Second, they fit them 
with skill and precision which with Ephrata's Quality and their good 
name becomes a symbol for fair icles. Third, every sale they make 
in addition to producing its fair profit immediately, builds consumer 
satisfaction that assures their futures. 

Let us fell you more about it at the Fair! 








... and They Built Their Businesses on 


JUVENILE SHOES 
to retail 94-95 +. $6.95 
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In Attendance During the National Shoe Fair: 
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AL ROZIER WALT PALMER 
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Trade Literature 


—_—__- 


Useful Book by Bill Rossi 
On Foot Care and Shoes 


A new book that should prove of 
much interest and practical value to 
everyone in shoe business is entitled 
“Your Feet And Their Care.” Author 
of the book is William A. Rossi, well 
known in the shoe industry as former 
editor of Leather And Shoes magazine, 
and now field editor of Boor AND SHOE 
RECORDER. Mr. Rossi is also a former 
foot doctor, and has authored many 
published articles on foot health. 

While the book is directed primarily 
to the general public, its 41 easy-to- 
read chapters contain much practical, 
information for shoe men. The book 
opens with two chapters, “Why Care 
About Your Feet?” and “What Is A 
Normal, Healthy Foot?” It then moves 
into chapters dealing with the evolution 
and anatomy of the foot. Then come 
13 chapters, each discussing some par- 
ticularly common form of foot trouble, 
such as corns and calluses, painful 
heels, fallen arches and swollen feet. 

There are a dozen chapters dealing 
with footwear, including such topics as 
“Making Sure the Shoe Fits’; “What 
About ‘Corrective’ Shoes?”; “Shoe 
Styles”; “Things You Should Know 
When Buying Shoes”; “Telltale Signs 
On Worn Shoes,” etc. 

There are other chapters discussing 
such subjects as infants’ feet and their 
care; walking; foot hygiene and shoe 
hygiene; stockings and feet; feet and 
posture; commercial foot aids; sneak- 
ers and house slippers and others. 

The book is swiftly paced in its lan- 
guage. The author goes straight to the 
point on each topic without lengthy 
discussion, delivering background infor- 
mation and following with down-to- 
earth advice. 

The author, with a shoe man’s back- 
ground, gives the public reader an un- 
usually clear look inside shoe business 
that is quite different from the critical 
views so often presented. For example, 
in the chapter, “Making Sure The Shoe 
Fits,” the reader has it explained why 
stores aren’t always able to have every 
size and last to fit every foot. The 
reader is shown theeheavy cost of in- 
ventories and some of the shoe store 
owner’s operational problems so that 
the consumer has a better appreciation 
of these problems when buying shoes. 

The book takes a refreshingly realis- 
tic approach to foot health and foot- 
wear, gives the reader a clear-cut sense 
of direction in easy-to-understand lan- 
guage. Also, it strikes the heart of all 
the common foot health and footwear 
problems that concern that average 
person. It has many fine illustrations 
that enhance its readability. 

The book, priced at $3, is published 
by Emerson Books, Inc., 251 West 19th 
Street, New York. 
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NEWS OF THE 





Salesmen xxv Suppliers 


Two Executives Promoted by United Shoe 





LEWIS B. WALKER 


BostoN—Lewis B. Walker of Swamp- 
scott and William S. Brewster of Ply- 
mouth were appointed assistant vice- 
presidents of the United Shoe Machin- 
ery Corporation at the September 14th 
meeting of the firm’s board of directors. 

Mr. Walker joined United in 1911. 
After several years in the firm’s Boston, 
Lynn, New York, Marlboro and Mil- 
waukee offices he was transferred to 
St. Louis as assistant district manager 
in 1920. During the first World War 
he served with the Army as a lieutenant 
in aviation. In 1935 he was made dis- 
trict manager of United’s Milwaukee 
office serving in that capacity until his 
appointment as assistant general man- 
ager at United’s Boston office in 1940. 











WILLIAM S. BREWSTER 


In March of 1954 Mr. Walker was 
elected a director of the corporation. 

He is a past president of the United 
Shoe Machinery Corporation Quarter 
Century Club, an association of 
United’s personnel with more than 25 
years of continuous service. 

Mr. Brewster joined United in 1939. 
Following service with the Armed 
Forces in the China - Burma - India 
theatre he was made a research project 
manager and was assigned duties in 
coordinating the domestic and foreign 
research activities. Since 1949 he has 
assisted J. W. Coolidge, vice-president 
in charge of foreign operations, and has 
travelled extensively in connection with 
those duties. 





Great Northern Shoe Makes 
Sales Area Realignments 


St. Louis—Great Northern Shoe 
Company, division of International 
Shoe Company, has had a realignment 
and expansion of its sales territories, 
according to Hugh Warren, sales man- 
ager. 

William F. Heaton, formerly with 
W. L. Douglas division of General 
Shoe Corporation, will represent Great 
Northern in Iowa, Nebraska, Kansas, 
Missouri, Oklahoma, Texas, Arkansas 
and New Mexico. Mr. Heaton, with 
more than 25 years in the wholesale 
and retail shoe fields, was at one time 
a representative for the Jefferson Shoe 
Company (now Accent Shoe Company) 
and for Conformal Shoe Company, both 
divisions of International. 

Arthur S. Dion, who formerly rep- 
resented Great Northern in many of 
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the states now assigned to Mr. Heaton, 
has been transferred to the East, where 


he will travel eastern Pennsylvania, 
Washington, D. C., Maryland, Dela- 
ware and New Jersey. 

William F. Broadhead, who spent 


many years in the shoe wholesale and 
retail fields in the Birmingham, Ala., 
area, has been appointed sales repre- 
sentative for Florida, Georgia, South 
Carolina, Alabama, Mississippi and 
Louisiana. 

Kenneth G. Alsdurf, a 10-year shoe 
career man most recently in the retail 
business in Charlotte, N. C., has been 
named to cover North Carolina, Vir- 
ginia, Tennessee, Kentucky and West 
Virginia 

Murry Kandel, Great Northern rep- 
resentative in New York City, has 
added the northern metropolitan area 
of New Jersey to his territory. 





W. W. Sprinkle Promoted 
By B. F. Goodrich Company 

WATERTOWN, Mass.— Wilbur W. 
Sprinkle has been appointed sales man- 
ager of The B. F. Goodrich Footwear 
Division, San Francisco district office, 
covering the San Francisco, Los An- 
geles and Seattle branches, replacing 
I. H. Rennie, who died recently. 


Mr. Sprinkle started in 1935 with 











WILBUR W. SPRINKLE 


Hood Rubber Company, a division of 
The B. F. Goodrich Company, as ship- 
ping clerk in the Seattle branch, and 
two years later advanced to merchan- 
dising clerk of a national account. In 
July 1951, he started as a salesman for 
Hood in San Francisco and from Janu 
ary to July 1942 sold both Hood and 
B. F. Goodrich brand footwear in the 
Salt Lake City area. Starting in July 
1942 he received managerial experi 
ence running the Seattle branch in ad- 
dition to selling Hood and B. F. Good- 


rich footwear for a year before being 
called into service with the Armed 
Forces in August 1943. He served with 


the Army Engineer Corps, mostly in 
India, and was discharged in Decem- 
ber 1945 as a first sergeant. 

In August 1946 he joined the B. F. 
Goodrich team full time and continued 
a very creditable selling career in San 
Francisco. In November of 1950 he was 
transferred to Seattle. 


Son Succeeds Father 


Kaplan, secre- 
the A. J. 


CuHIcaco—Edwin G. 
tary, is now operating 
Bergen Co., shoe store supplies and 
specialties firm. His father, Rudolph 
E. Kaplan, died recently. 











Show 45-Year Change in Women’s Shoes 


Compare the 1910 vintage walking shoe, shown, with this season's sprightly, low-cut 

new “Kick-Off,” one of a complete new line of lightweight flats and sport shoes 

styled by Hussco Shoe Company, manufacturers of the Huskies brand. The gal who 

weors Huskies “Kick-Off,” this Fall, will be packing a shoe weighf of less than 5'/2 

ounces, compared to more than 1'/2 pounds her grandma wore in 1910. She'll have 
not a single lace to tie, compared with the 18 eyelets of old. 





Announce Ad Mat Service 
For Shoe Retail Operators 


Rocuester, N. Y.—The retailer who 
recognizes the value of consistent use 
of a distinctive style of newspaper 
advertising but whose operation cannot 
afford high-priced layouts, artwork 
and engravings can now subscribe to 
the Storm Newspaper Service for Shoe 
Retailers, recently made available. 

Designed for four different types of 
stores, specializing in shoes for 
children, men, women or the entire 
family, the service is available to only 
one retailer in each city, and cost of 
the service varies with the size of the 
city. 

The subscribing dealer receives 12 
new mats each month in a variety of 
sizes. Each mat is a complete ad with 
artwork and lettering and with space 
provided for the specific shoes which 
the dealer wishes to advertise 

The series includes themes appropri- 
ate to the time of year and current 
fashion trends as well as clearances 
and other special events. Although 
each ad is different, all the mats to 
be supplied to any one retailer are so 
designed that local newspaper readers 
will quickly learn to recognize the 
individual style of the individual 
dealer’s advertisements. 

The Storm Newspaper Service will 
be on display at the Palmer House 
during the National Shoe Fair. 


Harold Gessner Heads Drive 
For Travelers Aid Fund 


New York—Harold B. Gessner, pres- 
ident of Oomphies, Inc., has accepted 
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the chairmanship of the Boots and 
Shoes division in the $400,000 Golden 
Jubilee fund-raising campaign of the 
Travelers Aid Society of New York. 

The appointment was announced by 
Francis B. Bowman, general chairman 
of the drive, who said that the money 
is needed to help the society keep up 
its assistance to distressed travelers 
who come into the city by plane, ship, 
train and bus. 

In its first 50 years of service, 
Travelers Aid of N. Y. has helped more 
than 16,000,000 men, women, and chil- 
dren, including runaways, the aged and 
inexperienced, the handicapped and ill, 
new Americans, and members of the 
armed forces, according to Mr. Bowman. 

Mr. Gessner will be assisted by the 
following committee: Alexander L. 
Baris of the Baris Shoe Co., Inc.; 
Monroe Geller of Andrew Geller, Inc.; 
and Benjamin D. Schwartz of Schwartz 
& Benjamin, Inc. 





Special Boots, With Leathers 
From 11 Lands, Costs Plenty 


COLUMBUS, O.—Boots made in the 
Ohio State colors of scarlet and gray 
were on display at the Outdoor Military 
Store booth at the Ohio State Fair in 
the Coliseum here for an entire week. 

They were made especially for the fair 
by the Acme Boot Company. The boots 
are hand-made and have taken 800 hours 
of intricate work using leather from 11 
different countries. 

Replicas of the State House, the state 
flower, the state bird were reproduced 
in the fine hand-tooled leather. 

The boots were not for general sale 
as they would cost $3,500 a peir. 





Maclay Now Sales Manager 
All Flagg Brothers’ Stores 


NASHVILLE, TENN.—William H. Mac- 
lay, advertising manager for General 
Retail Corporation, has been promoted 
to the post of sales manager for all 
Flagg Brothers men’s retail stores, ac- 
cording to William M. Blackie, execu- 
tive vice-president of General Shoe 


WILLIAM H. MACLAY 


Corporation and president of General 
Retail Corporation. Mr. Maclay suc- 
ceeds Ed Jones, who recently was 
named general manager of the com- 
pany’s Gemfoam Shoe Company divi- 
sion. 

Maclay joined General! Retail in May, 
1940, as a salesman in its Philadelphia 
Flagg Brothers store. A year later he 
was made store manager. After three 
years in the U. S. Army, he returned in 
1946 as store manager of the Flagg 
Brothers store at Harrisburg, Pa. 

After managing a larger store in 
Washington, D. C., he was promoted to 
display manager for the men’s branch 
of General Retail with headquarters at 
Nashville. In 1948 he was advanced to 
advertising manager for all the com- 
pany-operated retail stores, a post he 
held until the time of his new promo- 
tion. 


Shoe Price Boost Announced 


MILWAUKEE — T he 
Company, Belgium, Wis., 
first shoe manufacturers 
to announce a price increase. 
men for the firm announced 
were boosted, effective Oct. 1, “about 
80 cents across the board” in their 
shoes retailing from $22.95 to $27.95. 
The line selling at $19.95 remains the 
same. The increase was made “to meet 
mounting leather and labor costs.” 


Allen-Edmonds 
is one of the 
in this area 
Spokes- 

prices 


Will Rebuild Factory 

MANCHESTER, N. H.—The State Die 
Co., manufacturer of cutting dies for 
the shoe industry, has been granted a 
permit by the Building Department to 
rebuild its factory at 336 Lincoln 
Street. 
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JUNIORS 


#9090— genuine Good- 
year welt. Plain, little 
gents, lowboy oxford. 
Tan campus grain 
leather, two eyelet tie. 
Leather lined, leather 
innersoles. 10'/. iron 
Cat-tex sole. B, C, D 
widths, 10-3, 

# 8020—genuine Good- 
year welt. Childs and 
misses leather strap 
shoe, leather lined, 
leather innersoles. 
Neolite soles, avail. 
able in brown, red, 
blue. A-D widths 
8%, t ; 
1242-3. 


Big Show's 
STAR ATTRACTION! 


See the line that has been 
sweeping the country. It’s 
new, it’s exciting, it's 
profitable! 


BR 9-9697-8-9 


At Mational Shoe Fair 
in Chicago, Oct. 24-27. 
Morrison Hotel, 
Rooms 838, 839, 840. 


M. BECKERMAN & SONS, 
1220 Broadway, New York | 


EXTRA Profit 


with every pair of shoes 


New “totes”—ON WHEELS Display 
DOUBLES wet weather business. 


Ask your loeeal “totes” 
Wholesaler or 


new 


write for 
catalog on Men's, 
and Children’s 


Women's “totes.” 


So-Lo MARX RUBBER Co., Loveland, Ohio 





INC. 





KEEP ABREAST OF YOUR 
MANUFACTURER'S ADVERTISING 


and Merchandising Plans 


.. . And in EVERY Issue of 
BOOT AND SHOE RECORDER 


WATCH FOR IT! 


... IN THIS ISSUE 











Joyce, Inc., of California 
Appoints Advertising Agency 

CoLuMBus, O. — Stockton, West, 
Burkhart, Inc., Cincinnati, has been 
appointed advertising agency for Joyce, 
Inc., of California, leading makers of 
women’s casual footwear, it was an- 
nounced by William H. Joyce, Jr., 
president of Joyce, Ine. 

Plans for greatly increased national 
advertising and promotion will be re- 
vealed at the National Shoe Fair in 
Chicago. Joyce Shoes are marketed not 
only in the U.S.A. but in Canada, 
Australia, England, New Zealand, 
South Africa, Mexico and Guatemala. 
Joyce, Inc., is a division of The United 
States Shoe Corporation. 


Shoe Tape Line Distributed 
By Compo Corporation 


BostoN—The Compo Shoe Machinery 
Corporation is now acting as distrib- 
utor of Behr-Manning shoe tapes, de- 
signed to meet the needs of shoe 
manufacturers, it has been announced. 
For some time Compo has been dis- 
tributing the complete line of Behr- 
Manning coated abrasives and Norton 
grinding wheels made by the same 
company. Trade name of the line of 
tapes is “Behr-cat Tapes.” Included are 
15 different items in all standard widths 
and shades. 
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Kickerinos Names Meyer 
As Advertising Counsel 


MILWAUKEE—G. Willard Meyer, Mil- 
waukee, has been appointed advertis- 
ing agency and special promotion coun- 
sel for Kickerinos Division of the 


C. WILLARD MEYER 


Hampton Corporation by Irving Gerber, 
vice-president in charge of sales. 
Formerly a vice-president of a well 
known Milwaukee agency, Mr. Meyer 
recently established his own agency 
and consulting firm. In his former 
capacity, he had handled the Kickerinos 
account as well as a men’s shoe account. 
The move was made inasmuch as 


Kickerinos is planning further intensi- 
fication of its promotions of both 
Kickerinos and “duty shoes” 
as well as of its Alaskan line, the over- 
the-stocking boot 


casuals 


To Distribute German Line 
Of Sewing Machines 

New York—C. D. Mercer, president 
of Willcox & Gibbs Sewing Machine 
Company of New York, and Paul Zell- 
weger, president of Pfaff Industrial 
Sewing Machine Corp. of New York, a 
subsidiary of G. M. Pfaff, A. G, of 
Kaiserslautern, Germany, have an- 
nounced that Pfaff has appointed Will- 
cox & Gibbs sales agent for Pfaff in- 
dustrial sewing machines in a territory 
which will eventually include 22 of the 
eastern United States. 

According to plans, Willeox & Gibbs 
will distribute Pfaff industrial machines 
in this area, recognizing Pfaff’s com- 
Pfaff industrial 
those of 


mitments to its dealers. 
sewing machines supplement 


Willeox & Gibbe 


Bristol Enters Prize Float 


Bristo., R. I.—The float entered by 
the Bristol Manufacturing Corpora- 
tion, producers of fabric and water- 
proof footwear, in the parade which 
marked the two-hundred-and-seventy- 
fifth anniversary of the founding of 
Bristol, was adjudged the winner. 
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CHILDREN'S SHOES 
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“AMERICA’S FINEST 
FIRST-STEP SHOES’’ 
© HIGH WALL VAMP 
FREE TOE ACTION 
COMBINATION LAST— 
SNUG FIT HEEL 
ONE-PIECE QUARTER — 
SEAMLESS INSIDE 
FLEXIBLE MOULDED BACK 
WASHABLE ELK — 
INCLUDING RED 
© HORSE BUTT OUTSOLE 
© SOFT LEATHER INSOLE 
© AIR-BUBBLE CUSHION HEEL 





A COMBINATION OF FEATURES 
FOUND IN NO OTHER SHOE! 


HALF SIZES 2 TO 8B 

WIDTHS B,C, 0, & RETAIL 450 
YOUR COST 2.70 

IMMEDIATE DELIVERY FROM STOCK 


af? MFG. CO., INC. 

(oF ERIN, TENNESSEE 
Dept. B 101555 

0000000000000 00000000 


Todd Vice-President 
At United Shoe Machinery 


Boston—cC. Russell Todd of Welles- 
ley Hills, Mass., director and general 
manager of the United Shoe Machinery 
Corporation since 1953, was elected 
a vice-president at a recent meeting of 
the board of directors. He succeeds 
Joseph F, Wogan of Newton who re 
tired after more than 50 years of ser 
vice to the shoe machinery firm. 

A native Bostonian, Mr. Todd joined 
United in 1920, serving in various 
capacities in the commercial and re- 
search departments until his transfer to 
to the firm’s Canadian affiliate in 1944. 
He became general manager and dire: 
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tor of the United Shoe Machinery Com- | 
pany of Canada, Ltd., in 1945 and was 
elected vice-president of that company 
in 1946, 


| Es FE er 


ORTHOPEDIC FOOTWEAR 


6 EO rr 


A MODERN CORRECTIVE 
C. RUSSELL TODD SHOE FOR EVERY 
Recalled to the shoe machinery firm’s | Orthopedic NEED 


Boston headquarters in 1953, he was 


appointed general manager and elected TARSO SUPINATOR® 
to the board of directors at that time. | For the posture! 
As vice-president, Mr. Todd will also correetion of 
continue as general manager in charge fiat feet. 

of the company’s commercial operations <+--- 

in this country. 

Dow Corning Corporation 


Promotes Ex-Marine Raider TARSO 
MIDLAND, MIcH - John Apergis, PRONATOR® 


former consumer products sales repre- For club feet and 
sentative in Dow Corning Corporation’s metatorsus varus. 

Cleveland office, has been promoted to Pairs or single shoes. 
assistant manager of consumer prod- > f 
ucts sales, it was announced by O. D. y/ 


Blessing, sales manager for Dow ® 
Corning. In his new position Mr. TARSO MEDIUS 
Apergis will assist George E. Marx. Straight, neutral last 
shoe. Detelied to 
: match Tarse Prona- 
tor. Pairs or single 
ei shoes. 
ene 


Tarso Shoes are prescribed by doc- 

ters across America. Write today 

for illustrated acoumare and catalog 
sheet. 


*MARRELL 22's srxinay. 
33 Broadway Yonker 


captain and company commander in 
the unit, he took part in the defense 
of Midway, Guadalcanal, Tarawa, 
Saipan and Tainan in the South Pacific. 

4A He now holds the rank of Lt. Colonel 
in the Marine Corps Reserve. 














JOHN APERGIS 

A native of New York City, Mr. 
Apergis joined Dow Corning in 1948. : 
He first served as sales representative New YorKk—Leo Deutsch, with 10 
in the New York area and later in Dow years’ experience in the field of com- 
Corning’s Cleveland office. He received bined and coated fabrics, has started a 
his early education in Washington, new firm, Federal Backing & Coating 
D.C. and attended West Point Prep Corporation, at 1901 Tenth Avenue, 
School at Old Point Comfort, Va. Brooklyn 15, N. Y. Mr. Deutsch is 

During World War II, he compiled president. The company is equipped 
an excellent military record as a mem- to fill the needs of manufacturers of 
ber of Carlson’s Marine Raiders. A shoes and other specialized needs. 


New Coated Fabrics Firm 
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Ripple Soles Being Used 
By Several Manufacturers 


BosTON—A number of shoe manu- 
facturing companies have begun to 
make footwear using the much-dis- 
cussed ripple sole. They include: L. B. 
Evans, C. H. Alden, A. Werman & 
Sons, Plymouth Shoe, Bates Shoe, 
Worcester Shoe, and Julius Altschul. 

The sole, as described some months 
ago in Boot AND SHOE RECORDER, is 
composed of 16 “ripples” or resilient 
raised strips running crosswise about 
a half inch apart. 

In walking, as a result of the scien- 
tific design of the sole, there is a mild 
spring with each step. The soles ab- 
sorb shock to the foot on weight— 
bearing, and reduce fatigue, according 
to the makers. The ripples roll, one 
after another, absorbing the striking 
force. The sole also gives a forward 
“gliding action” with each step as the 
resilient ripples are depressed. With 
the lifting of the foot “the energy in 
the depressed ripples is released, pro- 
pelling the foot forward,” says the 
manufacturer’s description. 

The soles provide traction, are non- 
skid. They are said to be self-cleaning, 
any collected substance being forced 
out by the ripple action. They are 
claimed to provide several health bene- 
fits for wearers such as improved foot 
circulation, and relief for sore and 
tired feet. The soles have been put 
through lengthy tests in foot clinics, 
with a variety of beneficial results 
recorded. They are produced by Beebe 
Rubber Company, Nashua, N. H. 

During the National Shoe Fair, a 
special film of the ripple soles under 
actual test will be shown in the suite 
of the sole’s inventor, Nathan Hack, 
in the Palmer House, Chicago. 


Factory Shuts Down, May 
Retool to Non-Welt Production 


MoBerRLY, Mo. — The Brown Shoe 
Company, employing about 600 persons 
here, closed its Moberly factory 
October 21. R. H. Polson, superintend- 
ent of the plant, said the swing of con- 
sumer interest from welt shoes to other 
types had made it impossible for the 
company to obtain enough 
keep operating. 

In a bulletin to employees, Mr. Polson 
declared that the company hopes even- 
tually to change to a different type of 
production in shoes, but that nothing 
definite is planned for the present. 
The local factory was opened in 1907. 


orders to 


Texan to Sell Ideal Line 


MILWAUKEE — Donald R. McCrone, 
Dallas, Tex., has been added as sales 
representative for the Ideal line of 
shoes, covering the state of Texas. The 
announcement was made by Jerry 
Baumgartner, sales manager of Ideal 
Shoe Manufacturing Corporation, a di- 
vision of Mid-States. 
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Textileather Division Names 
Davis Purchasing Agent 


ToLepo—D. A. Davis has been pro- 
moted to the post of purchasing agent 
of the Textileather Division of The 
General Tire & Rubber Company, Jules 
D. Lippmann, general manager of the 
division, announced, 


D. A. DAVIS 


The post formerly was held by Walte: 
A. Schumacher who recently died. 

Mr. Davis has been serving as assis 
tant purchasing agent joining 
Textileather in 1940. He became asso- 
ciated with the company after serving 
for six years as operating manager of 
the Toledo division of the B. F. 
rich Company. 

A native Toledoan, Mr. Davis at- 
tended the University of Toledo. 


Maxwell Field, NESLA V-P, 
Attends Briefing at Pentagon 


W ASHINGTON—Maxwell Field, execu 
tive vice-president of the New England 
Shoe and Leather Association, attended 
the annual meeting and Department of 
Defense briefing program held at the 
Pentagon September 23, as a member 
of the Defense Orientation Conference 
Association, 

The group is 
hundred American 
who have attended one of the semi- 
annual tours conducted by the U. 5 
Department of Defense of 
military installations. 

The briefing sessions at the Pentagon 
included talks by officials of the Office 
of the Secretary of Defense, the 
Secretaries of Army, Navy and Air 
and by chiefs of staff of each 
service, 
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New Children’s Shoe Plant 

COOKEVILLE, TENN.—Cookeville is to 
get a children’s shoe factory. Starfit 
Shoes, Inc. has leased a large building 
owned by Joe Scott. Hugh B. 
president, said the shoes will be mar- 
keted through outlets in New York and 
Chicago. The new factory will start 
with 40 employes and gradually in- 
crease the number. 
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pumps, slings 
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New Shoe Factory Opened 
Waycross, Ga.—S. C 
new Waycross industry, 
now in operation. A division of the 
Pierce Shoe Manufacturing Company, 
it will give employment to about 250 
people when in full operation. The 
plant represents an outlay of approxi 
$250,000, It will turn out both 
and dress 
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work shoes. 
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| 
LEOTARDS AND TIGHTS 
Whirl-a-Weve Leotards, Durene yarn, zipper back 
fastener. Children: Short sleeve, $2.15. Long | 
sleeve, $2.50. Adults, Short sleeve, $2.35, long 
sleeve, $2.75. Give sizes when ordering. 
A. Chatila and Company 
6719 18th Avenue, Bkiyn., N. Y. 


MANUFACTURERS OF BETTER DANCEWEAR 











NSMA Sponsors Clinic 
Held in Milwaukee 


MILWAUKEE—The importance of cost 
accounting was stressed, factory meth- 
ods were studied and ideas exchanged 
on office management, in-stock control, 
order processing and production sched- 
uling at a closed one-day clinic spon- 
sored at the Plankinton House here by 
the National Shoe Manufacturers As- 
sociation. It was the first such meet- 
ing held here and was attended by 
about 40 manufacturers from this area 
of the Middle West, with office manage- 
ment personnel in predominance. 

Speakers included A. M. Clevens, J. 
P. Smith Co., Chicago; J. J. Janssen, 
Wolverine Shoe Co., Rockford, Mich.; 
R. E. Mitchell, Ellwyn A. Mitchell Co., 
Boston, Mass.; Fred Meisfelt, Leverenz 
Shoe Corp., Sheboygan, Wis.; J. W. 
Wallace, Florsheim Shoe Co., Chicago; 


262 


J. C. Wells, Freeman Shoe Corp., 
Beloit, Wis.; P. A. Kromann, Holland- 
Racine Shoes, Holland, Mich., and H. O. 
Mueller, Albert H. Weinbrenner Co., 
and Joseph Schmitz, Nunn-Bush Shoe 
Co., both of Milwaukee. 


Seidelman New Sales Head 
Of Peek-A-Boot 


Los ANGELES—Hugh A. Pollock, 
president of Peek-A-Boot, Inc., has ap- 
pointed Theodore Seidelman as sales 
manager of the shoe division. Mr. 
Seidelman, who formerly represented 
the Gold Sea] Rubber Company of New 
York, has just completed a successful 
trip along the East Coast. 

Of particular interest to buyers was 
the new Weather-All boot for misses 
end children. It is made of durable, 
Plasti-sol material and has an easy- 
loop fastener so that youngsters can 
slip them on and off in a jiffy. They 
are available in red brown and white. 

In addition, the new Peek-A-Boot 
handy loop fastener created consider 
able comment. This makes for snug fit 
and gives style to a plastic rainboot. 

Peek-A-Boot, Inc., is headquartered 
at 1604 South Flower Street, Los An- 
geles, and has warehouses in Chicago 
and New York. 


Leverenz Supervisor Wins 


Award for Cartoon Character 
SHEBOYGAN, WIs.—Highlight of the 
regular Leverenz Shoe Company’s 
supervisors meeting was the presenta- 
tion of the second annual Award For 
Merit to Edwin Winkelhorst, raw 
materials supervisor for the firm, by 
the Research Institute of America. 

A duplicate citation went to Clarence 
C, Leverenz, president of the Leverenz 
Shoe Company. This marks the second 
consecutive year that the company’s 
supervisory force has been so honored. 

This year’s award for Mr. Winkel- 
horst’s creation of a caricature named 
“Krusty Kost,” whose function is to 
appear in various places throughout 
the plant and office with daily com- 
ments on cost and waste reduction, 
quality, production, and human _ in- 
terest items. 


Three Shoe Men Honored 
By Controllers Institute 


New York—William J. Banks, assis 
tant comptroller, St. Louis Shoe Mfg. 
Co., and Morgan I. Pitcher, assistant 
vice-president, Edison Bros. Stores, 
Inc., have been elected directors of the 
St. Louis Control of the Controllers In- 
stitute of America. 

C. E. Conway, controller, Shoe Cor- 
poration of America, has been similarly 
honored by the local controllers’ group 
in Columbus. 

Established in 1931, the Institute, with 
headquarters in New York, is a non- 
profit management organization. 


Made Publicity Director 
Of Pappagallo, Inc. 


New YorKk—Miss Eva Gould has been 
appointed publicity director of Pappa- 
gallo, Inc., New York, according to an 
announcement made by M. E. Bandler, 
Jr., president of the firm. 


EVA GOULD 


Miss Gould has been assistant fashion 
director of the National Shoe Manu- 
facturers Association for the last three 
years. 

Knipe Military Shoes 
Carried In-Stock on Coast 


Warp HILL, Mass.—Military styles 
in the line of men’s shoes manufactured 
by Knipe Brothers, Inc., here, are now 
being carried in stock on the Pacific 
Coast for the benefit of western Post 
Exchanges and other retail outlets, 
according to Paul Crane, president of 
the company. Selling of this line is in 
charge of J. Gordon Oxley, Knipe 
vice-president, who reports an ever in- 
creasing number of retail outlets. 





Johnson, Stephens & Shinkle 
Appoints Fashion Coordinator 





Miss Pat Wheelless who has been named 

fashion coordinator of Johnson, Stephens 

& Shinkle Shoe Company by McLeod 

Stephens, president. Miss Wheelless for- 

merly was associated with the Fashion 

Office of Stix, Baer & Fuller, a major 
St. Louis department store. 
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Birthday Club 
Pays Dividends 


DENVER—The industrious build-up of 
its lists of “Birthday Club” members 
paid profitable dividends during the 
back-to-school rush for William 
Thomas, manager of Patrick’s Shoes, 
in the new Cherry Creek center. 

Ever since the formal opening of the 
new store last Spring, Thomas has en- 
couraged each Denver youngster to 
come in for a free birthday gift. Any 
youngster, with or without parents, 
may simply walk into the store on his 
birthday, and sign a birthday club 
membership application, whereupon he 
is a “regular member.” At the time 
the card is filled out, the youngster re- 
ceives a free gift. Thereafter, he will 
receive on each birthday, a “Happy 
Birthday” card from the management, 
and an invitation to come in for still 
another gift. 

“We have built up a valuable list in 
this way,” Thomas said. “For example, 
one woman brought in her two small 
boys the day before school opening and 
bought $18 worth of shoes, socks, and 
polish. We have found that the free 
gifts and birthday club registrations 
are always worthwhile, because even if 
no shoes are needed at the moment, the 
usual customer buys at least two pairs 
of socks, or a bottle or two of shoe 
cleaner and polish. This makes the 
time spent well worth while and be- 
cause of the excellent sales opportuni- 
ties opened up later on we don’t be- 
grudge the free gift and the expendi- 
ture of time even during the busy 
hours.” 

Operating two stores in the Denver 
area, Patrick’s is thoroughly sold on 
direct mail as its number one source of 
sales. Currently, along with the birth- 
day club registrants, the store is using 
a direct mail list of 3,000 persons, each 
of whom has been an actual customer 
of the store, or who registered at the 
opening. “We haven’t found that it 
pays to obtain mailing lists from city 
directories. commercial! lists, and simi- 
lar sources,” Thomas said. “Instead, 
we find it far better to make up our 
own and to depend entirely on registra- 
tions made in the store. In this way, 
when we send out a circular, notice of 
a sale, reminders of forthcoming holi- 
days, or other direct mail, we know 
that the customer can visualize us at 
the time the piece is read. For that 
reason, we are getting an exceptionally 
high percentage of response on every 
direct mailing we have used.” 

One girl at the Thomas store is re- 
sponsible for maintaining the direct 
mail program, selecting the names, 
checking daily for birthdays coming up, 
sending out the birthday cards, and 
thus following up on the entire list. 
Because of this concentrated attention, 
it is possible for the Denver shoe store 
to contact its customers at least three 
times per year. 
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W. B. Coon Company Buys 
Out Krippendorf-Dittmann 


LEBANON, O.—President H. J. Kilduff 
announced that assets of the Krippen- 
dorf-Dittmann Company, Lebanon shoe 
manufacturers, are being sold to the 
W. B. Coon Company, of Rochester, 
N. Y., and operations will be halted 
here. 

The Krippendorf Company moved 
here from Cincinnati in April, 1954, 
and had as many as 230 employes. 

Both the Krippendorf and Coon firms 
have been in the women’s shoe manufac 
turing business for more than 80 years 
Stanford Phelps, president of the Coon 
firm, said his concern would continue to 
manufacture Krippendorf foot rest 
shoes at the Rochester plant. 

Financial details of the transaction 
were not made public. 


Profit-Sharing Bonus Is 
Distributed by Wellco 


WAYNESVILLE, N. C.—Wellco Shoe 
Corporation of Waynesville has an- 
nounced that it is paying a total of 
approximately $60,000 to all factory 
and office employes as a profit-sharing 
bonus for the fiscal year 1954-55. 

In addition to the above amount, 
profit-sharing checks are being dis 
tributed to all its sales representatives, 
junior executives and factory super 
visors. The amount of money distributed 
as a profit-sharing bonus is computed 
on fixed annual percentage of net 
profits before taxes. 

Cash prizes were awarded to the 
employes who estimated most accu- 
rately the amount to be received by the 
average employe. Two separate con- 
tests were held prior to the final annual 
audit, one for factory employes, the 
other for office personnel. 

Wellco’s profit-sharing system ha 
been adopted by many of the company’s 
foreign affiliated factories. 


Patented Children’s Shoes 
Get Nationwide Build-Up 


PITTSBURGH—Having completed test 
marketing, Strait-Step Shoes, Inc., 
manufacturers of patented children’s 
shoes, announced it will expand dealer 
franchises on a nationwide basis. 

The company begins the biggest tele 
vision advertising campaign in its his 
tory with simultaneous broadcasts in 
New York City and Philadelphia. Fol 
low-up television programming will 
reach every major city across the na- 
tion, the company said. 

It said the Strait-Step Shoe is the 
result of years of research and testing 
by Fred L. Ayers, designer and inven- 
tor, who holds many patents granted 
him in the United States, Canada, and 
10 foreign countries. 

W. L. Kreider’s Sons Manufacturing 
Company, of Palmyra, Pa., is the ex- 
clusive distributor for these shoes. 
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SEND FOR NEW CATALOGS 
OF OUR DAYTIME AND 
EVENING SHOES 
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SLIPPERS 
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Feature this popular 
HUBER EMBASSY as the 
ideal Christmas gift 

for men. Soft kid uppers, fully 
leather lined, leather soles... . 
to retail profitably at $5. 


SLIPPERS ) 


ee 
IN-STOCK 


Write for Catalog and Price List 
HUBER stirrer co., aviston, tu, 
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BALLET SHOES 


7 LE le 


CONTACT YOUR LOCAL DANCE 





TEACHERS FOR MORE BALLET SALES | 


Yow re Losing 
FAST PROFITS 


until you feature this 
top quality Ballet Line 


Pleated-toe and full-sole dance 
slippers. Genuine leathers 
throughout. Hand lasted and 
styled right. Made in black 
white, red, blue, green and yellow, Full run of 
sizes—Prompt service. 

Setisfection guaranteed. Write 


OLL-Y WOO D 


PRODUCTS, INCORPORATED 
P. ©. BOX 628 COLUMBUS 16, OHIO 


Please rush me 





Sires: suse 
Colors: 
WAME: ... 
STREET: 


OITVE 2. ccnue 
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Potvin Shoe Company 
Switches Area Personnel 


Brockton, Mass.—Richard J. Potvin 
of the R. J. Potvin Shoe Company, here, 
announced changes in sales personnel 
atfecting New England and the Middle 
Atlantic States, 

New with the company is Clifford 
Lenox of Pawtucket, R. I, who will 
cover New England and upper New 
York state. Mr. Lenox had been asso- 
ciated with the Charles Shoolman, John 
Irving and Elkin Shoe Companies. He 
attended Brown and Boston Universi- 
ties. 

The New England territory was 
opened when Jim Cunningham re- 
quested transfer to the Pennsylvania; 


Delaware; Washington, D. C.; Mary- | 


land; Virginia and W. Virginia area, 
bringing full time representation to this 
section. 


Selby Shoe Company 
Promotes Men from Ranks 


PORTSMOUTH, O.—The Selby Shoe 
Company announced the promotions of 
five executives and said they are in 
keeping with the policy of Homer C. 
Selby, president of the company, to re- 
ward Selby employes by filling execu- 
tive posts from the ranks. 

Harry E. Deist was named supervisor 
of cost development. He was formerly 
manager of methods and standards. 


R. Ellis Dupuy was promoted to pro- | 


duction manager from a position he for- 
merly held in the time study division. 

Robert Clare was named manager of 
methods and standards. 


Allen P. Sisson was promoted to gen- | 


eral office manager. He was production 


manager, 





U.S. Rubber Names Hocking 
To Footwear Promotion Post 





Arthur John Hocking has been appointed 
manager of advertising and sales pro- 
motion for the footwear and general 
products division, United States Rubber 
Company. He will be responsible for 
advertising and promotion of the com- 
pany's foam and sponge rubber products, 
vinyl coated fabrics, Royalite plastic 
products, waterproof and fabric foot- 
weer and other waterwear. 





| 





Compo Research Director 
Elected a Vice-President 


Boston—John F. Smith, director of 
mechanical research for the Compo 
Shoe Machinery Corporation, has been 
elected a vice-president of the company. 
He has been associated with Compo for 
the last 22 years, during which he 
served as chief engineer and patent 
counsel and has been in charge of de- 
velopment and design of Compo shoe 
machinery. 





JOHN F. SMITH 


Mr. Smith is not only a graduate en- 
gineer but a registered patent attorney 
as well. He is a member of the Ameri- 
can Society of Mechanical Engineers, 
Engineering Societies of New England, 
Boston Patent Law Association and 
New York Patent Law Association. 


Award to Silicone Producer 


New York—The Dow Corning Cor- 
poration, of Midland, Mich., producers 
of silicones, used in making silicone- 
processed leather, has been awarded 
the 1955 Chemical Engineering Achieve- 
ment Award, it was announced by Dr. 
Sidney D. Kirkpatrick, editorial direc- 
tor of Chemical Engineering, the pub- 
lication sponsoring the event. 

The selection committee consisted of 
84 men headed by Walter G. Whitman, 
director of the chemical engineering 
department of the Massachusetts In- 
stitute of Technology. 


Irving Tanning Appoints 
Jean Olds to Fashion Post 


New York—Jean Olds has been ap- 
pointed fashion coordinator for the 
Irving Tanning Company of Boston, 
Mass. She comes to her new position 
with a background of promotion and 
production in radio and television, and 
applied arts. Miss Olds will visit ac- 
counts, showing new colors, new de- 
signs and new finishes and emphasize 
color coordination. She is the twin sis- 
ter of Charline Osgood of the Kid 
Leather Guild. 
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Classified AND Nant Ads 


SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


S A L rc M SALESMEN WANTED 
MANUFACTURER of popular priced 
Children's and Misses’ BONWELTS and 

CEMENTS. IN-STOCK operation of 100,- 


APTITUDES Famous In-Stock House. Will take SIDE-LINE Man. | | | 000 pair inventory at all times. Com- 
VIRGINIA, NORTH CAROLINA, and SOUTH CAROLINA. Aig Seco apecyparie A goadheg 


‘ . ple Case. 

Price Line:—$6.95 to $8.95. Prefer man carrying non-conflict- years advertising our BRANDED line. 
° high . lj . 5 EXTENSIVE MAIL ORDER business in all 
ing higher price line. Send full particulars, picture and age, PROTECTED TERRITORIES. 6% COM- 
’ : : ‘ MISSION. Replies confidential. Give 
and also specify present line being carried. all pertinent details in first letter, Most 











territories available. 


APT SHOE MFG. CO., 43 Leon Street, Boston, Mass. | | Contact: KESSLER SHOE MFG. CO. INC. 


WESTMINSTER, MD. 











INE INFANTS’ AND CHILDREN’S pre 
welts and eompo shoes, attractive line with 
stock department Territory, Illinois, Indiana 
and (Alahoma Address Log’ care Boot & 


SALESMEN WANTED] #22 


| : . tER or af 
Splendid opportunity to carry BLUM’S REST TIME FOOTWEAR AND CASUALS ‘ins MAR I Ac rUR ER e- 4 ; pddetnnn 
with non-conflicting line. Company now celebrating it's 100th Anniversary en Jobbing Trade in Pennsylvania, Obio, 
and has leading connections with retailers and department stores. Applicants } a pte By nite ; to "on vis 
must be acquainted with the trade, and please give full details in first letter eved round in th 9 field Send resume, All 
Territories now open: #1. Texas. #2. Some Middle and Southern States. mmunica Je dential. Adare wen 
#3. Kansas, Nebraska, Missouri. ene Se 


BLUM SHOE MFG. COMPANY, Danville, New York 








OF r TAN DING DISTRIBUTOR OF WOM 
iD CHI DREN'S SHOES, includ 





( port Casuals and 





2 pe é ishe ri tor s, seeks 





SHOE SALESMEN SALESMEN WANTED 


WANTED BY MANUFACTURER opular price children's shoe ma res 
a now using the exceptionally por } $ f 
nationally advertised fine line of soft soles, first | welt'’ process c ne a ' tory f 
steps and flexi Attractive | | tomas ced Hla glle tm dncldest nok octet Mlb 
Commission | | Adding to mmediate deliverie ns to 
organisation for increased production Write now! | qualified me All territories “open Write 
Mate experience and references | details in first letter. All replies nfidential 
Address Box 325, eare BOOT & SHOE peocoRDER Address Box 358, care BOOT & SHOE RECORDER : : N WANTED f 
100 East 42nd Street, New York | Chestnut and 56th Streets, Philadelphia 39, Pa e Nebraska—Kansas -M 
te lir f FLEET-AIR is 




















ANUFACTURER OF NATIWONALLY 
i KNOWN, popular priced Women's « 

__ SALES REPRESENTATIVES line desires capable salesmen. Commissions paid 

weekly Non-conflicting sideline may be carried 

pidiy expanding Prominent New York Give full qualifications, experience, and recent 

f actur er seeks established representa snapshot Territories open l Western New 





fs) andlie Nationally accepted staple Yor State; 2. Georgia-Alabama; Louisiana 
dies Sones Calf Skin Scuff—$2.00 Re Mis sippi Arkans is; 4. Tennessee Kent 
tailer. Liberal Commission. State references Indiana om noig (exclusive of Chica 
and territory desired souri-Kz 18; : Oklahoma 
IRVAL FOOTWEAR Addons “Be x No. 354, car be 
159 Varet Street Brooklyn, New York Recorder, 56th & Chestnut Streets 


9, Pa 











CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 20 cents a word under any of our classified headings. Minimum amount 
accepted 18 words, $3.60. When a box number is desired, addressed to any of our offices, 12 words must be added for this 
and charged at the word rate. If advertiser's own name and address is used, count each word (street number is one word) 
at word rate. Classified advertising is payable in advance. Send check or money order with your copy. No accounts are 
opened for classified advertising except for regular advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of 46 words per inch, 


Notice: All Classified Advertisements for the October Ist Issue and Thereafter, Should be Addressed to Our Philadelphia Office— 
56th & Chestnut Streets, Philadelphia 39, Pa. 











October 15, 1955 




















WANTED TO PURCHASE | WANTED TO PURCHASE 


SIDE LINE SALESMAN WTD. 








SELL us your Men’‘s, Women’ 


action, write, phon 


WANTED TO PURCHASE 


s and Children’s Branded Shoes. 
Top Dollar Paid. We retail and can afford to pay more. For quick 
e, or wire collect. 


BERT PERLMUTTER. Route 46, Kenvil, N. J. 











A*®! H Support shoes for men, women or chil- 

dren, any quantity. Will pay wp prices 
Send list for quick action. Strahl Shee Co., 1170 
Third Ave., San Diego, Calif. 





HELP WANTED 








WANTED—BUYER— 
WOMEN'S SHOES 


Live in Southern California. Buyer for 
women's medium priced shoes needs an 
experienced assistant to be in charge of 
substantial departments. Must have ex- 
perience. Age 35, or under. Advance- 
ment on ability. Many advantages pres- 
ent in this large and successful company. 
Head buyer will be in Chicago area 
attending Shoe Show, October 21 thru 
27, for interviewing nearby applicants. 
All replies are confidential. 


Address Box 35), care BOOT & SHOE RECORDER 
Chestnut and 56th Streets, Philadelphia 30, Pa, 











Store desires 
to move to 
Modesto, Cal 


ETAI! 

quality 
California, Sl 
ifornia 


SALESMAN.—Quality 
salesman Your 


Pr'TON’S, Box 


| hanc si 
981, 





BUSINESS OPPORTUNITY 


UN SUAL OPPORTUNITY — One of 
European 





the 


largest manufacturers of men’s, 
women's and children's shoes; best known brand 
real favorite among Europeans—offers fran- 
chise to expert shoe retailers in each of the fol 
lowing cities Buffalo, Philadelphia, ( hicago, 
Milwaukee, Detroit, Cincinnati, San Francisco, 


Good profit margin and sales 
non-established 


Washington, D. ( 


potential open for established or 





parties. Write in confidence. Give references, 
details in lst letter, Address Box #350, care of 
Boot and Shoe Recorder, Chestnut and 56th 
Streets, Philadelphia 39, Pa 
Robert Meltzer Joins 
. . . ] 
Magic Chemical Co. 
BrockToN, Mass.—Magic Chemical 


Company of Brockton has appointed 
Robert Meltzer as their representative 
for the state of Maine. Mr. Meltzer will 
be available for demonstration of the 
Magic Chemica! products and for con- 
sultation on all chemical and adhesive 
problems in the shoe factory. The 
Magic Chemical Company offers a com- 
plete line of shoe adhesives and cleaners 


for every department in the shoe 
factory. 

Mr. Meltzer has had practical experi- 
ence with ail types of shoemaking ma- 
chines and is familiar with shoe compo- 
nent materials. 

He makes his home in Lewiston, 


Me 
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FOR SALE 








FOR SALE 


MODERN, ATTRACTIVE SHOE STORE, IN 


ACR CA 
Without STOCK. THIS HIGH VOLUME STORE 
18 A WONDERFUL OPPORTUNITY 


Shoe oon, ¥ Wika Street 
Or vy Merdoek 8-6091 











FOR SALE: FAMILY SHOE STORE, Oak 

land, California; Good location; Residential 
neighborhood; Modern Windows; Attractive In 
terior; National Brands. Two people should do 
$45,000 to $50,000 or more. Inventory $24,000, 
plus. Fixtures $3,500 Address Box 235 
care of Boot and Shoe Recorder, Chestnut and 
56th Streets, Philadelphia 39, Pa 


STORE EQUIPMENT, INCLUDING CHAIR 

MASTER Chairs and Kiddie Fitter, as well 
as X-Ray Machine. All in excellent condition 
Exceptional value. Address: Box #359, care of 
Boot and Shoe Recorder, Chestnut and 56th 
Streets, Philadelphia 39, Pa 


SODA 
years ago 


STORE, WITH 

established seven 
Owner retiring. Handle 
shoes and apparel for entire family. Mixed 
trade, Open seven days a week. Price stock at 
cost-—about $20,000. Owner will give long lease 
on property and fixtures E. ROSE, 1021 
GLENWOOD, Delano, California 


FAMIL LY SHOE STORE Established 32 

years. Owner retiring. Further information 
write LELAND SHOE STORE, 78 Leland Ave 
nue, San Francisco 24, Cal. 


EPARTMENT 
FOUNTAIN; 


Doing good business 





Keith Appoints Ad Agency 


BrockTon, Mass.—The Geo. E. Keith 
Company, manufacturer of Walk-Over, 
Keith Highlander and Wm. Joyce 
shoes, announced the appointment of 
Harold Cabot & Company, Inc., na- 
tional advertising agency. 


Western Shoe Distributors 
Add Salesman to Staff 


Los ANGELES—The Jaffe Company, 
western states distributors of women’s 
footwear, announced the addition of 
Vernon Godbehere to its sales staff. 

Mr. Godbehere succeeds Walter M. 
Jaffe in the Arizona and New Mexico 
territory, which he has covered for the 
last 10 years for other shoe firms. 


Ad Agency Neves Offices 


Boston—Bennett & Northrop, Inc., 
Boston advertising agency well-known 
in the shoe and leather industry, has 
moved to larger quarters at 711 Boyls- 
ton Street where they occupy an en- 
tire floor. Recently the agency opened 
a branch office in Halifax, Nova Scotia 
to service accounts in the Maritime 
Provinces. 





ORNAMENTS Shoe Bows, small tray, HOT 
numbers. Highest commission. Address 
#310, care Boot & Shoe Recorder, Chestnut and 
56th Streets, Philadelphia 39, Pa 


ANTED — SIDELINE SALESMEN for 
Children’s Casuals. GARDNER SMITH, 
3647 Ohio Avenue, St. Louis 18, Mo. 





FOR RENT 








INTOWN BOSTON 
FOR RENT — MODERNIZED STORE 
IN ACTIVE RETAIL SHOE AREA 
1,000 Sq. Ft. selling space 
—full basement. Call— 


HUNNEMAN AND COMPANY, Inc., Realtors 
19 Congress Street, Boston Ri. 2-4430 














POSITIONS WANTED 








Volume Cancellation Shoe Store Owners 
DO YOU NEED A PART TIME BUYER? 


I can save you trips to New York. Retailer now 
operating two suce osaful Cancellation Stores in 
Metropolitan area can purchase your needs in the 
New York market which he attends every day 
For further information write t 
Box 352, care BOOT & SHOE RECORDER 
Chestnut and 56th Streets, Philadelphia 39, Pa. 














Wage Increase Announced 
By General Shoe Corp. 

ATLANTA, GA.—Atlanta employes of 
the General Shoe Corporation, recently 
expressed their appreciation to Presi- 
dent Eisenhower for signing the $1 
minimum wage bill. The company has 
announced a wage increase of six cents 
an hour effective September 19. 

Oscar Summer, manager of the At- 


lanta plant, said the wage increase 
would affect 325 in this city. There are 
also Georgia plants in Lawrenceville 


and Carrollton, in which 1000 employes 
will be benefited. 

Maxey Jarman, chairman of the com- 
pany with headquarters in Nashville, 
was quoted to the effect that the cost 
of living increase of 7% cents an hour 
would become a permanent part of each 
employe’s “clock hour rate” and an ad- 
ditional half-holiday Christmas eve and 
hospital benefits would be given, affect- 
ing in all 15,000 employes. 


Reichert General Manager 


AUBURN, Me.—Leonard K. Reichert 
of Pittsfield, Me., has acquired an inter- 
est in and been made general manager 
of the Lumbard-Watson Shoe Company 
at Auburn, according to announcement 
by Henry G. Lumbard, Sr., and C. V. 
Watson. Mr. Reichert recently resigned 
as sales manager of Northeast Shoe 
Company at Pittsfield. 






Boot and Shoe Recorder 








WANTED TO PURCHASE | WANTED TO PURCHASE 





WANTED TO PURCHASE 








WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN’S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD ShOs CO., INC., 269 FULTON AVE., HEMPSTEAD, - 1, N. Y. 
L. Meltzer, hoe 1-9830 














YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 


Ty) , 6 95 Reade S$t., New York 13, N. Y. 
SAM CAMITTA & SONS nnd 


Foremost Cash Buyers of Fine Shoe Jobs Since 1906 
Surpivs Stocks © Cleseouts © Complete Stocks © Your Name and Brand Protected 








WE BUY CLOSE OUTS, SHOE STORES 
LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 
74 READE ST.. NEW YORK 7, W. Y. 
RALPH VOGEL 


TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
132 Ne. ax seems 6. Pe. 
Phone: LO 3-9533 








Pe Oe ee 


ARE TRY 


MET 


V Quality Shoes \ Complete Stores 
¢/ CLOSEOUTS OR SURPLUS 


from Mfgr. or Retailer 
Any Quantity . . . Any Timel 





For Quick Action, 





CE 1-4898 CE 1-3762 


QUALITY SHOES SINCE 32 : 
“WHILE IN TOWN SEE WEIL" = 














mum CASH FOR 
GB CLOSEOUTS 


GM SURPLUS 
GN DISCONTINUED LINES 
GN COMPLETE STORES 


BROITMAN - GAFFIN 


146 DUANE ST, MO Y.C. 88 3-7290 


Vv PRICES 


SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


Write or wire for fast se 
then + + quality men’s, 
women's and children’s shoes. 


Me Agape 


MOSINGER-COHN 


1235 Washington S$? tovis 3, Mo 








MY HOBBY 
Buying, Selling Shoes for 36 years 
ASH TOP PRICES 


Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 























eee fc 


BARIS BUYS for CASH 


Quick decision on your offers of discontinued and 
surplus men's, women's and children’s shoes. 


Also complete stores considered 
Jobs In Fine Shoes From Fine Sources Since 1931 


79-81 Reade St. New York 7, W. Y. Tel: WOrth 2- sino 


No More Worries 
No More Cares 


LOUIS CAMITTA & SON 
01 READE ST., NEW YORK, W. Y. 


wo 2-5063 
. CAMITTA & SONS 








CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, N. Y. 
Telephone WOrth 2-2516 








WE BUY ||| ARRONSON 
Your BRANDED PAYS MORE 


and DISCONTINUED 
FOR YOUR JOB LOTS & CLOSEOUTS 


SURPLUS STOCKS YOUR NAME & BRANDS PROTECTED. 


Write or Phone LEASES ASSUMED FOR OPERATION 
LOmbard 3-2062 NOTHING TOO LARGE OR TOO SMALL 


CAMITTA SHOE CO. George J. Arronson Associates 


157 DUANE ST., ' 
120 No. 4th St. Phila. 6, Pa. 7 ooo * 

















MORRIS BAYROFF 
formerty with M & R Shoe Co. 
1S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 
Leases Assumed 

















Buy Savings Bonds 








October 15, 1955 





BTATEMENT REQUIRED BY THE 
ACT OF AUGUST 24, 1912, AS 
AMENDED BY THE ACTS OF MARCH 
3, 1922, AND JULY 2, 1946 (Title 39, 


United States Code, Section 233) 


BHOWING THE OWNERSHIP, MAN- 
AGEMENT AND CIRCULATION OF 
BOOT & SHOK RECORDER, published 
semi-monthly at Philadelphia, Va for 
October 15, 1955 


1, The names and addresses of the 
publisher, editor, managing editor, and 
business managers are: Publisher, Everit 
B. Terhune, Jr., Boot Koad, Sugartown, 
Maivern, K.D., Pa.; Editor, Raymond L. 
Fitzgerald, 9912 Guilford St., Forest Hills, 
N. Y.; Managing editor, John J. Reilly, 
120 Browning Lane, Rosemont, Pa.; Busi- 
ness manager, none 


2. The owner is: (If owned by a cor- 
poration, ite name and address must be 
stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding 1 percent or more of 
total amount of stock If not owned by a 
corporation, the names and addresses of 
the individual owners must be given. If 
owned by a partnership or other unin- 
corporated firm, its name and address, as 

as that of each individual member, 
be given.) CHILTON COMPANY, 
56th & Chestnut Sts., Philadelphia, 


Holders of more than 1 percent of the 
capital stock outstanding of Chilton Com- 
pany Mary M Acton, 260 Sycamore 
Avenue, Merion Station, l’a.; Mrs. Beulah 
Fahrendorf, Chateau Lafayette, Scars- 
dale, New York; Dorothy 8. Johnson, 11156 
Fifth Avenue, New York, N. Y.; Estate 
of Mabel M. Musselman, 260 Sycamore 
Avenue, Merion Station, Pa.; Benefici- 
aries: Mary M. Acton and David Acton; 
d Hioward Pew, 1608 Walnut Street, 
Philadelphia, Pa J. N. Pew, Jr., 1608 
Walnut Street, Vhiladeiphia, Pa Mabel 
P. Myrin, 1608 Walnut Street, Philadel- 
phia, Va.; Mary Ethel Pew, 1608 Walnut 
Btreet, Whiladelphia, Pa Tradesmans 
Land Tith Bank & Trust Company, 100 
8. Broad Street, Philadelphia, Pa., Trustee 
Estate of James Artman, Deceased. Bene 
ficiaries: Franklin Artman, Vera Watters, 
Alvin C. Artman, Elizabeth J. Artman, 
Marion A. Pratt, George H. Pratt, by as- 
signment, Edwin Moll, by assignment, 
Alberta C. Sly, Executrix U/W of Fred 
erick 8 Sly, Deceased, 149-40 35th 
Avenue, Flushing, Long Island, N. Y. 
Beneficiaries: Albert C. Sly, Alberta C 
Bly and John KE. Sly; Mary M. Acton 
and John Blair Moffett, Trustees U/W 
of Clarence A. Musselman, Deceased, 1608 
Walnut Street, Philadelphia, Pa, Bene 
ficiaries: Mary M. Acton and David Ac 
ton; Charlotte M. Terhune, 160 KE. 48th 
Street, New York 


3. The known bondholders, mortgagees 
and other security holders owning or 
holding 1 percent or more of total amount 
of bonds, mortgages, or other securities 
are: (If there are none, so state.) NONE 


4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting ; also 
the statements in the two paragraphs 
show the affiant’s full knowledge and be- 
lief as to the circumstances and condi- 
tions under which stockholders and se- 
curity holders who do not appear upon 
the books of the company as trustees, 
hold stock and securities in a capacity 
other than that of a bona fide owner 


5. The average number of copies of 
each issue of this publication sold or 
distributed, through the mails or other- 
wise, to paid subscribers during the 12 
months preceding the date shown above 
was: (This information is required from 
daily, weekly, semiweekly, and triweekly 
newspapers only.) 

EVERIT B. TERHUNER, JR., 
Publisher. 

Sworn to and subscribed before me this 

20th day of September, 1955 


MAE A. GATZENMEIER 
(My commission expires March 30, 1956.) 
[SEAL] 
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MERCHANTS’ NEEDS 








XMAS & SALE SIGNS 


(""DAYGLO"’) 
PRICE TAGS 


Unit Controls, 
"Special Orders’’ Book 


MERCHANTS SERVICE 
209 S. State St., Chicago 4 





FREE 

















Hood Manager to Head Group 
Boston Red Feather Campaign 


WATERTOWN, MAss.—Dexter C. Whit- 
tinghill, export manager of the Hood 
Rubber Company, a division of The B. 
F. Goodrich Company, here, has been 
appointed chairman of the Rubber Fab- 
ricators and Manufacturers Group 1956 
Red Feather Campaign in the Greater 
Boston area. He has been active for 


DEXTER C. WHITTINGHILL 


the last 10 years in the Boston Indus- 
trial Division and Newton Residential 
Section, for both Red Feather and Red 
Cross campaigns. 

Starting with Hood Rubber Company 
in the accounting department 39 years 
ago, he has since served as office and 
credit manager at branches in New 
York, Philadelphia and Washington. 

He also served twice in Manila; first 
as treasurer of Hood Rubber Company 
of Manila, Ltd. and later as Far East- 
ern representative for Hood Rubber 
Company. He has been manager of 
market research and traveling auditor, 
and for the past 10 years, manager of 
exports at the factory in Watertown. 


Mutual Appoints Designer 


MAr.LpBoro, Mass.—Mary Zanoni, who 
has been designer for I. Miller & Sons 
Company for the last five years, has 
been appointed to a simliar position 
for the Mutual Shoe Sales Company, 
here, manufacturers of the Foot Flairs 


line of women’s shoes. Announcement 
of the appointment was made by Kay 
Sleater, Mutual’s director of fashion 
and design. Miss Zanoni will make her 
headquarters at Mutual’s New York 
office in the Empire State building. 


FOR NEXT 
SATURDAY’S 
RUSH 

Order NOW, enough 


LONG ARMS 


j 
for every section of shelving. You will get 
the shoes from the high shelves so much 
faster you can serve more customers, make 
more sales. Made in two sizes, for men's 
and women's boxes. Handle lengths—30" 
to 60": $3.50. Sent parcel post prepaid in 
US.A. Satisfaction guaranteed. Ask your 
findings dealer or send order to 


CARL BEEMAN 


Cedar Heights Road Stamford, Conn. 


Patented 














International Shoe Machine 
Names Hooper Service Head 


CAMBRIDGE, MAss.—Alfred T. Hooper, 
formerly Boston office branch manager 
and technical sales specialist in the 
Cambridge office of International Shoe 
Machine Corporation, has been ap- 
pointed to a new position as assistant 
sales and service manager in charge of 
service for the corporation. 

Mr. Hooper will handle recruiting 
and training of service personnel, in- 
struction programs on new machines, 
branch office procedures and direction 
of Cambridge office technical specialists. 

Paul N. Vonckx, operations manager, 
said, “This appointment is an important 
forward step in our program designed 
to strengthen ISMC forces in the field.” 
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- Wad ERTISING 
en TCI TUK: 


—here's how to get 
More Business! 


HE Vincent Edwards Idea Clipping 

Service has over 2000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
World's Largest Advertising Service 
Organization 
342 Medison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 














Boot and Shoe Recorder 








INDEX TO ADVERTISERS 





Accent Shoe Co. 
Acme Boot Co 
Acme Leather Co. 
Alden, C. H., Co 
Allied Kid Company 
Amer. William, Co 


American Biltrite Rubber Co. 


American Fixture Co. 
American Girl Shoe Co 
American Hide & Leather Co. 
American Junior Shoe Co. 
Andrews Alderfer 

Antwelt Co =“ 
Aronoyv of California 

Avon Sole Company 


B. & R. Shoe Co 
Bannister Shoes 

Barbour Welting Co 
Baris Shoe Co., Inc now 
Barrett & Co. 

Bass, G. H., & Coa. 

Bata Shoe Company 
Bates Shoe Co. eae 
Beckerman, M., & Sons 
Beckwith Mfg. Co. 
Beebe Rubber Co. 

Begges & Cobb Co. 
Berned Shoe Co 

Blum Shoe Mfg. Co 
Borg, Geo. W., Corp 
Brand Names Foundation 
Brannock Device Co. 


179 

72, 73 

242, 263, 267 
238 

215 


Brezner Div. of Allied Kid Co 


sroitman-Gaffin Shoes 
Brown Company 
Brown Shoe Company 
Burns Cuboid Co 


Cambridge Rubber Co 
Camitta, Louis, & Son 
Camitta, Sam, & Sons 
Camitta Shoe Company 
Carmo Shoe Co. 

Cats Paw Rubber Co. 
Cavalier Company 
Chairmasters 

Chatila, A., & Co 
Chesapeake Shoe Co 
Chesbrough, G. W., Mfg. Co 
Chris Laganas Shoe Co 
Clapp, Edwin, & Son, Inc. 
Coffy Hoyt Products, Inc. 
Colonial Tanning Co. 
Conformal Shoe Company 
Converse Rubber Co 
Culver Mfg. Co. 


Deb Shoe Company 

Deevers Shoe Co <a 
Dickerson, Walker T., Co 
Dow Corning Corp 

Dunn & McCarthy, Inc 
DuPont, E. I., de Nemours & 


Eaton, Charles A., Co 
Eby Shoe Corporation 
Ed. White, Junior, Shoes 
Eddy Shoe Co. 
Edwards, J., & Co. 

Enna Jetticks 

Ephrata Shoe Company 
Evans, John R., & Co 
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21 

67 

178 

2nd Cover 
169 

236 

260 


5 


162 

243 

nea 66 
-+-191, 203 

Co., Ine, 189 


23 

8 

161 

267 

93 

203 
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Front Cover 





F & M Shoe Shine Kit 
Fandango Footwear 
Farber, L., Welting Co 
Field & Flint Co 

Five Star Footwear Co 
Flex-Mor Shoe Co 
Florsheim Shoe Co 
French, Shriner Shoes 
Friedman-Shelby Shoe Co 


Gallun, A. F., & Sons Corp 
Gardiner Shoe Co 
Gerberich-Payne Shoe Co 
Gilbert Shoe Company 
Goding Boot Co 

Golo Footwear Corp 
Goodrich, B. F., 
Goodyear Tire & Rubber Co 
Green Shoe Mfg. Co 
Gro-Cord Rubber Co 64, 
Gruenstein, Gordon 


Hale, Alfred, Rubber Co 
Hannahsons Shoe Co 
Harry Hess 

Hempstead Shoe Co 
Heydeys Shoes 
Hollywood Products, In¢ 
Hood Rubber Co 
Howard & Foster Co 
Hoy Shoe Company 
Huber Slipper Co 
Hussco Shoe Company 


Irving Tanning Co 
Iselin, William, & Co 
Italian Shoes Manufacturers 


Justin, H. J., & Son, Ine 
Juvenile Shoe Corp. of America 


Keith, Geo. E., Co 

Kings Footwear 

Knipe Bros., Ine 

Knomark Mfg. Co 

Kreider, W. L., Sons Mfg. C 


Laconia Shoe Co 
Lawrence, A. C 
Leverenz Shoe Co 
Levor, G., & Co., Ine 
Lion Sandals, Inc 


Leather Co 


Long Arm 


Lucey, John E., Shoe Co 


Markell, Maurice, Shoe Co 
Medwed Footwear Company 
Meyer Label Co., Inc 

Mid States Shoe Co 
Midwest Footwear, Inc 
Miller, O. A., Co 
Minnetonka Moc Co., Ine 
Mosinger-Cohn Co 


Nazzaro, M. J., Ine , 
Northwestern Leather Co. Trust 
Nu-Dell Plastics Co 

Nunn-Bush Shoe Co 


Ohio Leather Co., The 
Old Colony Shoe Co 


Rubber Co... 44, 45, 86, 22: 


Back Coy 








Peek-A-Boot 

Pennant Shoe Co 

Peters Shoe Company 
Pfeiffer's 

Pierce, C. 8., Co 
Piymouth Shoe Co 
Popular Priced Shoe Show 
Posner, Dr. A., 
Potvin, R. J., 
Prima Footwear, Inc 


Shoes 


Shoe Co 


Queen Quality Shoes 


Quinn & Delbert Boot Mfg. Co 


Ripon Knitting Works 
Rochester Shoe Tree Co 
Romito-Donnelly Co 

Ross, A. H., & Sons 
Rueping, Fred, Leather Co 


Sabin, B 

Sandler, A., 

Scholl Mfg 

Sebago-Moc 

Semeco, Ine 

Servus Rubber Company 

Shain & Co 

Shaw, M. T., Ine 

Shoe Form Company 

Singer Sewing Machine Co 

Smith, J. P., Shoe Co 

So-Lo Marx Rubber Co 
Southeastern Shoe Travelers, Inc 
Stacy Adams Company 

Step Master Shoes, Inc 

Stetson Shoe Company 

Stone Tarlow Shoes 
Sundial Shoe Company 
Surpa Leather Co 
Swan Shoe Company 


Taylor, Thomas, & Sona, Inc 197 


Textileather Div, of General Tire & 
Rubber Co 79 

Rubber Corp 

Tober-Salifer Shoe Mfg. C 

Trimfit Hosiery 


Tingley 


Trimfoot Company 


l'weedie Footwear, Ine 
Tyer Rubber Co 


United Shoe Machinery Corp 
$2, 33, 75, 165, 201, 270 
United States Rubber Co 70, 208, 209 


United State Shoe Corp 128, 129 


Vaisey, Bristol, Shoe Co., Ine 
Vincent Edwards & Co 

Viner Brothers, Inc 

Virginia Oak Tannery Sales Corp 
Vitality Shoe Company 


Vogue Shoe 


Weber Shoe Co 

Well, M. K hoe Co 

Welleo Shoe Corp 

Willets Shoe Co 

Wilner Wood Products Co 
Winthrop Shoe Company 

Wohl Shoe Co 

Wolff-Tober Shoe Co 
Wolverine Shoe & Tanning Co 
Worcester Shoe Co 


Ray Shoe Fitter Co 


Yankee Shoemakers 





Production and Operator Both do well 


with the UAC SEAM REDUCING MACHINE— MODEL A 
(Handle up to 400 dozen pairs of shoes daily) 


Fy 


This easy-to-operate machine does not take it out on the | 


| 
operator — but does take it out of backseams by reducing | 7 Smportant- 


both edges of the upstanding section of the seam. Mechanical Features 


After excess stock is removed, remainder is rubbed down 
by the raised surfaces of the wheel. Result: a smooth, even Positive feed mechanism 


seam, previously available only by tiring, costly hand op- Treadle operated deflec- 
erations. tor for right or left dog- 


. - - , ear backstays 
Even if quarters are not well matched in texture or weight, 


Inside of machine splash 


snakey backseams are no problem. There is no strain on rena 
. . . * . . . vbdricate 
stitches in this operation . . . seam reducing with this ma- 


1 : Pre-lubricated external 
chine will not break backseams. . 
bearings ‘ 


SERVICED ) 
” 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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LAWSON Last 
Style 8407 
PLI-FLEX CUSHION SHOE 
Brown Mello © Rubber Heel 
Also in Black 


LAWSON Last 4 
Style 8428 
PLI-FLEX CUSHION SHOE 
Brown Mello © Rubber Heel 
Also in Black 


OA 


*meseneen sees, 


Fast Selling 
Cushion Shoes 


Since their introduction last year, Edgerton 
Pli-Flex Cushion Shoes have been outselling 
every expectation! An entire family of Cushion 
Sole Edgertons is eager to earn important 
profits for you! Will you be ready for them? 


Edgerton Division « NUNN-BUSH SHOE COMPANY + Milwaukee, Wisconsin 


LAWSON Last 
Style 8434 
PLI-FLEX CUSHION SHOE 
Brown Mello © Rubber Heel 
Also in Black 
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ride Rite factory” 


That’s what we said in this publication just three short years ago 
... in October, 1952. 


Today, we say it again . . . as the ever-growing demand for Stride Rites 
creates still another addition to our plant. 


All over the country, more and more mothers are insisting upon 
Stride Rites for their children . . . because they have confidence in 
Stride Rite quality, and in the service of our dealers. 


We are proud of the belief mothers have in our product, and of our 
ability to earn it. Proud, too, of our continued growth .. . based on the 
skilled workmanship, fine materials and excellent fitting qualities 

which have become a Stride Rite tradition. 


Green Shoe Mfg. Co., Boston, Mass. 
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